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for quick action 
across the counter 


“Mobilized,” means “rendered easy to move or 
quickly moved.” 

Crescent Tools are easy to move for several 
reasons: 

First, because they have a reputation for re- 
liability. Second, because they are the types in 
constant use by everyone—car owners, farmers, 
mechanics, electricians and amateur “tinkerers.” 
Third, because they are steadily and consistently 
advertised, in national magazines. 

And the WCl1 Display adds another speed 
factor by showing 59 of the fastest selling 
tools where customers can make their selec- 
tion at a glance. 

The WC1 Display Case will be sup- 

plied through your regular jobber. 


CRESCENT 
TOOL COMPANY 
204 Harrison St. 
Jamestown, N. Y. 
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15 maids... and a gorgeous chest 


Yo! Ho!..and a Lovely Bride 


Se 


oom 





Kiss the bride, envy the groom, but pity 
the poor wedding-guest, the fellow who 
racks his brain to find the pat and proper 
gift for Honeymoon Lane. . . . But re- 
lief for him is at hand. 

In the stores of 25,000 silverware mer- 
chants next week, the six business days 
will be devoted to delightfully hinting 
to the wedding-guest the proper “What's 
Whats” in wedding gifts . . . offering a 
silver lining to the baffling gift problem. 
lor example, there will be a gorgeous 
showing of 1847 Rocers Bros. Silver- 
plate . . . including the new Pieces or 
8 set of table-silver at $43.50. Covers for 
eight in knives, forks and spoons instead 
of the usual shorthanded “‘sixes.” ... 





With the handsome Spanish Treasure 
Chest of green and gold . . . $49.50. 
Or, if you want to remember magnifi- 
cently ... there are delightful tea and 

dinner services to match the knives, 

forks and spoons in the Pieces or 8 

Chest. That is another important reason 

for selecting 1847 Rocers Bros. Silver- 

plate as a bridal gift. Throughout the 
years the happy couple can add to your 
silver gift... each added piece or ser- 
vice matching in pattern, the original set. 


MAY WE SEND You OUR NEW BOOK? 


A most charming little brochure . . . beautifully illus- 
trated . . . and containing a gold mine of suggestions for 
the hostess on both formal and informal entertaining. A 
copy is yours for the asking. Write for Booklet D-90 to 
International Silver Company, Dept. E, Meriden, Conn. 


‘1847 ROGERS BROS: 


SILVERPLATE 
| INTERNATIONAL 


SALESROOMS: 
New York, CHICAGO, SAN FRANCISCO 


Tuts ADVERTISEMENT, 2” color, appears in The Saturday Evening Post, April 30, 1927 and The Ladies’ Home Journal, May, 1927 





CANADA: INTERNATIONAL SILVER COMPANY 
OF CANADA, LIMITED, HAMILTON, ONTARIO 
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Gives the store a quick turnover— 


- 


Because practically every intelligent dem- 
onstration results in a sale, and 


Because practically every sale makes a 
friend, who boosts it to his fellow craftsmen. 


=— ee 


Forged steel planes are rapidly re- 
placing cast iron and _ pressed steel 
planes—on the basis of sheer merit. 


Bh cel Cece: eel Race, cell Reem cel Hee eel es ek ee ed ee ed ee ed ee ee ee ed ee ed te ed ee ed es ed es el ee es ed es ed ee 
pi amie | oe | oe | ee | pie + pie 


Dl te 


Di. od be ol be al ed & 
ee 








|) ae | ate | ate 


Jk. 


an 
> 


Drop forged steel bottom. Rigid, unyielding, un- 
breakable. Holds all other parts in perfect alignment. 


Drop forged unbreakable clamp. 


~ 3 


Precision-made blade cap. Holds blade in a firm grip 
in cross-grain or other severe work. 


Can be 


> 


Vanadium alloy steel blade. Holds its edge. 


sharpened ’way back. 


5. Two parallel guides hold frog in perfect alignment 
with throat. Easy to adjust. 
6. Large screw. Easy to adjust. 


Liberal handroom. 


8. Easy-grip handle. 
wood. 


9. Extra high knob. 





Tough, unbreakable seasoned hard. 
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UNBREAKABLE 
Drop Forged Steel 


Plane 








The Work It Does 


This V&B Unbreakable Plane cuts a long clean shaving with 
the least effort. It will plane bird’s-eye maple without pull- 
ing out the eyes. It does cross-grain planing easily. Its re- 
markable freedom from chatter is due to the fact that all 
its adjustment screws are drilled and tapped into a forged 
steel bottom. This means greater precision and less yielding 
than if we used cast steel, cast iron or pressed sheet steel 
for the bottom. 





Send for Our Demonstrator Forging 


We will send our dealers, an application, without charge, postage 
prepaid, an unfinished V&B plane bottom forging for demonstrating 
the unbreakable feature of V&B plane bottoms. 


Write 


for our new tool catalog. 


& BUSHNELL 
RING COMPANY 


Kime Toots 
~ Chicago, lil. U.S.A. 











rs 
21i4 Carroll Ave.~ 
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Every Screen Door Needs One! 


Display the Snappy Catch carton on your 
counter—it tells its own story. You can 
also point out to your customer that a 
screen door is next to worthless unless 
it remains closed. The cost of a Snappy 
Catch for each door is almost negligible. 
Other uses for this catch include—broom 
arelio(-JammielioitaleMiaelaliale meler-Taemelelicl-1 am (eles _y- 
paper holder, etc. 





Features of the Stanley Snappy Catch 


Sy itaa 


eonappy Catch 


4. Packed one only in a 
box with screws and 


1. Neat design. 
2. Rubber rollers with 


steel bushings turn 
easily and distribute 
the wear. 


directions for applying. 


. Made of steel and fur- 


nished in japanned, 


sherardized and other 
standard finishes. Also 
solid brass. 


3. Working parts are en- 
closed. There are no 
projections to tear the 
clothing. 





THE STANLEY WORKS, NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 


[ STANLEY J 
(sw) rs 


STANLEY HARDWARE 


MADE OF STANLEY STEEL 


Stanley Snappy Catch 
Display Carton 








This display will sell 
Snappy Catches for you. 
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ARMSTRONG BROS. 
QUALITY TOOLS 


Pipe Tools that give Real Service! 








When it comes to real dollar-for- 
dollar value, experienced buyers 
of tools knowthat ARMSTRONG 
BROS. Quality Tools offer the 
utmost. Dealers find them easiest 
to sell and sure to satisfy cus- 
tomers. If you are not yet stock- 
ing the full line of Quality Pipe 
Tools, you are losing sales and 
profits that are rightfully yours. 












By making us your source 
of supply, you get the full 
benefits of freight allow- 
ances on 200 pound ship- 
ments or better. 


Write for this Catalog 


ARMSTRONG BROS. Tools are favor- 
ably known in practically every country 
on earth. Thirty-three years of fine tool 
building have established a priceless 
reputation for quality tools. When you 
sell ARMSTRONG BROS. Tools, you 
give your customers Highest Quality 
Materials, Superior Design and Excel- 
lent Workmanship. 





Good tools mean quicker sales and more repeat orders. Catalog P-1I0, which 
shows the complete pipe tool line, with sizes, descriptions and prices, will 
be sent without obligation to any jobber or dealer on request. 


ARMSTRONG BROS. TOOL CO. 


‘‘ The Tool Holder People’”’ 
314 N. Francisco Ave., Chicago, U.S. A. 


Vc 
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2 pounds lighter 
than old-style planes 





of same size 


Sargent Auto-Set 
Bench Plane No. 714 





THERE'S a selling point for you! 
Important indeed. But it is only one 
of the many points that give the 
merchant who handles the Sargent 
Auto-Set Bench Plane a decided 
sales advantage. With the Auto-Set, 
you can not only make a carpenter 


Sargent Auto-Set No. 718 (18 in.)...... 


wonder why he should cart around 
two pounds of unnecessary weight— 
but youcan show him that this lighter 
plane is easier to use, simpler in ad- 
justment and as keen and capable as 
any plane could possibly be. Here 
is a table of comparative weights: 


.. *51 Ibs.......No. 722 (22 in.)......6 Ibs. 


Sargent Older Type No. 418 (18 in.).... 7. Ibs.......No. 422 (22 in.)......7% Ibs. 


Other well-known make (18 in.).......... 


FP icccsimnmnnnieni (22 in.)......84 Ibs. 


“A difference here of 2% pounds 


The Auto-Set feature permits the re- 
moval of cutter for sharpening and 
its replacement without disturbing 
the original adjustment. The cutter 
is of edge-holding chromium steel 
and is so rigidly held in place that it 
will not chatter even when cutting 
across or against the grain. 

Sargent planes are advertised to 
mechanics through Carpenter, the 
craft publication, and foremost build- 
ing papers—to manual training stu- 


dents and instructors and folks with 
honie workshops through several 
magazines devoted to their interests. 
Inquiries on Auto-Set construction 
are coming in increasing numbers. 
We are mailing these people booklets 
and suggesting that they call on Sar- 
gent dealers for a demonstration of 
the Auto-Set features. Here is an 
opportunity for you to increase your 
sales of planes through window and 
counter displays. Write for details. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Chicago: 150 N. Wacker Drive (at Randolph) 
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Jools & Hardwar 


SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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~ Its selling time for you 


IGHT now in the gigantic billion-dollar poultry 
industry, there are a million and more minds 
“with but a single thought:” to get everything 

in readiness for the coming season. 

They have the “buying mind,” these poultry 
raisers. They’re in the market for Poultry Fence and 
for the score or more other poultry necessities sold by 
you and your fellow dealers. Every new born chick 
suggests the need for netting. And, netting in turn sug- 
gests the need for other profitable items in your line. 


Today in your trade territory, 


A Billion Dollars 


Poultry-men everywhere recognize U. §. Poultry 
Fence as the only netting which fulfills every require- 
ment of modern poultry husbandry. 

They know it is the only netting that can be 
stretched straight and true from post to post without 
the aid of top-rail or baseboard. 

They know it is the only netting which can be 
taken down and put up time after time without 
buckling or sagging. 

They appreciate its greater 
ieconomy, its superior strength 





there are scores of potential buy- . : 

ers figuring their requirements. Every Year — hag ait ye een 

Tomorrow they will buy. "THE rapidly growing poultry industry represents : 
And, while it is buying time a greater potential market for dealers than Round out your stocks of U.S. 


ever before. 


for the poultry raiser, it also is 
selling time for the dealer. a 
Now is the time to go after 1924. 
this profitable business. Build 
your sales campaign around U. S. 
Poultry Fence. It will bring new 
customers to your store and put 
money in your cash register. 


The annual income from poultry 
now averages more than a billion dollars a year. 
The number of chickens on the farms alone in- 
579,000,000 in 1922 to 678,300,000 in 
Latest government estimates disclose that 
the production of chickens on farms in 1925 was 
4.2 per cent greater than in 1924 and that the total 
value was about 12 per cent greater. 
prices in 1925 averaged 30 1/2 cents a dozen as com- 
pared with 26.4 cents in 1924. The total value of 
the egg crop alone increased from $521,574,000 in 
1924 to $610,241,580 in 1925. 








Poultry Fence now. Representa- 
, tive Jobbers in your territory will 
fill your orders promptly. If you 
\ donot know the name of the 
¢ U.S. distributer near you, write 
us for his name. 

Indiana Steel & Wire Company 

Muncie, - Indiana 


Farm egg 


This year specify U. S. Poultry Fence---not just “poultry netting.” 
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Working Hard To 
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‘Make Your Store 
a Livel Y Sto ai 








The newsboys in thirty-six metro- 
politan cities are working hard to 
make hardware stores lively stores. 


For in thirty-six metropolitan dailies 
Nicholson File Company advertising appears 
regularly in larger space than ever before— 
telling file users the right kind of files for 
each class of work—and urging file buyers 
to go to their hardware dealers. 


Nicholson advertising is by no means limited 
to metropolitan dailies. The Saturday 
Evening Post, Collier’s, the Country Gentle- 

"man, eleven State Farm Papers, and the 
Trade and Technical Press make up the 
rest of this most comprehensive list. 


Stimulated by this advertising, there is yearly 
a greater demand for Nicholson Files. We 
have a lively factory — work with.us and 
have a lively store. 


NICHOLSON FILE CO. 
/R.1, U.S.A. _— 
Sey 

U.S.A. 


(TRADE MARK) 


— a File for 
Fvery Purpose 








FILES 
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First announced last month—this new Gas- 
oline-powered Horton No. 34 has won im- 
mediate acceptance —an evidence of the 
confidence which dealers have in Horton 
dependability. 


OW — every prospect, regardless of his 

‘needs, can be served with the famous 

‘ Horton No.34 washer. First, a self-contained 

gasoline powered unit;second, a power pul- 

ley machine for use where power is already 

available; third, the famous electric machine 

for all wired homes. These three adaptations 

of this wonderfully successful submerged 

agitator type washer give Horton dealers 
unlimited sales opportunities. 


The benefits derived from the knowledge 
gained in fifty-six years of manufacturing 
fine laundry appliances have been built into 
the Horton No. 34. 


Now — more than ever — dealers handling 
the complete Horton line have an unusual 
opportunity for new sales and greater profits. 





POR? 


SHS RS Be AT 


The No. 34—A Proven Unit 


You may be confident of this machine's outstand- 
ing performance. Power from a Briggs & Stratton 

' Gasoline Motor has been applied to the Horton No. ‘ 
_ 34submerged type agitator machi:.e. Both are proven 
| units. Combined they represent outstanding leader- 
ship in the self-powered washer field. 


HORTON five 


GOOD PRODUCTS —_ Yes! and above all else — GOOD FRIENDS 
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CThe Housewife of Today 
has a preference 


ad AORTON MEETS IT 









NE housewife prefers an agi- 

tator type—another the vac- 
uum cup suction principle— still 
another may insist on the wood 
tub, hand or water power type. 


In any instance Horton serves the 
requirement — meets the house- 
wife’s preference—with the type and principle 
of washers now in most general demand. 


Whether it be agitator or suction cup, copper 
or wood tub, you who sell may feel certain it 
represents the class of appliance you can be 
proud to offer. 


Back of Horton’s 56 years of laundry appliance 


The New Horton Automatic Ironer. 
30-inch, complete open end roll; elec- 
tric or gas heat; electrically driven. 


manufacture is an ideal that 
dominates the entire organiza- 
tion—the ideal of building our 
products the very best that is 
humanly possible. 


Back of Horton’s years of sell- 
ing is a policy that the nation’s 


leading jobbers join in approving. They know of 


Horton’s exacting ideals—dquality, efficiency and 
service. Each week finds our jobber and dealer 
family growing. You, Mr. Dealer, can profit by 
the discrimination of these jobbers. Learn from 
them of the Horton sales policy, or write us for 
further information. Horton meets the needs 
of your customers very definitely. 


HORTON MAWUFACTURING COMPANY 


Fort Wayne, Indiana 





No. 34 Horton Elec- 
tric Washer. Sub- 
merged agitator type. 


No. 40 Horton Elec- 
tric Washer. Copper 
tub; 3-cup suction. 


HORITO 





No. 33 Horton Elec- 
tric Washer. Wceod 
tub, agitator type. 





No. W HortonPeerless 
Washer. Wood tub, 


water power motor. 


No. 23 Horton Motor 
High Speed Washer. 
Wood, hand power. _ 


lroners 





11 


Washers 





GOOD PRODUCTS— Yes! and above 


all else GOOD FRIENDS 
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CANNON FALL 
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All the good features of |<. a 

Cannon Ball > Track : 

and hangers show up rf 

at their best in it A 
Cannon Ball Ga- 

rage Door Fix- Hh Few 
emg i Hints on 
put. Run i Hangers 
light. Last ~ 

as long as kis 1. No. 712 Curve 
the build- with 1027 hangers. 


Takes doors around 
the corner. Any num- 
ber any size, right or 

left or both ways from 


center. 
2. No. 800 Folding-sliding 
combination—802 hanger; 
offset hinges—self adjusting, 
spring support fortrack. For 
2 to 6 a single or double 
openin 
3. =. 71 16 Right Angle — 1086 
hangers, for single door opening 
at extreme edge of building. 
4. No. 1093 Folding-sliding com- 
bination—1090 hanger; offset hinges 
—track flat against building. 2 to 6 
doors. Single or double openings. 
Swings in or out. 
5. No. 1103 Junior folding-sliding com- 
bination—1100 hangers; offset hinges—for 
3 doors. Track flat against building. Also 
No. 1094—4 door combination for single 
opening. 
6. No. 1305 Holder for swinging doors. One 
smashed headlight would buy several pair. 
Sets in boxes or parts as wanted. 


Send for 228-page catalog and ask about 
our new Preferred Dealer Plan. 


ing. 





Hunt-Helm-Ferris & Co., Inc. 


Albany, N. Y. Harvard, Ill. San Francisco, Calif. 


Manufacturers of 


Stalls, Stanchions, 
Pens, Water Bowls, 
Litter Carriers, Hay 
Carriers, Door Hangers, 
Wire Stretchers and Spec- 
ialties. 





27 
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SPLIT BAMBOO 
FISHING RODS 
















A 
New Line Zg 
to Which Va 
We Point 
with 
Pride 
8 Lb. 
Black Bass 
No Wonder 
Fishing Is Popular 
Also 


the Old Reliable 








STEEL FISHING RODS, 
FLY and CASTING REELS 


BS ; 
ag A cre 
Oul mee 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


Eleife Buyels 
in| @talo 








TORRINGTON, CONN., U. S. A. 


New York Office, 151 Chambers Street 
ESTABLISHED 1854 INCORPORATED 1864 
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When you sell one, why 
not sell another? 


FTENTIMES you can sell a man two Wal- 
worth Stillsons as easily as you can sell! one. 


Tell him a good many men who know wrenches 
buy them in pairs. They’ve found that one wrench 
is either too large or too small for some jobs, so 
they buy two sizes that will cover all their needs. 
And they know that often it’s mighty handy to have 
both to use at the same time. 


So if a customer wants a wrench to use round the 
house, sell him a 10 or 14-inch model, either steel 
or wood handle. Then show him a smaller Stillson. 
6 or 8-inch, to use in some of those cramped corners 
on his car, where a larger wrench won't go. More 
often than not, he’ll buy them both and go away 
better satisfied. 


It will pay you to keep a full assortment of Wal- 
worth Stillsons. The article which sells another is 
a good line to carry. 


WALWORTH COMPANY 
51 East 42nd Street, New York 


Distributors in Principal Cities of the World 
Walworth, Ltd., 10 Cathcart St., Moutreal, P. @. 


‘ 
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WALWORTH 


*  *STILLSON, like Walworth, is a trade 
mark which has been registered in the 
United States patent office in the sev- 
eral states and in foreign countries. 
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| LEATHER PUNCH 
C . Loot 
_ No3d84 





The WM. SCHOLLHORN CO, New Haven. Coo 





_ 


This Display 


SELLS PUNCHES 


It carries the actual punch and a retail 
price of ONE DOLLAR. Your cus- 
tomer can see what he is getting and he 
can afford it after he sees it. Put it on 
your counter and watch it work ! 


Note the balanced, double-construction 
frame, supporting the head on both sides. 
Here’s a design‘that cannot hit off center. 


April is “fixing time” for the farmer, the 
factory and the home; and these revolv- 
ing, 4-tube punches with sturdy steel 
frame to sell at a dollar will go out the 
front door faster than you can keep them 
coming in at the back! 


This type of punch is also made 
with 6 tubes at a slighly higher 
price. 


Your jobber should have the Bernard 
line. Phone him for a display stand and 
supply of punches. If he hasn’t the line, 
write us. 


TRADE MARK REG 


PCIERS 


The Wm. Schollhorn Co., Dept. H., New Haven, Conn. 
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BERNARD 
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2-SIDED 
STEEL FRAME 

SUPPORTS 
q THE HEAD 
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“LODI” 
ALL-STEEL 

REVOLVING 
LEATHER 

PUNCH 
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POULTRY NETTING 


Galvanized Before and Galvanized After Weaving 
_. me ae _BPAABAP AL AL LM’ iB. 
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€ Look fil the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 








Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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Tools That Are 
“World’s Standard” 


~and Satisfied Customers 








Every good dealer knows that his success depends 
upon his reputation for selling good merchandise. i ) 








When his name is linked with the name of a 
respected manufacturer, he shares in the prestige 
that manufacturer has created. 


The name BROWN & SHARPE MFG. CO. on a 
tool means that it is “‘standard.’’ The customer 
who buys it knows that he can not get a better 
tool. He is satisfied—and in your customer’s 
satisfaction lies your success. 


We Protect The Retail Dealer 


—by adhering strictly to catalog 
prices and terms. 





—by selling our precision tools 
through hardware and supply 
dealers. F 








DEPT. H.A. 
BROWN & SHARPE MFG. CO. - 
Providence, R. I., U. S. A. 


Bs 
BROWN & SHARPE 
TOOLS 


“World’s Standard of Accuracy” 
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Here’s a good line— 
and what’s more it’s a 
complete line 7 +7 

HAT have you in stock? 


Locks by this manufacturer, 
locks by that manufacturer, locks by 
still another manufacturer 





But “We are sorry we have no 
bolts for French doors — 
short on cupboard turns— 
just out of sash pulleys!” 


.. that good business? — How can a 
collection of duplicate items increase 
sales? 

Isn’t one really complete line in stock 
all the time the only way to make 
more sales—more profits—more loyal 
customers? 

Certainly it’s a better way to invest 
your capital. It takes less of it. Yet 
you have more hardware to show for 
it—a complete line. 

What’s the result? Yourcustomerscan 
always find what they want at your 
store. They don’t need to go some- 
where else. So you can make more 
sales. One line of credit, too—all with 
one manufacturer — therefore less 
bookkeeping. 

Only one line of hardware to learn 
about — to train your clerks to sell. 
Again better selling and more sales. 


And how much neater looking, how 
much handier is an orderly arrange- 
ment of one line of hardware on 
vour shelves. 
7 7 > 

If you agree so far, then remember, 
Good Hardware—Corbin is the most 
complete line of hardware made. If 
you are a Corbin dealer take full ad- 
vantage of the fact. 


April 7, 1927 








Good Buildings Deserve 
_ Good Hardware 


— 6 aa 
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A building can be no better than its hard- 
ware and hardware no better than its maker 


When windows jam or come down with a bang—when doors have 
to be slammed to make them stay shut — what then? How quickly 
we realize that poor hardware can never be made to work like Good 
Hardware—Corbin. 


To buy “just a sash pulley”—‘‘just a lock” —is often to buy a perpetual 
, 8 Pp y J y a perp 
nuisance. Have your hardware easy to use. Remember Good Hardware 


Corbin. It has never failed to work well—and it never will. 


Have you read © Good Build- 
et Des erve Guod (on, 


our beoline (C. Z GS F, CORBIN 


n ac scked full: of incerestingh« m4 The 
ware information which we New York 
would like ta. send you? egy 


SINCE NEW BRITAIN 
1849 ~CONNECTICUT 
American Hardware Corporation, Successor 


Chicago Philadelphia 
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KAWNEER STORE FRONTS Will Build 
Business for You 


THOUSANDS of merchants attest to their ability as producers 
of faster sales, quicker turnover, more new accounts, big- 


ger profits. 


Keith-O’ Brien Company, Salt Lake City, writes: ““We be- 
lieve that our KAWNEER FRONT adds one hundred per cent 
to the sales value of our window display.” 


Federal Bakeries, Kankakee, Illinois, say: ““Goods which 
have not moved when displayed in the show cases in the 
store have sold when tastefully placed on display in the 
windows, and my sales daily are 40% to 50% higher than 
the same day a year ago.” 

This free booklet “How to Display Merchandise to Sell It,” 
tells interestingly how to meet display problems in your line 
of business. The coupon brings it. 


Kawnee 





STORE FRONTS 


See reverse side for store fronts suitable for your line of business 





r 


Pd 





4 
/ Kind of Business__— 











/ The 
7 KAWNEER 
“/ Company 
4 1117 Front St. 
7 NILES,MICHIGAN 
a Send free book for my 
/  iine of business. 








A 
f Name—___— 


4 
if Address — 
4 


/) é City and State— -— 
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Plate Glass 


Protection 


The patented Kawneer re- 
silient (flexible) metal grip 
on the plate glass windows, 
prevents danger of break- 
age caused by vibration and 
wind pressure. This metal 
grip not only seals the joint 
but allows the plate glass to 
bend naturally under wind 
or other pressure. 
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KAWNEER INSTALLATIONS 27 
Hardware Stores 


Whether your trade demands heavy hardware or shelf 
goods, modern window display facilities are a vital 
need. Telling is selling and showing your merchandise 
to people that pass your store is telling them your sales 
story in the most profitable way. The installations 
shown on this page are all typical Kawneer Store 
Fronts. They indicate the various designs selected by 
these merchants as best suited to volume sales and suc- 
cess in their location. 





Nites, MicH1IGAN 








awn 






ADWARE 












The Cost is not 
Prohibitive 


Good display is essential to 
volume sales. The better the 
display, the more attractive 
is the merchandise. Lack of 
display facilities therefore 
is costly. It pays to invest 
in a Kawneer Store Front, 
because it pays for itself in 
extra sales in a short time. 
The cost is not prohibitive. 
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There are 


887,339 a 
Carpenters CARBORUNDUM 


. COMBINATION STONES 
in the 


United States— 
and everyone 


has a place 
in his tool kit for— 


Carborundum 


REG.U.S. PAT. OFF. 


Combination 
Stones 


OU know just how many of this great army of crafts- 
men come to your store for tools and equipment. 


And you also know that it will take but little sales effort 
to interest them in a Carborundum Combination Stone 
to keep their edge tools fit. 


One sure way of stimulating your sales of these stones is 
to use the display panel illustrated above. It carries six 
of the actual stones in the popular sizes—plainly priced 
and numbered. 


This No. 10 Combination Stone Display is free with an 
assortment of the stones. 


pe INDEED TO SEND YOU FULL DETAILS | 


USe& THE COUPON 2 


The 


Carborundum 


Carborundum Sharpening Stones sth 
Complete the Tool Kit fo 


. 


Please send me the details 
regarding the No. 10 Com- 
bination Stone Display. 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 








CANADIAN CARBORUNDUM Co., Ltp., NIAGARA FALLs, ONT. - Name ) 
Sales Offices and Warehouses in ices 
Carborundum is the .tegistered Trade Name New York, Chicago, Boston, Philadelphia, Cleveland, Detroit . 
used by The Carborundum Company for Sili- Cincinnati, Pittsburgh, Milwaukee, Grand Rapids a Cj a 
con Carbide, This Trade Mark is the exclu- ‘ Pi , ee ecipinbindiaage State 
sive property of The Carborundum Company. The Carborundum Co., Ltd., Manchester, Eng ° o 
“My Jobber is aie 
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~MILLER~ 


Padlocks for the 


Automobile 
Owner 


There is a big market for Miller Padlocks 
suitable for the use of the automobile owner. 


April 7, 1927 


Garage doors, spare tires, disc wheels, 
tool boxes, trunks, etc., should be securely 
locked—and here is the market. 


Every locality has hundreds of automobile 
owners. 


Every one of these owners is a potential 
prospect for one or more padlocks and the 
dealer who carries an adequate stock of 





No. 444 


Wro't steel rivetiess case, 
ebony black finish, 1% in. 
Nickel plated wro’t steel 
ratchet shackle, adjustable 
from 4 to 1% in. 


No. 4440 


Same as No. 444 but with 
wro’t brass case and case- 
hardened steel shackle, ebony 
black finish. 


No. 332 


Combination Padlock. 
Heavy brass rivetiess case, 
1 % in. Brass ratchet shackle, 
adjustable from % to 1 in. 

by “sight,”’ “‘click’”’ 
or “‘sense of touch.” 


No. 331 


Same as above but with 
elongated shackle, adjust- 
able from 2 5-16 to 3% in. 


Miller Padlocks can obtain a big share of 
this business. 


Miller No. 940 Padlock Assortment dis- 
plays many of the padlocks here illustrated. 
It consists of a steel panel, 914 x 21 inches, 
finished in Miller green and mounts two each 
of Nos. 40, 40LS, 41, 41LS, 42, 44 and 44CS 
—fourteen padlocks in all. 


Attach one of these panels to the shelving where people coming into 
the store can see it. It will increase sales and earn greater profits. 


Miller Lock Works 


of The Yale & Towne Mfg. Co. 





No. 42 


Cast brass case, 2 4 in. 
Nickel plated wro't 
steel shackle. 


No. 41LS 


Cast brass case, 1% 





in. 
Nickei plated wro’t No. 44 | 
No. 41 steel elongated Cast brass case, 1% in. 
shackle. Nickel plated wro’t steel 
Same as No. 42 but ratchet shackle, adjust- 
with 1% in. case. able from '% to 2 in. No. 44CS 
No. 40LS No. 44SS Cast brass case, 1% 
No. 40 4 Same as No. 44 but with in. Nickel plated wro’t 


Same as No. 41LS elongated ratchet shack- steel ratchet shackle, ad- 
Same as No. 42 but but with 1% in. le, adjustable from 1 to justable from % to 11% 
with 1% in. case. case. 4 \6 in. in. 


No. 940 
Padlock Assortment. 


eoeemeineanennnennanatil 





osama 











April 7, 1927 HARDWARE AGE 23 








Mr. Clarence C. Green 


President, Bullock-Green Hardware Co. 
Detroit, Michigan 


Roof Coatings 
Show “Sweet Profit!” 


gees what this progressive hardware 
dealer says about Ruberoid Roof Coat- 
ings. His success during the twenty years he 
has been selling The Ruberoid Line is typical 


liquid or fibre in colors, plastic in black—a 
protective product to meet every call! 


Write for descriptive folders—also the dealer 
plan that places real selling-help behind 


of many other dealers. The letter gives you 
a “close up” of what you may expect from 
Ruberoid in quality, turn-over and profits ! 


The Ruberoid Coating Line is complete— 


The RUBEROID Co. 


Chicago New York Boston 
In Canada: RUBEROID (division of Building Products, Ltd.) Montreal 


U-BER-OID: 


your efforts and gives you added profit as 
your sales grow in volume. The coupon 
pinned to your letterhead will bring you full 
particulars. 


Hdware Age 


The RUBEROID Co., 
95 Madison Avenue, New York City. 
Gentlemen: Please send your dealers’ profit plan be- 
hind Ruberoid Roof Coatings, also — descriptive litera- 
ture regarding the Ruberoid Products checked below: 











[ 
A 
| (] Ruberoid Roof Coatings [()Black () Red ) Green 
| CJ Ruberoid Plastic 
[ |) Ruberoid Liquid Fisre-<ement ([) Black (|) Maroon 
be O O F ( () Ruberoid Utility Paint 
Name........... .... sia 
OK Be is sisnsescicecpiuntsonatie a 
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THE HANDIE BARO 


i Aw SHIPPING 
#, ae 
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Sell Easy! 2 CARTON 


Hardware Dealers are realizing the necessity of ca 
high quality wheelbarrow built for home use 









This new member of the Sterling family proves to be the greatest seller 


» ever produced, and the reason it meets with such favor is because 


it fills every home wheelbarrow requirement. It is a scientifically designed 


ted wheelbarrow of greater strength and attractiveness. Sells 
n its merits. 


Buy Sterling’s for 
their repeat order 


WV, 





WW 


atti AMM 


Shipped to you in 
™, compact sealed 
Fe cartons ready for \N 
2 delivery to your 


customers \N 
\ 
You should know \ 


more about this \ 
HANDIE-BARO. \ 





— Sterling Wareh 
™ —— terling arehouses:— 
Especially = Chicago—New York—Detroit ne DEALERS 
. d = t a Zz Cleveland—St. Louis—Philadelphia f WRITE for our 
or e ome 


“Ary py PROPOSITION 











. | MANUFACTURED FOR THE EUROPEAN MARKETS BY :— ° ° 
Milwau kee oe ae SPECIALTIES LIP STERIING wena, 8 SG ENSURE Wis consIin 
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Why 
American Steel & Wire Company Fences na 


are easy to sell 








There are definite reasons why dealers find it easy to sell fences 
made by the American Steel & Wire Company. 


Reputation. For more than twenty-six years farmers have used our fences—with 
good results. 








LI 


We guarantee our‘fences to equal or outlast any other fence made of the same 
size wires and erected under the same conditions. 





Our warehouses are strategically located, protecting the dealer against loss of 
a sale where unusually large quantities of fencing are wanted quickly. 


Our national advertising is constantly telling the story of American Steel & Wire 
Company products to farmers everywhere. 


> wo re 


Write today for complete information, including details of our merchandising policies. 


Zint [nsulated 


AMERICAN, ROYAL, ANTHONY, U. S. 
NATIONAL, MONITOR and_ PRAIRIE 


DEALERS WANTED EVERYWHERE—Write for Sales Plans 





SALES OFFICES 


Chicago. .208 So. La Salle Street ee ee. -Mantaats Birmingham...Brown-Marx Bidg. Pittsburgh........ Frick Building Buffalo......670 Ellicott Street 
Nat’l Bk. Bidg., St. Pau : : : "idene ilding Wilkes-Barre. .Miners Bk. Bldg. 

Cleveland... . Rockefeller Building st. Louis........506 Olive Street Memphis Philadelphia... .Wice ner Building : 
. . , . Kansas City 417 Grand Ave Union and Planters Bank Bldg. Atlanta...... 161 Marietta Street Dallas.......Vraetorian Building 
a EC eS eC "New York......30 Church Street Worcester........ 94 Grove Street Denver. .First National Bk. Bldg 
Cincinnati....Union Trust Bldg. First Nat’] Bank Building Boston......185 Franklin Street Baltimore..32 So. Charles Street Salt Lake City.Walker Bk. Bldg. 


UNITED STATES STEEL PRODUCTS COMPANY, San Francisco, Los Angeles, Portland, Seattle 


AMERICAN STEEL & WIRE 
Company 
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EVERETT, 
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EN who come into 

your store are tool 
buyers. Eight out of 
ten men own a fair 
equipment of simple 
tools and take pride in 
their ability to do 
things with these tools. 
The Bookkeeper, the 
Banker, the Butcher, 
the Baker—as well as 
the mechanic, use tools, 
buy tools and are con- 
stantly searching for 
efficient tools to make 
work easier. A Porter 
Bolt Clipper belongs 
on every home work- 
bench, in every private 
garage, as well as in 
the factory, the ma- 
chine shop and in the 
mechanic’s kit. A Por- 
ter Bolt Clipper can be 
used by any man—it 
requires no skill or 
training in its use and 
it does work which 
even a skilled work- 
man would find un- 
profitable to do in other 
ways. 


out 


Keep Porter Bolt Clip- 
pers, Wire Cutters, Nut 
Splitters and Chain 
Cutters on display— 
you will multiply many 
times your sale on 
these tools by keeping 
them where they will 
be seen by your trade. 


The Porter line is 
carried in stock by 
nearly ail leading 
jobbers and supply 
houses. 


H-K- PORTER INC. 
Mass. U.S.A. 
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Type tt 
External 





Type 12 
1 Ale 





Tangleproof~ 
Se Maulfiple 
lecling- cre Sy 


‘Sete pm 
-—thats, Pain 
Shakeproo 7 Spneainaenieg 


samples NOW! 


SHAKEPROOF 
Lock Washer Company 


2517 N. Keeler Ave., Chicago, Ill. 


MYER for Deep or Shallow Wells 
HERE Myers Direct Water Systems are used there is always 
an abundant supply of fresh water. It is pumped direct from 
the well or cistern to the faucets. Opening or closing a faucet or 
water tap automatically starts or stops the pump. Installation is simple 
while the economical and dependable service appeals to those who are 
ready to purchase. There are styles for both shallow and deep pump- 


ing as well as sizes to meet individual water needs giving wide range 
sales possibilities. 














































Let us send you a copy of our 
late catalog and 
prices. 
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THE MORRILL LINE 
Nail Pullers 
Bench Stops 

Sawsets 
Liquid Seap Dispensers 
Lead Seal Presses 
Hand Punches 


Morrill Sawsets 


Professional Carpenters prefer MORRILL SAW - 


World’s Finest 
TROWELS 


Spring Tempered Blades 


Made in the famous BRADES STEEL SETS. Constant use shows up quality. You can 
WORKS, near Birmingham, England, by sell MORRILL SAWSETS to the most critical cus- 
WILLIAM HUNT & SONS, Ltd., pioneer tomer, because Morrill is the kind that “gets over” 
tool makers for more than a century. at first sight. 

Stock them and give the Bricklayer the Morrill Products Sell and STAY Sold 


opportunity to buy them; you will secure 
ready sales, satisfied customers and good 
profits. 


Superior quality is the thing that appeals to the cus- 
tomer most. We make Morrill Products with this 
. 5 ie — idea in mind. This is the reason you find it easy to 
Sole Distributors for U. S. A. sell them. They sell quickly and pay good profits to 


WIEBUSCH & HILGER, Ltd. = 
New York CHAS. MORRILL, INC. 
102 Lafayette St. New York 


























How Many of 
Your Customers 


Own FORDS? 


I’very Ford owner is a 
Wes ”" . 
prospect for a 10” Coes 
, Steel Handle Wrench. The 
Coes fits every nut on the 
Ford car. Only one tool 
to buy—no miscellaneous 

parts to lose. 


The name “Coes” will 
clinch the sale. 


Your Jobber will supply 
you. 





Coes Wrench Co. 


“In business since 1841” 








“The Blade With the Reputation” SP y 
° 4 

Makers Since 1883 Worcester es, Tee Mass. 

er O} ad Me 

CLEMSON BROS., INC. in| @talOb 
Middletown, New York 
Selling Agents 

B.C. BeAr GB Gic cc ccccccses 29 Murray Street, New York 
JOHN H. GRAHAM & CO........ 113 Chambers St., New York 


FENWICK FRERES..........-- 8 Rue de Rocroy, Paris, France 
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90 Years Old This 


See That 
Trade-Mark ? 


“Old Fashioned” 
Ouality 









S 
When you want a 


real quality saw, the 
SS same quality as our 
= other tools that you 
know so well, try out 

our saws. 
Our prices are right, 
our quality you’ know. 
Let us show you some 


real saws. 


Send for Our New Catalogue 


THE L. & I. J. WHITE Co., INc. 
125 Columbia St. Buffalo, N. Y. 
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><A MEP MAR 
Sewer and Drain 


Pipe Cleaner 


NET WEIGHT 15 OZ 


T Manufactured by 
t CHAMBERLAIN COMPANY 


~~ __ Pitrssurcn, PA- , 
mal lieaee thtts — 


Good Seller for 
Clogged Drain Pipes 


Every housewife is a prospect for this practical 








cleaner. It acts quickly, removes all obstruc- 
tions, and is so satisfactory that every user rec- 
ommends it to others—more sales and profits for 
you. 


Keep stocked and hold customers 


Not Sold to Grocery Trade 


The Chamberlain Co., Pittsburgh, Pa. 
33 Terminal Way 























Rep Devi. Means Giass INSURANCE 


HE man who said “Every knock is a 
boost” couldn’t have been thinking of 
glass cutters. 

No dealer gets much “Boost” out of selling 
a poor glass cutter—it’s mostly “Knock.” 
For the customer you wish to keep safe— 
not sorry—a Red Devil Cutter is the thing. 
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LANDON P. SmitH, INC. 
111 Coit Street, 






Irvington, N. J. 


SELL RED DEVIL GLASS CEMENT! 











Show More, Sell More! 





Carrick Herdware Co. are increasing their sales by using Heller Equipment 


Take the pictures out of the mail order catalog 
and they won’t do any business. 

Your display of the original article is more ap- 
pealing than any picture that may be had. 

A Heller man can show you how to get an in- 
crease of from 50 to 100% if you will follow his 
simple, inexpensive tried-out plan. It won’t cost 
a cent to talk to him. Just mail coupon TODAY. 


W. C. Heller & Co. *20 W2ry' 8 NSC"Zon cy 


Kindly have your man call. I would like to increase my knowledge of 


Merchandising Hardware. 
EN <el ik Rce kr te aed ee ae oes ama A ee een ree ee Eee ee ee ee Bae 


Address 
4/7/27 
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4 Sizes NEW “YANKEE” 
15-18-21 & 24” BIT EXTENSION No. 2150 


Stands Abuse and Follows Through 
Bits Will Not Loosen and Pull Out in Work 


CANNOT JAM—A Yankee feature prevents jamming of bit in socket. 
NO JAWS to break. The square shank is held firmly by socket. 


WILL FOLLOW AN 11/16” BIT, OR LARGER 


The unique construction of this tool is at once recognized by electricians, carpenters, 
plumbers and all mechanics who use bit extensions. It is nickel plated throughout to prevent 
rusting, with high polish on sleeve, giving it a fine appearance. 


= Show your customer the ‘ YANKEE” Bit Extension with the “YANKEE” Brace No. 2100—a combina- 
tion of the two finest tools of their kind. 


Your Jobber Can Supply. NORTH BROS. MFG. CO., Philadelphia, Pa. 
































Osborne High Grade Punches 
































Belt Punches Arch Punches 
Spring Punches Revolving Punches 
varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Style A Style B Btyle N 
Tools. Straight Cut Straight end End Cut Straight End Cut 
‘ The | nna —- = F mee your customers, as well as our with Nut Splitter 
amous und an rn nches. 
Remember we have had one hun years of successful manu- CAROLUS CUTTERS 
facturing experience, employ only “meilled workmen and use the 
finest quality of materials. Handy, ae a ye for ow =. a For ss vaaty —y og 
t t 8 t G n ut, Ww mu sp r 
We stand back of every tool we make. Try ws. These state, “all ~ By Tool steel ‘ioe tough cuttin edges 
W rite for Catalog If your jobber cannot supply you write ua direct for literature and prices. 
Cc. 8S. OSBORNE & C NEWARK, N. J. CAROLUS MANUFACTURING CO. Sterling, Illinois 
ESTABLISHED 1826 Sales Representatives—Surpless, Dunn & Co. 
New York Chicago 














This catalog Russell Jennings 
brings your store : 
Auger Bits 









to your customer’s bench 


F you haven’t received a copy, 





write for it now. _ : No. 101-B Patented by ; 
See our current advertising in Mr. Russell Jennings 
Popular Science Monthly, Popular Electricians in 1855 
Mechanics, Carpenter, American . 
Machinist, Machinery, Automobile Auger Bit 
Trade Journal, and Motor Service. Quick Boring Thread 
GOODELL-PRATT CO., GREENFIELD,MASS Cake Bi ds 
No finer tools ing € ip an pur 


are made than 


chose chat bear QGOQOQOQDELI- PRATT Russell Jennings Mfg. Co. 


the name of 


Goodell-Pratt 1500 GOOD TOOLS Chester, Conn. 




















'UFHIN TOOLS 


SUPERIOR IN QUALITY AND DESIGN 
Winning Their Way with Mechanics and Dealers to the. High 
Position Held by 


VFAIN TAPES *° RULES 
ede oN 





We offer also 
GENUINE STAINLESS 
STEEL TAPES 


Send for 
Catalog No. 11—Tapes and Rules 
Catalog No. 5—Tools 


THE LUFKIN fpuLe C0 


SAGINAW, MICH. NEW YORK 
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Oliver 


Quality and 
Service 


GW 





Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Ma- 
terial—Track Bolts—Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 


GwW9 


OLIVER IRON AND STEEL CORP. 





Pittsburgh, Pa. Y 
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1924 MODE 


We Give an Absolute Two-Year Guarantee 
Covering This Check 


Illustration shows CHECK with HOLDER ARM; can be sup- 
plied with REGULAR ARM 
Operates RIGHT or LEFT- HAND doors without any change 


in the mechanism, 





Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 10! PARK AVE., N. Y. 











When a customer says: “Night Latch” 


show him our 
locking door 
knobs. It takes only 
three minutes to 
remove ordinary 
knobs and replace 

them with our 
Knobby-Lock. No matter how 
thick the door, no drilling or 
cutting is necessary. When attached our 


Knobby-Lock Night Latch 


mT presents an attractive appearance and as it 
Ogee s a Five Tumbler Cylinder it gives him REAL 
: protection—a sturdy lock with two keys. 


Ask your Jobber or write for information. 


ADVANCE MFG. COMPANY 
620 St. Antoine St., Detroit, Mich. 













AJAX 
ST. LOUIS 
Multi Radio Plugs 
No. 18—For Jac 
No. 18A—For Binding 
osts 
Connect One, Two, Three 


Speaker — Always 
in sertes. ~—— 
equal ount 

rent to all Muiti- 
ple connections will 
give good results 
dh one of least 


AJAX St. Louis For 
Radio Accessories 





Complete Antenna Sets or any Parts—at Lowest 
Factory Costs — Standard or Special Assemblies 


Write for Price Sheets on Complete Line 


AJAX ELECTRIC SPECIALTY CO. 
1926 Chestnut St.—St. Louis, Mo. 








The imposing, nation-wide list of jobbers handling A-P 
lines is staunch proof of the fact that Allith-Prouty leads 
in Garage Door Hardware, Door Hangers, Overhead 
riers, Fire Door Hardware, Rolling Ladders, Spring 
Hinges. 

Keep an A-P catalog handy. It will help close many 
money-making hardware jobs. Write for your copy 

today and name of nearest A-P jobber. 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 





















Retails Like “Sixty”? at 60c 


The Perfection Pocket Level 
and Plumb Attachment 


Converts either a straight board or a 
carpenter’s square into a practical 
level that is absolutely accurate and 
equal in every particular to levels 
that retail at much higher prices. 
RETAILS LIKE “SIXTY” at 
sixty cents from the Counter 
Display furnished free to Deal- 
ers. Good profit. Write for 
Discounts. 


Modern Utilities Co. 


Manufacturers 


140 So. Second St. 
Harrisburg, Pa. 
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True Time Tellers Displayed! 
This Handsome Display Case FREE 


With Each 
Selection 
of 
NEW HAVEN’S 
Unusual Alarm 


Clocks 
No. C124 


Handsome Display 


ie Ae el Case 
HE Display Case is 
1614 inches long, 18 
inches high and 8% 
inches deep, made of 
metal, of strong, durable 
construction, attractively 


DISTINCTIVE, QUAL 


finished in dull mahog- 
any, full vision front 


glass. 


The clocks are placed 
on the shelves, and fit 
snugly into. cut-outs spe- 
cially designed for each 
clock, preventing disar- 
oo ast? rangement of display. 

FerTa~RBLISHEY 
CLOCK Ca. ESTAS Kach shelf is equipped 
with hinges, tilting back 


with ease. 


NEW HAVEN 





HIS Alarm Clock Selection consists of twenty-four (24) specially selected, quick selling True 
Time Tellers, varied in designs, sizes, finishes and dials, that are pleasing to the eye, and their 
moderate prices make them ready sellers. 








| Dealer’s Total 
Summary of No. C124 Alarm Clock Selection Cost Dealer’s po nme Retail 
Price Cost Price Value 
I a, i I I aan wn 6s dns be hh evene ens tedveseeness $2.50 $5.00 $3.75 $7.50 
Ce SS me reer Tree rrr 3.15 3.15 4.75 4.75 
Ce SD ROD BER vv cc gee cess nesseseseseresent sewers 2.20 4.40 3.25 6.50 
1 Square Tat-Too Jr., Silver Radium Dial.........................2.-. 2.85 2.85 4.25 4.25 
rr rh, SE. vob be 00s 0 66 o6ys 6 Che NG 186 op EEE +6808 1.40 2.80 2.00 4.00 
ee I os oo voi ss ened sees ewe sees eneservewes 2.05 4.10 3.00 6.00 
2 Tidy-Tot, Silver Dial..... aad Vik Sea rite ibis k Gasman bak cect 2.20 4.40 3.25 6.50 
i sds ede cs deb Gke MOU Ae ees CaN saue eS Ow euaS 2.85 2.85 4.25 4.25 
BE rn ne rr ree 1.70 5.10 2.50 7.50 
®. .. << ern ree Peer ef Ferre 2.35 4.70 3.50 7.00 
4 Tom-Tom, White Dial......... Se eT ee Pe ye ree 2.20 8.80 3.25 13.00 
OE ee eee ee 5.70 4.25 8.50 
i Cid4 Mew Haven Alarm Display Case. .... 1.1... ccc ccc c cece cenen xXxXXX XXXX XXXX XXxXX 
A Total of $25.90 on an Investment of only............ idnt.oeRitadnga a ouneeee eeu ae $53.85 Retail Value $79.75 


Order from Your Jobber Today 


THE ig AVEN LOCK CO. 
EW VEN ONN. 1817 


EST. 
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DE LAVAL SEPARATORS 


These new De Laval Separators together with 

the De Laval Milker give progressive dealers 

an exceptional opportunity to build a permanent 
and profitable business. 


See and try 


the acw. De L 





of De Laval Separators and are inviting 

cream separator users and dealers to see 
and try them, for we are confident all who do so 
will agree they are the best cream separators ever 
made. These new De Lavals are the crowning 
achievement in nearly 50 years of separator manu- 
facture and leadership. New features are: 


W: ARE pleased to announce this New Series 


1. Turnable Supply Can. The supply can 
may be turned so that tinware and bowl may be 
put in place or removed without lifting the supply 
can from its position on the separator. Every user 
will like this feature. 


2. Easier Turning. For three years the De 
Laval experimental and engineering departments 
have been conducting extensive tests, to develop 
still easier turning separators. The results of these 
tests are embodied in this new series, which both 
start and turn easier than any other machines of 
even less capacities. 


3. Oil Window. The new oil window en- 
ables you to see at all times the level and condition 
of the oil. It shows at a glance whether or not the 
separator is being properly oiled. 


4. Floating Bowl. All néw De Lavals have 
the wonderful “‘floating bowl,’’ now used in De Laval 
Separators with such wonderful results. It is 
self-balancing, runs smoothly without vibration, 
with the least power and wear, skims cleaner and 
delivers a richer, smoother cream. 


The De Laval Separator Co. 


NEW YORK CHICAGO SAN FRANCISCO 
165 Broadway 600 JacksonBlvd. 61 Beale St. 
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GRA Y-WICK 


“Gray-Wick may cost a little more, but—it is worth it” 


3 
F 


This popular brand of Screen Wire Cloth has proved one 
of the best sellers on the market. 


It is extremely durable, being made from rust-resisting 
Open Hearth Steel produced in our own furnaces. The 
wire is drawn in our own mills and every operation is 
under our personal supervision. 


Gray-Wick carries an extra heavy electro zinc coating 





thoroughly enameled with transparent varnish. It gives : 
wonderful service and absolute satisfattion. being known 4 
as the cloth of “Long Life.” . 
It unrolls smoothly and lies perfectly flat, making it easy g 
to apply. Has a pleasing Gray color. a 

Your Jobber will supply you. E 


12 Mesh, No. 33 gauge each way Our Other Brands of Screen Cloth 
14 Mesh, No. 33 gauge each way Cortland Black Enameled 
16 Mesh, No. 33 gauge filler White Metal Finish 
No. 34, gauge warp Wickwire Premier 
18 Mesh, No. 34 gauge each way Wickwire Bronze 
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Coldwell Model “L” 
Motor Mower and Roller 


Greatest general utility 
mower on earth. Mows and 
rolls simultaneously. Abso- 
lutely supreme as an all-pur- 
pose mower for estates, parks, 
cemeteries, college campus, 
etc. After a demonstration 
on your customers’ grounds, 
the sale is made. 





How to Increase Sales 
of Coldwell Lawn Mowers 


Spring’s here! And right in your community 
are scores of prospects for lawn mowers. 








As an authorized dealer for Coldwell Dependable Lawn 
Mowers you can offer a style of mower for every size 
and type of lawn—for every area where grass is grown. 
That means all these prospects are fair game for you. 
So go after them—especially the big buyers in your 
territory. Visit the superintendents of large estates, 
parks, cemeteries, golf clubs, and gardeners. 










Coldwell Lawn Mowers have more strong talking points than 
any other machine—more satisfied users than any competitive 
make, You'll be delighted at the number of sales you'll stir up 
by personal selling and circularizing. Incidentally, you won’t 
object to the profits. Of course, we’ll give you our heartiest 
cooperation in closing sales. 








Coldwell Electric 
Lawn Mower 


The only Electric Lawn 
Mower and an outstanding 
success everywhere. Sells on 
sight! Does a perfect job, 
and saves its users the time, 
labor and monotony of push- 
ing a hand mower. Easy to 








Is your Coldwell window trim on the job? Don’t forget that 
this eye-catching display will tie up your store with Coldwell 
National Advertising, now running in magazines of wide circu- 
lation. If you haven’t this window trim, write for it now. 


COLDWELL 73. 


DEPENDABLE LAWN MOWERS 





















run as a vacuum cleaner. All 
the operator has to do is to 
steer it. Plugs in on any 
electric outlet. Unsur- 
passed for boule- 

vard parkings. 



















COLDWELL LAWN MOWER COMPANY, NEWBURGH, N. Y., U. S. A. 
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Wagner fans can help you 


HOT spell of a few days and you will 

need a full stock to supply the rush for 
fans. Will your customers be getting the best 
fan for the price?—-a WAGNER fan? 

Wagner offers a complete and fast selling 
line. The tremendous success of its first two 
years on the market has proved its profit- 
making power. 

As silent as a watch, as sturdy as the 
Wagner,Quality motor (the heart of every 
Wagner fan), this full line of rapid sellers is 
ready for the third and biggest year. 

Scientific fan-blade design coupled with 
finely calculated coordination is the reason— 
for their success. The blades slice the air in- 


6235-4 


stead of batting it noisily like the ordinary 
fan. Its breeze is a long, strong beam of air 
that can be directed wherever needed, in- 
stead of puffed over a limited area. This 
means controlled air circulation. 

No magnetic hum or creeping, with a 
Wagner fan. Just a cool quietness that will 
win you sales. 

Order your Wagner fans now, before a sud- 
den hot spell catches you napping with lost 
profits. Your distributor has complete Wagner 
information. 


WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue Saint Louis, Mo. 






Fans 
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UIKWERK Tools 

have fong been 
known as “stand- 
ard goods” in the 
hardware stores of 
America. 


The name and the 
quality of the mer- 
chandise are linked 
with good hard- 
ware business— 
everywhere. 


“Keep Quikwerks— 
They Keep Customers’’ 


THE WARREN TOOL &.FORGE Co. 


240 Griswold Street 
Warren, Ohio 
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AMERICAN 
SCREW 
COMPANY 











Wood Screws Machine Screws 
Stove Bolts Tire Bolts 


= \ \" \y \e \ \, \s \ \ \s i auaeaiacaa 





Largest Stock 
Greatest Assortment 


wu a, 5 Aa 


Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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For 36 years -=- 
Buffalo’quality 
stood for better wire 


Since 1869 Buffalo Wire Products 
have personified quality. 


— sven suahniarrecrpeemoaainint - 
pea hausbenane Np gt Se renrecsaeoneains 
SNe Thais OF ahd 
atte : 






Through the various stages of pro- 
duction— from the weaving of the 
wire cloth on specially constructed 
machines, through the acid processes 
which neutralize the cloth to all for- 
eign substances and finally through 
the spelter or zinc baths which thor- 
oughly solder all intersections — in- 
spectors are constantly on the alert to 
maintain the high standards of “Buf- 
falo” quality. 


“Buffalo” Wire Cloth is not galvan- 
ized until after your order has been 
received. This assures a clean, bright, 
freshly galvanized product and en- 
ables us to extend an absolute guar- 
antee of satisfaction. Rush shipments 
are filled from stocks which are never 
more than two days old. 


| ce bk Pew ee : ¢ Standard hardware sizes range from 

lot 2 eh 2 to 8 mesh in 24-30-36-42 and 48” 
widths. Any type, mesh, gauge or 
width of “Buffalo” Wire Cloth can be 
made to order upon receipt of speci- 
fications. 


Catalog No. 8 AB fully illustrating 
and describing our entire line mailed 
gratis. 


BUFFALO WIRE WORKS CO., Inc. 
(Formerly Scheeler’s Sons) Est. 1869 


518 Terrace Buffalo, N. Y. 
38 





Look for the Yellow Tag 
with the Buffalo 7 
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2 x 2 Mesh 
No. 15 W & M Gauge 
(.072”) Wire Galvanized 
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Casement Windows'"‘stay put with 





oeMonarch 
Control Lock 


and it creates sales that “‘stay put’? too. 


Your greatest profit comes from the sale of 
products that stay sold,—products that do 
not require an endless amount of service. 


The Monarch Control Lock is gaining favor every day, 
with dealers everywhere, because a sale is a sale, not 
the beginning of aseriesof service callsthateat up profits. 


Nothing toget outof order—no pins, gears or ratchets. 
Silent and positive in action and simple in construction. 
The only Control Lock on the market that locks posi- 
tively and securely on the extreme end of the operator, 
right on the sash. Wind pressure cannot break the hard- 
ware as there is no leverage on the operator. That's 
why users like it. 


Contractors and builders like it because more per hour 
can be installed, which lowers labor costs. No specia!' 
frame construction necessary. It comes completely 
assembled, packed in individual containers, ready for 
installation. Furnished in a variety of finishes. 


oc i——2, 


The MONARCH Automatic Stay 


for in or out-swinging casement wind- 
ows, wood or steel, transomsor pivotal 
windows where locking feature is not 
needed. Not necessary to take apart 
to make adjustments or install. Fric- 
tion increased or decreased by slight 
| turn of outer tube. Furnished in any 


} | | finish desired. 
Write or Wire Now 


There is a complete line of Monarch Casement Hardware built 
and guaranteed by a factory with more than 20 years experience. 
If you are not familiar with Monarch products and the Monarch 
Profit-making Proposition for Building Hardware Merchants you 
owe it to yourself to get the facts now—before the building 
season starts. 


MONARCH METAL PRODUCTS CO. 
4961 Penrose St. St. Louis Mo. 












Makers of the famous 
. Monarch Interlocking Self-adjustring Weatherstrip y, 
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TUBULAR [LATCHES 
For CUPBOJNRD Doors 


| 


EXTER Tubular cupboard 
door latches offer you a 
splendid opportunity to capitalize 
on the builders’ desire for home 
fittings of a conspicuously superior 
nature. They are supremely at- 
tractive—built to give a lifetime of 
perfect service —and can be in- 
stalled perfectly in just a few mo- 
ments by any averagely handy 
man. 

Show these latches to your 
builder customers—you'll dis- 
cover a new and valuable 
source of profit. 

Prices and literature on re- 
quest. 


NATIONAL BRASS Co. 


1601 Madison Avenue 
GRAND RAPIDS 
MICHIGAN 
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ya GLASS 


ne ofite ISSO 
« Profitable 


ne Many Uses Lead 
to Many Sales 


HAT acomfort forthe 

handy-man around 
the house to know that the 
nearby hardware store car- 
ries glass. There are a hun- 
dred and one places where 
he can use it. Window 
panes, ventilators, picture 
frames, table tops and 
greenhouses are only a few 
of the many uses. And when 
he is in your store buying 
glass you have a golden op- 
portunity to sell him other 
repair items. 
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Deliveries 


The solid support of our Dealer 
friends has favored us in recent 
months with a flow of orders which 
called on our utmost capacity. 














Many of these orders on Dealers 
were, and are, conditioned on quick 
deliveries, with our Dealers’ sales 
dependent on factory production. 









We've met the situation with more 
machinery. We've put in equip- 
ment for rush-order service under 
peak-load demand — cost what it 
might. 






It’s good business to install 
a glass department not only 
from the standpoint of 
sales volume and profit. On 
the otherhand it’s even bet- 
ter business to carry only 


‘Oke BEST 9" 


—because it’s perfectly flat 
and cuts easily on both 
sides, reducing breakage to 
a minimum. “The BEST 
Glass” has a beautiful 
lustre and costs no more 
than the ordinary kind. 







We can now back up your delivery 
promises (on all stock sizes) from 
stock, so your service will be as 
safe from complaint as the quality 
of your Allen screws. 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 
Branch Offices: 
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Ww. C. Stauble R. E. Gregory 
2909 Waverly St. 1029 Wesley Ave. 
Detroit, Mich. Evanston, Ill. 









E. P. Crawford WwW. J. McRae 
3348 No. Park Ave. 320 Market Street 
Philadelphia, Pa. San Francisco, Cal. 
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SOLD AND DISTRIBUTED BY THE LEADING JOBBERS 
IN THE PRINCIPAL CITIES OF THE UNITED STATES 


AMERICAN WINDOW GLASS CO. 


GENERAL OFFICES: PITTSBURGH. PA. .BRANCHES IN PRINCIPAL CITIES 
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Gifts for the Bride 


June weddings are heralded by showers of 
beautiful Viko Aluminum. Be ready for them. 
Order now the Viko Display Stand Deal, which 
gives you an admirable selection of ware, a 
handsome stand for showing it, and useful ad- 
vertising material to attract buyers. Ask your 
jobber for particulars as to price, etc. 


Aluminum Goods Manufacturing Company 
Manitowoc, Wis., U.S. A. 
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The Popular Aluminum 
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American Sash Chain 


Standard equipment in the most modern buildings in 


America. Adapted to every weight of sash 
«made in five sizes and finishes. 


ACCO Sash Chain¢g ~~ 


Now Nationally Advertised 


The rapidly growing demand for ACCO Sash 
Chain (which fits all round cord pulleys) 
has been further increased by a national adver- 
tising campaign reaching home builders in 
every state in the Union. 

Sash Cord is being displaced by ACCO No. 8 
Sash Chain in cottages, bungalows, residences, 
everywhere. Used on any pulley that comes 
for cord. Costs no more per window than cord 
—sometimes less. Outlaststhe building. Can’t 


i nn A ie ee ee es 


HAVE YOU STOCKED 
THESE ITEMS 
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Get the new and 
replacement 
business that is 
now ready for you 


Spring offers special opportunities for chain 
sales, which thousands of ACCO dealers are al- 
ready turning into cash profits. 

Are you doing likewise? 

If not, get out some of your best sellers. Put them 
on the counter—in the window. 

Make up your mind to concentrate on chain sales 
for a few weeks. You can well afford to. 

You'll find the public alert to your suggestions— 









ravel, rot, stretch, or break. More easily in- 
stalled. Possesses a beautiful, permanent finish. 







easily stimulated to buying. 














Tie-Out Chains Many cord and rope customers will buy chain—to 
An ometeiy ony the tune of extra Spring profits and a growing 
seer a iss , 

annie dam tale demand throughout the year. 


Consult with your jobber’s salesman re- 
garding stocking live, fast-moving items 
—and order now while your customers 
are in their best buying mood. 


turned out to graze. 
You can recom-:, 
mend it strongly 
especially as com- 


—— torope. Lasts 
or years,Won’t rot, — 
——_ —_ break 
t tr 
ean nor wear it out AMERICAN CHAIN COMPANY, Inc. “+ *goot se 


BRIDGEPORT, CONNECTICUT CHAIN COMPANY. Inc 


ae) 
Halter and Dog Chains #&4inst_ trees, 
In Canada: Dominion Chain Company, Limited, 


stumps, or stones, 


; 
ey 
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in 
for your safety 













Metal display hanger shows one 

dozen halter and dog chains oath \ 
and boosts sales. Ask your job- cially strong andi 
ber how to get it free. See that ji nt in weight. Ask 
you have complete stock of your jobber’ssales- 
standard chains for which there man 
is continuous year-round de- . 
mand —especially active right 
now. 


Niagara Falls, Ontario 
District Sales Offices: Boston, Chicago, New York, 
Philadelphia, Pittsburgh, San Francisco 






Made by the makers of the famous 
WEED TIRE CHAINS 
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INCE the cost of 

this superior 
guaranteed cord is 
only a few cents more 
per window -—can you 
afford to offer your 
customers an inferior 
product? 


Solid Braided Cordage 
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Tests have proved 
the § taying Quality of 


Silver Lake 


Cotton Braided 


Sash Cord 


P ygprecninte ot builders and those responsible for the units that 
comprise an A-] construction job know that a sash cord of cotton- 
fibre is peculiarly adaptable to flexing over metal pulleys, whereas metal 
devices create constant friction—meaning shorter life and frequent 
rehanging. 


Only high-grade, solid-braided cord can withstand the constant pulley 
friction for any length of time. Therefore—sell SILVER LAKE! 


Its lifting power and durability are unsurpassed by any other cotton- 
braided cord, which laboratory tests—plus actual experience—have 
proved. 


The name is stamped on every foot of genuine SILVER LAKE Sash 
Cord—and each hank carries a written 20-year guarantee for your pro- 
tection. 


Your Wholesaler will supply you 


SILVER LAKE COMPANY 


Newtonville, Mass. 
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; Each month Bassick Advertising goes into 5,000,000 homes 
—in the kind of magazines that home-loving folk read 











Sherandiice 


Rarer eo 


Spungen aie 


A My alin oe yen te 
PS a a ace i 
See 2p mney 


SUE 34 Roce RE A AED 
. rene atenred ve 


HERE are millions of home-loving folk who 
take pride in their furniture and floors. Those 
people know Bassicks. They buy Bassicks—They 
know that Bassicks start easily—roll and turn 
easily — quietly—smoothly—safely. They know 





that Bassicks protect both floors and furniture. 
But do they know that you can supply them with 


Bassicks? Have you made your store Bassicks 
Headquarters? Remember Bassicks are Nationally 
advertised. Nationally known. Nationally used. 


onan i Casters 
FACTORY MODERN HOSP. 
27,256 7,468 
HOTEL MANAGEMENT 
6,105 





Aiea he ha Vin eee | pA 





The BASSICK COMPANY 
(A Division of Stewart Warner) f 
BRIDGEPORT, CONN. . 
Reg U. 8. Pat. Of. eey 
° For thirty-one years the leading makers of Better Casters 


for home, office, hospital, hotel, warehouse and factory. 
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Multiple Sales Power 


You stock a household appliance on the strength of its 
mechanical excellence and popularity. The manufacturer 
multiplies sales possibilities for you when he adopts 
Timken Tapered Roller Bearings. 


They make current and lubricant go further by elimi- 
nating the waste of friction. They ward off wear and service 
attention by increasing working capacity. Prospects 
instantly appreciate this when Timken Tapered Roller 
Bearings are mentioned. The Timken story, told in broad 
continuous advertising, is confirmed by the personal 
experiences of millions of owners of Timken-equipped 
motor cars and other machinery. Timken-Equipped is 
one of the most impressive statements in any Selling talk. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


Tapered 
Roller 


One-Minute Manufacturing Co., Newton, 
Iowa, gives Dealers the added Quality 
and Selling Power of Timken Bearings 
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The Door to New Profits! 7 sneer: 


interesting things 
in this book 


UST say the magic word, ‘““Semesan,” on your 
‘ Chart of the Markets 
next order and see the doors to a new treasure for Semesan, Arranged 
id N : h A f by Crops and by States. 
cave open wide. Not just another piece of mer- GPR, OEM 
chandise—but completely new fields of business. ee 
; Talking to 5 Milli 
Almost like taking on a new, profitable store. ——_ 
: Focusing Selling Influ- 
Every seed that’s grown needs Semesan, and everybody ence "on the Dealer's 
that puts seeds into the ground will buy Semesan—more ea 
Movies of Plant Dis- 
and more every year. age 
Couldn’t possibly tell you all about it here so we put the ee Sees a 
whole story into just the sort of “proposition book” you’ve a er 
always wanted. Doesn’t waste your time just telling you Round Table. 


what we are doing but shows WHAT YOU CAN DO 
and HOW. No blah, just hard-tack facts, chart of your 
local market, proofs, experiences of other dealers. This 
book lays our cards on the table—gives you credit for good 
judgment. It’s a book you'll read straight through the 


first time you see it and then keep handy in your desk. “ay. 
The coupon will bring it to you without in any way leading DY Ms 
us to expect anything from you. Have a'look at a different YGPa 


merchandising book. Get this coupon into the mails,NOW! 





E.I.du Pontde Nemours =~" 
So., Inc. a 


Dyestuffs Department \ NY 
Wilmington, Delaware HA. Age. a hy 
{B Please send me your “Proposition Book.” : D, 
B PBL 
Name. sane TRAC 
Open the Golden Door We 
° . 1 Street ..... sae cee EN 
with this Coupon : EE Ee Ee SE On we 
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For instance—the great Edge- 
water Beach Hotel, Chicago, 
“ses aluminum cooking uten- 
stls exclusively in preparing an 
average of 4000 meals daily 


CThe BEST COOKS use 


Aluminum 


The chefs of many world-famous hotels preside over 
all-aluminum kitchens. They cook everything in alu- . 
minum —for they have found that aluminum cooks | 
everything well. , 
Some of these experts praise the greater durability and 
economy of aluminum utensils. Others speak of the ease 
with which this ware is kept clean spn Still . 
others call attention to its safety for all kinds of cooking. | 
Hospitals, too, and steamship lines, and railroads, and 
packers of food products are using aluminum more and 
more. And housewives, unwilling that the large user 
should monopolize such efficiency and economy, are de- 
ciding in increasing numbers that the all-aluminum 
— is better than one equipped with a bit of every- 
thing. ... 


The best cooks use aluminum. 


ALUMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush St., Chicago 
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New facts 
behind the 
new national 
slogan 





“The Best Cooks Use Alum- 
inum,” says the advertising of 
the aluminum wares industry. 

One of the “Best Cooks,”’ cer- 
tainly, is the famous Edgewater 
Beach Hotel, Chicago. And 
opposite is reproduced in full the 
latest advertisement of this series, 
featuring the fact that the Edge- 
water Beach uses aluminum 
utensils exclusively. One more 
stone of evidence in the solid 
wall of the fact behind the new 
national slogan, ‘The Best Cooks 
Use Aluminum”... 


Your customers are reading 
this convincing testimony month 
after month in the following 
magazines, which have a total 


circulation of 9,651,577 copies: 


Ladies’ Home Journal 

McCall’s Magazine 

Woman’s Home Companion 

Good Housekeeping 

Country Gentleman 

Journal of Home Economics 

American Cookery 

American Food Journal 

Hyégeia 

Modern Hospital 

Journal of the American ; 
Medical Association 





This advertising is yours, to 
increase your sales of aluminum 
ware. Watch it, work with it, and 
you will be sure to benefit. 


ALUMINUM Wares ASSOCIATION 
Publicity Division, 844 Rush St., Chicago 
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ousehold * 


BLUE STREAK 


Can opening machine 
will net you Profits 














Simply turn the 
thumb-piece. Averts 
danger of cuts or in- 
fections! 





The Household Blue Streak Can Opening Machine is a fast- 








—BaEe | selling kitchen commodity. Keen-cutting edges. Strongly 
S33 fashioned of the best materials obtainable. + Fully guaranteed. 
1 A 100% can opening device that women like and buy. 





Show your customers Blue Streak’s handy bottle opening 
attachment. 








Individually _ packaged. Brass bushings on revolving parts. Blades of same quality 


Dozen lots come in this ; 
attractive counter display tool steel as on $2 and $5 machines. 


carton. 7 
A quick, easy, sanitary way to open big cans or small 


cans—round, flat or square cans. 








Approved by Good Housekeeping Institute and Priscilla 
Proving Plant. 




















Busy housewives regard The Turner & Seymour Mfg. Company 


the Master Blue Streak as a Torr; c 
permanent kitchen fixture. orrington onnecticut 
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Selling hardware in the home display room of L. 
Company. Hardware is an important item im every now 
home, and BETTER HOMES and GARDENS has helped 
thousands of home owners to select hardware of real quality. 


™ helping you sell the countless hardware items 


needed around the Home, BETTER HOMES. 


and GARDENS is of tremendous value. 

Every month, to more than 900,000 substantial 
American families, it brings suggestions on making 
the home more convenient or more attractive both 
inside and out. 

In these homes, it is constantly developing the 
market for stoves, washing-machines, refrigerators, 
dish-washing machines, tools and paint. 

Then there are the outdoor sales—spading forks 
to start the garden, hoes to keep down the weeds, 
files to keep the hoes sharp. Hose to provide neces- 
sary irrigation, fence to protect the garden. Mowers 
to keep the lawn in trim, rakes, grass catchers, 
walk-edge trimmers, sickles, hedge-clippers. 

Many hardware manufacturers have planned their 
advertising to reach the readers of BETTER HOMES 
and GARDENS. In so doing, they are giving you 
a closer sales contact with the people in your com- 
munity who, above all, should be your regular cus- 
tomers. 


BETTER HOMES and GARDENS 


E. T. MEREDITH, Publisher / Des Moines, lowa 
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ETTER HOMES 
39 GARDENS 





Devoted to the nation’s greatest business, HOME~MAKING 




















Among the products advertised in BETTER HOMES and GARDENS, the following are of special significance to you: 


Acco Sash Chains 
Alabastine 


Armstrong Spray Pumps 


Barrelled Sunlight 


Blue-Bird Curtain Rods 
peak es Fruit Jar Rings 


Fence 


McKinney Forged Iron Hardware 


Dayton Water Systems Hoosier Kitchen Cabinets 


Rutland Patehing Plaster 











Duban Awnings 
Dutch Boy Paints 
Electric Garden Hose 
Goodrich Garden Hoee 
Gould Water Systems 
Herrick Refrigerators 


Planet Jr. Garden Seeders 


Kirsch Curtain Rods Sani-Flush _ ; } 
Maytag Washing Machines Sherwin-Williams Paints rs 
Patton’s Paint Stanley Tools ce 


Pennsylvania Lawn Mowers 


Pittsburgh Lawn Fence 
Rolscreens 


True Temper Garden Teols 4 
Valspar Brushing Lacquer ; 
Yale Builders’ fhardware 


Standard Pressed Steel Products 
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HOW FAR YOUR 
TELEPHONE DOLLARS WILL GO 
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Chicago to St.Louis, $145 Pittsburgh to New York, $170 
Atlanta to San Francisco, $9.40 Denver to Indianapolis, $4.60 


Cleveland to Omaha, $3.45 Boston to Detroit, $285 
Seattle to Minneapolis, $6.45 


What far away call should you make now......number, please ?......... 
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BELL LONG DISTANCE SERVICE 
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Why Modern Carpenters and Mechanics Purchase 
Atkins Silver Steel Saws and Tools 






ATKINS No. 53 


No. 53. A skew back saw, furnished in regular or 
narrow ship point patterns. Handle of applewood, 
improved perfection style. One of the best saws that 
money, skill and brains can produce. Damaskeen 
finish. Cuts fast, free and easy. 


le ie hee F 
ATKINS No. 51 

No. 51. A fine high-grade saw, made of Silver Steel; 

Damaskeen polish; furnished in skew back regular 

width or ship point patterns. This saw is fitted with 

the old style block handle, which is preferred by 


some carpenters. 





ATKINS No. 100 

No. 100 Flooring Saw. Designed for sawing into 
flat surfaces, such as floors, platforms, etc., without 
necessity of boring or using keyhole saw or chisel. 
Point toothed on both edges. Made of Silver Steel, 
genuine applewood handle. Furnished in 18-inch 
length only, 10 points to the inch 





ATKINS No. 50 
No. 50 Coping Saw. A high-grade, durable and rigid 
coping saw; frame 7% by 4%. Handle attached 
with malleable iron threaded ferrule—making it 
strong and stiff. Very moderately priced. 





ATKINS No. 3—PLASTERING TROWEL 


A strictly high-grade tool for the discriminating user 
of the highest grade trowels. 
Made in lengths of 10, 11 and 12 inches, and in 
widths of 4*4 and 5 inches. 





(1) BECAUSE of the material, Silver Steel, 
Atkins exclusive formula, 
which gives the saw edge 
holding qualities that cannot 
be surpassed. 


(2) BECAUSE of the Improved Perfection 
Handle, the handle that pre- 


vents wrist strain. 


(3) BECAUSE of the development of the 
two-way taper grinding found 
only in Atkins Silver Steel 
Saws. 


(4) BECAUSE of the original Damaskeen 
and Mirror polishes, which 
not only produce a beautiful 
saw, but makes sawing faster 
and easier. 


(5) BECAUSE Atkins Saws are a vast im- 
provement over all other 
makes, and the best for cut- 
ting green or wet lumber, as 
well as the finest cabinet and 
interior work. 


The dealer likes to sell them be- 
cause he makes a quick profit. 


E..C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 


San Francisco 
“> mnt ie New Orleans Seattle 
Chicago New York CiY Paris, France 
Minneapolis Portiand,Ore. Vancouver, B.C. 
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Amazing 


response 


The whole-hearted response to McKin- 
ney Forged Iron Hardware by the 
trade, consumers, builders and archi- 


tects has been no less than amazing. 


With a history of less than a year it has 
become one of the greatest hardware 
successes. The reasons are quite evident 
to all those familiar with the product. 
The many months spent in designing 
and perfecting the line were a decided 
factor. For every piece was made au- 
thentic in design. All application prob- 
lems were solved and the answers made 
a part of the design. The McKinney 
expert knowledge of lasting finishes 
produced permanent beauty. And the 
warranted faith in the tremendous size 
of the market caused the pieces to be 


moderately priced. 


7 v Yu 


All this is a matter of record known 
and appreciated by the trade. The 
future is even brighter—a fact which 
is demonstrated by the thousands of 
consumers who are daily calling for 


literature on McKinney Forged Iron 


Hardware and Lanterns. 


There is but one word of caution which 
should be spoken at this time. Many 
imitations have made their appearance 
recently. Some are merely “pock 
marked” metal painted black. Others 
fall short in the matter of authenticity 
of design. Still others lack a finish of 
permanence. 


To meet the demands of discriminating 
buyers, to build your reputation and 
profits be sure to specify McKinney 
Forged Iron Hardware. 


w a w 


If you have not yet made McKinney 
Forged Iron Hardware and Lanterns a 
part of your business send at once for the 
complete story of this amazing success. 


ForGE DIVISION 
McKInNNEY MANUFACTURING Co. 


PirtsBuRGH, Pa. 


MAIL THIS COUPON 





Forge Division, McKinney Manuracturinc CoMPANY 


Pittsburgh, Pa. 
Please send me the items I have checked: 
4 plates showing details Catalog on 
iduwen U Forged Iron Hardware 
Name 





Address 
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By Llew S. Soule 
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The Passing of an Old Business Game 


HE game of “Hide and Seek” is no longer 

popular in hardware merchandising circles. 

It never was really popular with the con- 

suming public, although for a good many years it 

was consistently practised by independent retail 

merchants from one end of this country to the 

other. The customer merely accepted it as a mat- 
ter of course. 

Of course you know what I mean by “Hide 
and Seek” merchandising. If not, I'll tell you. I 
mean the custom of storing merchandise under 
counters, in drawers and on shelves of retail 
stores; of using dingy show windows as recep- 
tacles for junk; of writing those alluring adver- 
tisements which read: “John Jones HARD- 
WARE.” I refer to the time, not so many years 
ago, when the average hardware store was a cross 
between a warehouse and a puzzle; when the cus- 
tomer was supposed to come in and ask for what 
he wanted. , 

Well, the customer humored the merchant, and 
played the simple little game with him for quite 
a while. Then all at once someone discovered a 
new and much more fascinating one. It con- 
sisted of putting merchandise out on open display 
tables, with plainly marked prices; of arranging 
goods in an attractive manner in clean windows; 
of actually telling people, through advertising, not 
only what the stores carried in stock, but the 
prices of the goods for sale. 

The public immediately decided that it no longer 
cared for merchandising puzzles; that it is much 


more fascinating to discover hundreds of useful 
articles in plain sight, than to look at uncommuni- 
cative shelves and guess at what they contained. 

The chain stores may not have originated the 
new game, but they certainly popularized it. At 
first the independent merchant was rather inclined 
to ridicule the new departure. He regarded it as 
a fad which would soon have its fling and die out. 

When it began to seriously affect his pocket- 
book, however, he changed his mind. Today he 
realizes that what he considered a fad—a pleasant 
little game—is in reality a serious, sensible method 
of conducting a retail business. 

There is yet much for him to learn. Expense 
is still his bugaboo. Everything that entails an 
outlay of money is to him an expense. He hasn’t 
altogether differentiated between investment and 
expense. 

Money used to purchase equipment which will 

properly display merchandise is money wisely in- 
vested. It insures the placing of merchandise in 
which good money has already been invested, out 
where the customers can see and purchase it. 
Then the dividends on both investments are as- 
sured. : 
The fact that the eleven larger chain systems 
sold over a billion dollars’ worth of merchandise 
last year proves that the day of “Hide and Seek” 
merchandising is over. It likewise proves the in- 
vestment value of proper display fixtures. 

One thing is certain: We can never attain chain 
store efficiency with hide-and-seek equipment. 





The Measure of a Merchant 


HE customer is entitled to what he pays for, 
no more and no less. 

One of the big reasons for chain store 
success lies in the fact that the chain managers 
insist on their clerks giving accurate weight and 
measurement. 

And yet—only a few weeks ago I saw the pro- 
prietor of a hardware store wrap up 18 ounces of 
nails for a customer who only asked for a pound. 
A little later he sold a yard of wire cloth, and the 
piece he cut off measured fully 38 inches. 

When he finally found time to talk to me, he 
opened the conversation with a wail about in- 
adequate profits. He flayed the manufacturers 


and jobbers unmercifully for not putting him in 
position to profitably meet chain store and mail 
order competition. 

When I suggested that possibly some of the re- 
sponsibility for his lack of profits rested on his 
own shoulders he was righteously indignant. “No, 
sir—the fault was all a matter of small margins.” 
No other explanation would satisfy him. 

We are willing to concede that a wider margin 
in some items of hardware would be most ac- 
ceptable. We still believe, however, that, margin 
or no margin, there are no profits in 18-ounce 
pounds and 38-inch yards. 
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A sparkling Easter toy display in the window of Dye & Bresee, gh 
Towanda, Pa. They feature toys for two weeks preceding Easter = 


Yering ranks second only to Christmas as a gift- 


giving time. 


partments. 


Easter season for the little kiddies. 


Dye & Bresee Hardware Co. of 


Towanda, Pa., always feature 
toys for two weeks preceding 


Easter Sunday, which will fall on 
April 17 this year. Albert Metz, 
who has charge of this firm’s 
window displays, also manages the 
toy department selling more than 
$5,000 a year, about $4,000 of 
which is sold in November and 
December. Towanda has a popu- 
lation of 6,000 but draws a county 
trade of probably 25,000. 

Mr. Metz tells us that Easter 
week (this year from April 12 to 
17) is one of his best toy weeks. 
The important thing to remember, 
he says, 1s to have a wide range of 
prices so that all pocketbooks may 
be appealed to in the Easter toy 
window display. His goods start 
at 25 cents, go to 50 cents, and 
from that point all the way up to 
$30. Miniature autos have been 
very popular in Towanda. Dye 
& Bresee stock handles this item to 
sell from 50 cents to $10. The 
entire front half of the firm’s 
second tloor is devoted to toys and 


For the hardware man it offers sales 
possibilities for the toy and juvenile vehicle de- 
Special Easter toys will help give displays 
the proper atmosphere; for example, stuffed chickens, 
eggs, rabbits, ducks and the other toys symbolic of the 
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Are You Selling 
Toys at Easter 
Time, Too? 


Easter is becoming a 
great gift time. Dis- 
play of toys helps at- 
tract trade to other 
departments of hard- 
ware stores. 
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juvenile vehicles. At Christmas time part of the main 
floor is turned into a toyland. 
Geo. W. Kruse Hardware Co. of Lebanon, Pa., also 


(Continued on page 119) 








Display cases in the store of Geo. Krause Hardware Co., Lebanon, Pa. Easter bunnies, 


chickens, etc., are prominent in the display. 
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Another Echo of the ‘‘Glorified Peddler’’ 
Campaign 
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Look on the other side of the wal! in the illustration above 
A veritable army is seen approaching the “Wall of Exclu- 
sion.” Not an army with ordinary ammunition, but an 
armry intent on one thing onty—profit. 


and shoddy merchandise. Their mode of attack is « cun- 
ning cocnbination of sabotage and propaganda. 


They take out of this community by way of “tribute” hun- 


and that will probebly never be circulated here again. 


r 
~~ y of man 


of their claims. The “Bell Ringers” are finding this an un- 
profnable place in which to stage their invassons. 

The merchant, the business men is doing his part. He is 
providing the community with merchandise of good qual: 
ity at fair prices. He watches every turn io the market to 
obtain for you the merchandise you want at the price vou 
ought te pay. 

It ie @ simple matier for you te do your pert, if you will. 
Sey “No” and shut the door when the peddler pest de- 


The advance of this army has been stepped beeause the 





scends upen vou al your heme or affice. Save yourself an- 
noyance, loas of time end mewey and the disappointment 
usually atendant upon the purchase of “Bell Ringer” mer- 
chandise 


The peddiler will relb you, of course, that your lecal mer- 
chant is overcharging you, that vou are not getting value 
when you trade with your loca) stores. He will hand you « 
bunch of commercial “applesauce” about saving y y 
and giving you the advantage of wonderful bargeins and 
unheerd-of values. 





In nine cases out of ten, you'll find as good or better mer- 
chandise in your lecal stores for LESS money. Compare 
— satisfy yourself: Nobody is asking you for charity. Your 
local merchants aren't begging. It is a straightforward 
You will win in the end by patronizing your local stores, 
by keeping your money in circulation in your home town. 
Your own good common sense will tell you this, 4 you just 
take a minute to figure it out. 


And by buying at home, by keeping the money you cern im 
your ewn community you will sutomatically keep the 
wheels of prosperity humming. You will help yourself and 
everybody else in town, instead of helping some foreign 
house to pay fat dividends 





This Advertisement Published to Promote Better Business Conditions in 
Atlanta and a Greater Measure of Prosperity for the Entire Community 




















Full page attention compelling advertisements 
in the Atlanta Constitution telling the public of the 
advantages of buying at the store rather than at 


the door. 


This campaign was not directed at 


legitimate business houses and branch stores of 
national concerns, but the fly-by-night irresponsible 


whch has been published fr 
new « Some of these advertisements may heave Turn « deal car to the oily argements of the house-to- 
appeared unduly pessemistic, turning too brilhant @ hgbt house canvasser for his merchandmwe te wants your 
upen an unsavory subject a surgeon will ‘ell you money — that’s all. He is not interested in your com 
thet the quickest way to get rid of a menacing growth 1s mune y no interests, financial or otherwise, here 
to cut it out. way op pidemic is to turn If dividends | and bat ones > be paid on forengn 
the white light of publicity upon it nesses, let some other’ com: it. We cant 
afford it 
VIDENCE | h . . | | if f So, these articles have gone to the root of the “Bell 
ter Ringer” menace and have endeavored to awaken the We cannot afford to play fast and lose with Pros 
J that the campaign in benhaltl o * menace and have endeavared to swahen the se We cqanet cltord to olay fan and lene with, Prov: 


peddler for out-of-town concerns. 


the retail merchant, denouncing the system 








ing and editorial space to further the good work. 

Reproduced in connection with this article 1s 
another example of what a large newspaper is 
doing in a big way to bring people to a realiza- 
tion of the fact that “Retail Stores sell for less than 
canvassers.” 

This enterprising newspaper, the Jtlanta Con- 
stitution, Atlanta, Ga., is publishing a series ot 
full page advertisements, two of which are repro- 
duced herewith, in which it has endeavored to 
awaken the public mind to the grave peril exist- 
ing in the practice of buying from unknown ped- 
dlers or “Bell Ringers” as they are more familiarly 
known in the South. 

A newspaper is published in the interests of the 
people, and it is to the interest of the people to 
know that their dollar will buy more at the store 
than at the door. 

Have you brought the facts of this menace to 
the attention of the editor of your local newspaper ? 
Show him this article and get his reaction in the 
matter. 
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in \eur home town keep 1 in circulation here, se 


Thie is th® final article in the “Rel! Ringer” serves. menes 
om week to week om this that everybody will benefit from every doller apent 





our arm to keep with- tunity Let us take no chances; let us be eure of keeping 
ne howe from howhng “celam industry bummuing im thse, home tow 
ity,” but still to paint the picture so vivndly that none our lacal stores busy so that they ean help 
bd fasl , by releasings millions of dollars for payrolls, 


public 
buying from peddlers. 11 has been 
le ie din i ah A ‘ 





m. Let's 
keep | 's busy 



































: which employs the Glorified Peddler, originated | Arteria terete etek t inet omemnetarnte 
4 ° ° ° on al @ these articles have ee shed, indi- ® We cach Poe . ‘ arene ag 
and waged by HARDWARE AGE, is bearing fruit catia epee eon an sik se heed emmmenyprgrn i oe rene 
is being received every day. | vpn man hve been sumured one sod sgsin sin tuba tele les fg 
we . ws . me y. Se Greativing a) Gaetan a nabedy toll you differently 
| The. retail merchants of this country have | mes tn Deve st Tomar ‘Wegtonrt hiner em eli 
realized, from the beginning of this campaign that | ergieane ones tericee Sac cpeegras aie a ag ce 
. | heve the “ on = an - tp par. wove ageinet = nr Hn ee “t's se oan 
we had hit upon a fundamental problem—one of | nuh ter ng ts commun) o he Ha oi GUM EAR ComMUNiiy FIRST ast AND 
vital and important concern to them. Many local may lhe aay ae ee See gt 
e ° _ Keep up the good work which has been so suspic — —- waiting and 
trade associations, such as Chambers of Commerce, Le | 
Boards of Trade and civic organizations were soon [ uraserewewmer: | | 
f aroused and offered us their unstinted cooperation, Soe emerges ee 
requesting data and material with which to carry er ale Ea Sos . 
“s ” : ae act This Advertisement Published to Promote Better Business Conditions in ; 
- the “war. Local a wepegeee fl Var sous sec Atlanta and a Greater Measure of Prosperity for the Entire Community | 
tions of the country gave freely of their advertis- Pale 
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Philosophy 


By Saunders Norvell 


Last week we sat on the doorstep of history. We 
pulled the bell and ran away. This week, as we must 
have a subject, suppose we take “philosophy.” My 


dear hardware clerk, you no doubt have heard a great 
deal about philosophy. You have been told, when things 
went wrong, to be philosophical. Just what is phi- 
losophy? Who were the philosophers? What have 
they all been talking about? Why have they been 
quoted all down the ages? Why 


Erskine, another professor, broke loose one day and 
wrote “The Private Life of Helen of Troy.” This 
jumped immediately into sales of 100,000. Then he 
followed it up with “Galahad,” an equally good and 
amusing story. 
a 
You know, I myself took a course in literature at 
Columbia. I never went inside of its halls, but I sent my 
daughter; she bought the books 





is it, when you hear a man called 
a philosopher that you think that 
in some way he is in a state of 
mind which makes him immune 
to most of the ills of life? 
k * x 

Well, boys, I have been post- 
ing up on philosophy in the small 
hours of the morning. There is 
one part of my life that abso- 
lutely belongs to me. There is 
only one part of my life that I 
can actually call my own. That 
is the part I steal from sleep— 
no telephone calls, no interrup- 
tions. All the world is sleeping. 
It is then that I have found time 
to commune with the philosophers 


of all ages. 
* * 


and Manchuria. 


statesmen. 


to happen. 


Chinese cities 


This communing has cost me 


five bucks—‘The Story of Phi- 





Extracts from Mr. Norvell’s article 
published in the Feb. 17, 1927, a 
issue of HARDWARE AGE: 


“The Chinese are being awakened from 
the sleep of centuries by the nationalist 
propaganda manufactured in Moscow. 
Russian propaganda and emissaries have 
permeated all of China, Mongolia, Thibet 
Russian Bolshevists are 
the advisers of the Chinese generals and 
Russian generals are laying 
out the Chinese campaigns. 
ficers are drilling the Chinese soldiers. 
Russian money is equipping them.” 


“Now let us watch and see what is going 
The Chinese situation as it 
stands at present is full of peril. 
not be surprised to see one of the big 
captured burned and 
looted, with a possible massacre of 
foreign inhabitants. 
thing like this to wake up the world.” the 


It will take some- 


they recommended, attended the 
classes and I read all the books 
she bought! 


At the meeting of the Mis- 
souri Society of New York, the 
president of Columbia University 
came out flat-footed against Pro- 
hibition. I am sorry I missed 
that speech. However, I have 
heard Nicholas Murray Butler 
speak on other occasions at the 
Lotos Club. I have heard him in- 
troduce such men as Marshal 
Foch, Senator Briand, Premier 
of England Lloyd George; also, 
Mary Garden, not to mention a 
number of literary lights. It is 
delightful when one knows the 
politics of the situation to note 
tactfulness of President 
Butler. He can skate right up 


Russian of- 


I would 








losophy,” by Dr. Will Durant, 
published by Messrs. Simon & Schuster, 37 West Fifty- 
seventh Street, New York City. If you can raise the 
price, send for this book. Stay away from the movies; 
pass up a new hat; wear an old pair of shoes a little 
longer, but send for “The Story of Philosophy,” and 
when you get it read it hard. Possibly you can get the 
hook from your town library. 
- d 
Now, I find there are several ways to read. When 
I read some books like “Captain Blood,” or “King Solo- 
mon’s Mines,” I read easy. I read fast. I skip. J am 
enjoying a literary jag and so I am careless. However, 
when you read a book like “The Story of Philosophy,” 
you must make up your mind not that it is hard reading, 
because it isn’t, but to read hard, and by that I mean 
to read slowly and carefully and think over and digest 
what you are reading as you read it. You should not 
hurry with this book. I wish that it had been written 
and that I had read it when I was fifteen years old. 
Then, all the years since, I would have been clear in my 
own mind on what all this talk of philosophy was about. 
However, in the world of intellect it is never too late 
for any of us to learn. “Better late than never” is a 
true saying, at least for the student. “The Story of 
Philosophy” is one of the popular sellers. It is the best- 
selling non-fiction book of today. 
x * * 
Dr. Will Durant, I understand, is another one of those 
professors at Columbia University. He has “Ph. D.” 
after his name. These professors up there, working 


under the dictatorship of President Nicholas Murray 
Butler, are certainly making a stir in literature. John 


to the edge of the ice. You hold 
your breath. You think he will slip in, but not much. 
Metaphorically speaking, he digs in the heel of his 
oratorical skates, swings around and starts on another 


tack. 
* * x 


I understand that it is the policy of Columbia Uni- 
versity not to dodge the issues of the day. They are not 
calling out to the young: “Won’t you behave?” When 
the learned faculty of Columbia study the past they find 
much in the past that is, to them, not only full of “bunk” 
but very amusing. They do not take the past as seriously 
as some of our conventional friends. Columbia Uni- 
versity is right on Broadway. The bright lights of the 
Great White Way die out just before you reach Colum- 
bia. The evolution of this college is worth studying. 
[ predict we will hear a good deal from Columbia in the 
next decade. 

‘ *-s 

Some of these days, when I have time, I am going to 
walk up there and take a look at the college. It is cer- 
tainly one of our New York institutions. I have for- 
gotten how many students attend there. It is something 
like 5,000 or 25,000—I don’t remember which! How- 
ever, I know there are a lot of them—not only boys and 
young men but also co-eds. These Columbia co-eds 
keep house all around the neighborhood of the college 
and even trickle with their bachelor apartments down into 
the bright light district of Broadway. No wonder Co- 
lumbia is modern! Columbia, in the next few years, 
is going to do something great or bust herself wide 
open. The whole outfit surely have courage and not 
only courage but ideas. 
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Oh, yes; oh, yes; I started out about philosophy, and 
thinking about philosophy landed me at Columbia Uni- 
versity! Now, Dr. Will Durant writes about philosophy 
in a perfectly clean-cut and straightforward manner. He 
does not wrap up his subject in mystery. He does not 
assume the appearance of being learned by the art of 
obfuscation. In the old days writers impressed you by 
using foreign expressions. or years, in the Middle 
Ages, every important writer had to write in Latin. 
Latin at that time was the international language. Most 
of Spinoza’s works were written in this language. 

2 2 


When Dr. Will Durant tackles a certain philosopher— 
for instance, Socrates—he first tells you, so you can un- 
derstand it, all about the times in which Socrates lived— 
what the rich people and the common people were doing ; 
what they were talking about ; what their problems were. 
In other words, he gives you a very clear and lucid pic- 
ture of the age in which the philosopher lived. Having 
done this, he next tells you all that is known about the 
life and personal peculiarities of this particular philos- 
opher—all about his family; what he looked like; his 
personal habits; the character of his friends; his little 
peculiarities. When you get through with this part of 
the story you feel as if Socrates was a personal and 
close friend of yours and that if you met him in the 
shade of one of the temples in Athens you would slap 
him on the back and call out, like a real Rotarian: ‘Hello, 
Soc; how is philosophy today?” 

Se: % 


In the last chapter about each philosopher Dr. Billy 
Durant tells exactly what he taught—what his philosophy 
was. This is where you must keep a weather eye open. 
You cannot skim this part of the story. This is where you 
must read hard. Socrates believed that the first study 
of mankind should be man himself. He devoted most 
of his thinking to just what man is. It was his idea 
that the beginning of real philosophy was to start study- 
ing about yourself and then, if you came to any satis- 
factory conclusions on that subject, you could pass on to 
the people around you and thus constantly increase your 
circle of investigation. 

+s 

When it comes to philosophers, Socrates seems to have 
been the father of them all. He never wrote anything. 
He sat in the public parks, asked questions and talked 
to anybody who would stand around and listen. Plato 
was one of his prize scholars. Plato was an athlete and 
a soldier. The word “Plato” means broad shoulders. 

. eS 


Not only does Dr. Durant cover the ancient philos- 
ophers in this book, but he discusses the modern philos- 
ophers. I have not finished the book yet. I am reading 
it very slowly and very carefully. When I finish this 
hook I expect to lay claim to being an educated man! 

* * & 


Philosophy deals only in ideas. It is the working out 
of principles. For instance, there are two entirely dif- 
ferent schools of philosophy, based on two radically di- 
vergent ideas. Every individual immediately falls into 
one class or the other. Every book that is written is an 
exponent of one or the other of these two forms of 
philosophy. Now, what is it? It is so simple when it 
is laid down in a principle that you would consider it 
hardly worth talking about, but when you get this 
principle in your mind and start applying it to every 
form of religious and human belief, you will see how 
fundamental this idea is. Here is the idea: One school 
of philosophy believes that man himself is good; he in- 
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tends to do good; his aspirations are good, but unfor- 
tunately he finds himself in a material world where 
almost everything is bad. In this school of philosophy 
the good man is struggling against a bad world in which 
he finds himself. 
* *e x 
Now, the other school of philosophy holds that the 
world itself is good; it is a lovely world; everything 
has been done in this world to make it a pleasant and 
agreeable place where man can live, but man himself 1s 
just naturally bad. His passions, his shortcomings and 
his general depravity and cussedness spoil the world! 
In other words, man himself musses up this beautiful 
world. Having been raised a Presbyterian (‘‘where every 
prospect pleases and only man is vile!’’) I naturally be- 
lieve in the depravity of man! Therefore I fall into this 
latter school of philosophy. 
*K 2K K 
I think this world is a wonderful place in which to 
live.‘ If man himself were not so short-sighted and so 
selfish—such a moron—he not only would never die 
short of one hundred years of age, but he would enjoy 
himself and this beautiful world all of his life. When 
[ think it out, I am convinced that the world is a regular 
Garden of Eden, but unfortunately a d. f. like Adam 
was placed in this Garden and.his descendants have con- 
tinued, by their stupidity, to spoil everything for them- 
selves and everybody else from that day to this! Ac- 
cording to my philosophy, the only hope for mankind is 
through education, and the first task of education should 
be to try to hammer a little unselfishness and horse sense 
into mankind ! 
. es 
However, the other class of philosophers, you see, 
believe differently. They think that man, if he were 
given a fair chance, would work out pretty well; but 
unfortunately he comes into a world where everything 
in his environment works against him. Therefore, when 
man is not happy and when he has not progressed as he 
should, the fault is not that of man himself but of the 
world in which he has been placed. 
4 


Think this out. What do you believe? You certainly 
believe in one principle or the other. If you believe that 
man is good and the world is bad you belong to one 
school of philosophy. If, on the other hand, you believe 
that man is bad but the world is good, you belong to the 
other school of philosophy. You must belong to one 
or the other of these two schools because everybody must 
admit that the world is not perfect. There is something 
wrong somewhere and if there is something wrong, that 
something is either wrong with the world itself or with 
man. 

a, oe 

Now, this principle of philosophy is merely the start- 
ing point. It is like saying, in arithmetic, that two plus 
two makes four; but you will find, if you will read this 
book, that almost every phase of life has been thought 
out by philosophers at one age or another, and reading 
their deductions will give you a mental kick that will 
beat any synthetic gin that is proudly produced these 
days with a Gordon label ! 

x * x 


Athens at the time of Socrates was a democracy. Im- 
portant cases were referred to a thousand judges for 
decision. The object of having so many judges was to 
prevent bribery, which was possible in the case of only 
a few judges. Athens was at war with Sparta. This 
latter country was aristocratic. They had trained aris- 

(Continued on page 107) 
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HARDWARE BUSINESS 


2 


seu 


Mt) eee 


cc 
pe . 


Cutlery, usually kept in floor show eases, 
can be effectively displayed in wall-cases. 
Such a display not only directs the cus- 
tomer’s attention to the cutlery depart- 
ment, but also greatly facilitates the final 
selection of desired items. 


A comparatively small stock of tools can 
be made into a rather imposing display 
by the use of proper fixtures. In the 
above photograph two sections of sliding 
door wall cases, one section with panel 
doors and eight-foot floor case. consti- 
tute all of the equipment of a very com- 
plete and attractive tool department. 


ITH the ever-growing inroads be- 
ing made into the hardware busi- 
ness by merchants in other lines, 
it has become almost a matter of self- 
preservation on the part of the hardware 
dealer that has caused his abandoning his old-fashioned 
methods and adopting more modern policies. Nowhere 
is this general change so noticeable as in the appearance 
of the stores themselves and the type of fixtures used. 
For years about all that was required of hardware 
store fixtures was that they afford storage space for the 
merchandise, but as chain stores, drug stores and others 
gradually increased the amount of hardware they were 
selling, there came the realization that the display meth- 
ods of this new competition were worth studying. As 
a result the style of hardware fixtures has gone through 
a decidedly revolutionary period in the past few years, 
and the hardware store of today bears little resemblance 
to that of even twenty years ago in appearance. 
In the matter of wall fixtures the high open shelving 
of a decade ago, on which merchandise was stacked in 
the original packages, first gave way to a series of small 











Inroads being made into 
hardware business by mer- 
chants in other lines have 
forced hardware dealers to 
adopt modern policies. 


drawers on the front of which were pasted pictures of 
the items kept inside. The modern wall case of today is 
now shelving faced with display doors covered with col- 
ored felt, upon which is fastened a sample of each item 
carried, usually price marked in plain figures, while 
the stock is carried on the shelving behind the door. The 
space along the base of the cabinet also is equipped 
with sample doors instead of the old drawers, which 
served as catch-alls for various odds and ends. 

In order that the wall fixtures may serve their purpose 
more efficiently, the row of counters and show cases that 
formerly ran along in front of them has been abolished 
and a wide aisle left, allowing the customers access for 
close inspection of the samples. Open tables divided into 
sections, placed in the center of the store, carry not only 
the items of hardware commonly found in the 5-and-10- 
cent stores, but are used to advantage in displaying elec- 
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Tables and display stands are the accepted method of the 
modern hardware store for displaying such merchandise as 
kitchen-ware, china, fancy-ware and small electric appli- 
ances. Not only do low tables bring these items to the 
attention of the customer, but their use gives the store the 


Where to locate the paint department has long been a con- 
fusing problem to the average hardware merchant. In the 
old days it was usually relegated to some corner in the rear 
of the store, but the dealer of today has discovered that paint 
sales can be materially increased by an attractive display. 
Open shelving serves this purpose well and at the same 


time conserves space. 


tric table appliances, 
fancy ware, china, 
kitchen-ware and other 
similar lines. In _ the 
ideally equipped store 
a sample of every item 
of merchandise, even 
nails, screws and bolts, 
is on display. 

This modern equip- 
ment accomplishes two 
major functions — it 
makes sales by the si- 
lent suggestion of the 
goods to be seen, and 
it saves time as the cus- 
tomer will locate for 
himself the articles he 
wants. Stores keeping 


THE WARREN SYSTEM 





appearance of a greater size. 


increase in turnover 
directly due to the im- 
proved store arrange- 
ment, it behooves those 
who have not as yet 
availed themselves of 
the new order of things 
to study it at once. Old 
equipment that hides 
the merchandise from 
the public, carelessly 
kept floors and neglect- 
ed windows are the 
earmarks of impending 
failure, for people just 
naturally will gravitate 
to the efficiently kept 
store to do their buying. 


a8 SER we 


C OB > ——— Modern fixtures also 


have a most beneficial 





accurate records testify One of the hardest lines in a modern hardware store to display effec- : 

that the installation of tively in a minimum of space is sports clothing. In the above store effect on the morale ot 

modern fixtures has in slanting open shelving has solved the problem. your sales force. Their 

many cases resulted in work is lessened and 

as much as 100 per cent increase in sales volume. their opportunity for extra sales greatly increased. There 
When stores of this class can testify to the tremendous in real pleasure selling in the modernized store. 





gl 
ia 

Even the many small items of builders’ hardware with » 
their odd shapes and sizes can be attractively sampled on 
display doors. There can be no question but that such a 
display is much more interesting to the customer than a 


shelf full of original pasteboard boxes with unreadable ‘ 
labels. cases with low display counters are very attractive. 





When a more complete and diversified stock of sporting 
goods and sports clothing are carried, specially built wall- 
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The Man Behind the Counter 





happened to have occasion to patronize two of the 

Buck & Rayner drug stores in Chicago on the same 

day. It was at the soda fountains that I made my 
purchases. In one of the stores the soda clerk gave me 
a check twice for the same drink. In the other I was 
given no check—though I didn’t go out until I had 
asked for it. It was just a coincidence that those two 
incidents both happened on the same day and in the 
same chain of stores. It was not a coincidence that 
they happened. It was due to the fact that there were 
two young men whose minds were not on their work. 
And when the man behind the counter, whether in a 
drug store or a hardware store, does not have his mind 
on his work, he will prove to be the most expensive help 
in the store, even though he draws the lowest wages. 


x* * * 


When a salesman knows the origin and development 
of a piece of merchandise as completely as Abraham 
Lincoln did in the following incident, he can convince his 
customers of the quality of the goods. 

Lincoln was asked how he knew a certain pair of 
gloves, offered for sale, were dogskin. “T’ll tell you how 
[ know,” he replied. “Jack Clary’s dog killed Tom 
(Vatkins’ sheep and Tom Watkins’ boy killed the dog. 
Old John Mounts tanned the dogskin and Sally Spears 
made the gloves. That’s the way I know they’re dog- 
skin.” 

* * * 


Sometimes a young man who leaves a small town and 
goes to work in a big city hardware store has the im- 
pression that in the great city he does not need to pay 
much attention to the reputation he develops outside of 
the store. He thinks the city is so large that he is lost 
to the sight and observation of his business associates 
as soon as he puts on his hat and leaves the store. Listen 
to what that great humorist, Artemas Ward, said, speak- 
ing in serious vein when he was editor of Vanity Fair, 
in the height of his career: “It is the greatest mistake 
in the world. to suppose that a man can raise the devil 
in New York and still occupy a responsible business 
position.” 

x * x 


Don’t think your family history doesn’t count in the 
records you seek to make in the world. A college row- 
ing coach who has led his crew down to the great 
Poughkeepsie regatta more than once, had this to say: 
‘The first mile my crew rows shows the result of my 
training. The second mile shows the way the oarsmen 
have lived. The third mile shows how their parents 
lived. The fourth mile shows how their ancestors lived.” 

Incidentally, if you are interested in what your children 
and grand children are to make of life, check your own 
manner of living accordingly. 


x * * 


“Tt isn’t the fact that you’re licked that counts, 
But how did you fight, and why?” 
You cannot sell every customer and not always is it 
your fault that you fail to make the sale. The thing 
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that counts with the cash register is whether you sold 
something or not. The thing that counts with you 1s 
what kind of an effort you made and what was the spirit 


behind it. 


x * * 


The advertising manager of the Columbia Phonograph 
Co. sometime ago was quoted as follows: “I have just 
now come from a cutlery store. I wanted to buy a hone 
for my razor and dropped into one of the best shops in 
New York. The clerk showed me his stock of hones 
and I quickly selected one. I had more currency in my 
clothes, but evidently the clerk didn’t want any of it. 
He wrapped up the hone, handed me my change and 
took up his train of thought where he had left off, hav- 
ing no one else to waiton. * * * Now, how did that 
man know I didn’t need a new shaving brush (which I 
do)? * * * The fact is that man could have sold 
me a razor, a shaving brush and a pocket knife by merely 
showing them to me, but I have had it on my mind for 
quite a while to buy them, only I don’t seem to get to 
it.” 

The above is condensed from an old interview in 
Printers’ Ink in which it is made clear that in many if 
not in most instances the average sale is a fall-down 
because no real effort is made to boost it to its limit. 


x * * 


‘“‘Which of these stages are you in?” asks a prominent 
advertisement : “Starting — Climbing—Holding — Slip- 
ping?” 

Unless you can feel assured that you are in the 
Climbing class, there is something for you to investigate. 
The fellow who is slipping will soon be gone. The 
fellow who thinks he is holding is merely waiting for 
the slipping to begin. The fellow who is starting must 
begin climbing right away or he will never get away 
from the starting mark. 


; ee. & 


To the young hardware store employee who thinks 
his merits are not being recognized as rapidly as they 
should be, I suggest that he recall thoughtfully Ulysses 
S. Grant’s start for the Civil War. The Jo Davis 
County Guards marched away with the band blaring, 
with elected officers at their head, chosen for their popu- 
larity rather than for their military ability; and back 
at the end of the line, unnoticed by anyone, trudged an 
unassuming, brown little man carrying a carpet bag and 
wearing a faded old army overcoat that had seen much 
service on Mexican battle fields. 

Then think of the 23d of May, 1865, with General 
U. S. Grant standing all day in the reviewing stand with 
the President while the armies of the Union marched 
by, recognizing him as the man who had won the war. 

It takes time for merit to achieve recognition, but 
recognition will come if the merit is there, and it rarely 
comes to the fellow who spends valuable time shouting 
to attract attention to himself. If you are not a good 
enough hardware salesman for people to find it out with- 
out your telling them, you aren’t good enough for them 
to believe it when told. 
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A Dog Show Stimulates Winter Business 


Elmira firm keeps otherwise dull season trade from 
going to the bow-wows. To be an annual event. 


March 9 and 10 on the fourth floor of Barker, 

Rose. & Clinton Co.’s large hardware store. When- 
ever there is something doing in Elmira you will find 
this firm up in front sharing the work as well as the 
benefits of any local activity. The dog show proved 
such a success that Elmira dog fanciers are forming 
a kennel club to promote a yearly dog show, probably 
at the State Armory or some other more spacious 
building. 

More than 60 owners entered dogs of varied breed 
and pedigree. Some exhibited several dogs. Two cash 
awards and about 20 ribbons were presented to owners 
of the winners. Local experts acted as judges. The 
grand prize was $10 in gold, and there was a $2 prize 
for the best Boston bull dog entered. Ribbons went to 
the leader in each of the following groups: collies, 
Belgian griffo, Scottish terriers, chows, bull terriers, 
Eskimo Spitz, English bulls, Russian wolfhounds, wire 
haired fox terriers, Pomeranians, cocker spaniels, Boston 
bulls, German shepherds, English fox hounds, American 
fox hounds, Irish setters, springer spaniels, English set- 
ters and pointers. 


’ LMIRA, N. Y., had its first Public Dog Show 




















Barker, Rose & Clinton, of Elmira, 
N. Y., made use of the space usually 
occupied by their sporting goods and 
toys during the heavier demand for 
these lines by conducting a dog show— 
January, February and March being the 
quiet months. To the right is the pic- 
ture which gives an idea of the great 
interest shown in the exhibits. Directly 
below is the display of dog collars and 
other accessories. In the lower right 
corner is a view of the judging of the 
dogs. S. Edward Rose says that the 
show has placed them in the foreground 
of the dog supply business. 


The show took place in Barker, Rose & Clinton’s 
sporting goods department, which has always included 
a small corner devoted to dog fanciers. Close to the 
elevator door directly in front of the all-year toy depart- 
ment you find the dog goods section, consisting chiefly of 
two tables on which are displayed dog remedies, dog 
biscuits, chains, leaders, collars, muzzles, harness, small 
collar padlocks, etc., representing perhaps an investment 
of $75, and enjoying a complete turnover six or seven 
times in the year. David G. Gaines, manager of the 
sport goods department, also takes charge of the dog 
goods. He is a dog fancier himself and fairly well 
versed on the care of dogs, knows the value of practi- 
cally all remedies sold and can offer the dog owner intel- 
ligent advice when needed. 

The dog department has an occasional newspaper ad- 
vertisement and window display. It is not a large ven- 


ture but is profitable and brings many people into the 

store. Even though the newly formed Kennel Club will 

seek larger exhibit space next year Barker, Rose & 

Clinton Co. started the ball rolling, and will be re- 

membered for that service and will always be identified 
(Continued on page 104) 
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Photos courtesy 
Memphis Chamber 
Commerce. 


Looking East on Mad- 


ison Ave., — asta 


Sunset on the Missis- 
sippi River at Memphis, 
Tenn. The tawny waters 
turn to gold and the 
river is all romance 


HARLES F. ROCKWELL, 

secretary-treasurer, American 
Hardware Manufacturers’ Associ- 
ation, told us last week that he has 
been busy as a bee working up a 
real program, and from the brief 
outline he has given us we know 
he is succeeding very well. Re- 
ports from John Donnan, secretary 
of the Southern Hardware Jobbers’ 
Association, are equally interest- 
ing. There will be a real program 
typical of this annual joint get-to- 
gether. 


| 
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Kk Obber S meet 
in MEMPHIS 


I ith | seca 


convention cities in the South, will have the 
1927 joint convention of the Southern Hardware 
Jobbers Association and the American Hardware Manu- 
facturer’s Association during the week starting Monday, 
May 9. Headquarters will be at the new Hotel Peabody. 

Occupying a strategic position on the Mississippi 
River in the heart of a great agricultural and trade terri- 
tory, Memphis is an important gateway to the South 
and Southwest. Its favorable freight rates on rail and 
river transportation have made it an important distrib- 
uting center. 

The city stands on a bluff some fifty feet above the 
river at its high water mark on the east bank. It was 
on the high bluffs of Memphis that Hernando De Soto, 
intrepid Spanish soldier and explorer, first discovered 
the great river that has since played so large a part in 
the history and upbuilding of the city. 

Memphis is a city of fine schools, parks and business 
houses. Industrially it is in the front ranks of Southern 
cities and is with the leaders in the several important 
manufacturing fields. 

Completed convention programs are not yet avaliable 
but the preliminary outlines insure typically instructive 
and interesting sessions. The annual joint conventions 
of manufacturers and the Southern jobbers have always 
been worth while and the 1927 convention is expected 
to go all previous conventions one better. 

Mark Lyons, McGowin-Lyons Hardware Co., Mobile, 
Ala., is president of the Southern Hardware Jobbers 


Wf “conventi Tenn., recognized as one of the finest 
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Looking into the heart 
of the downtown busi- 
ness section of Mem- 
phis, Tenn., from the 
roof of the Hotel Pea- 
body. Below is the 
Hotel Peabody, which 
will be headquarters 
for the convention of 
the Southern Jobbers 
and Manufacturers. At 
the bottom of the page 
is the skyline and 
waterfront, Memphis. 


Vice-presidents are L. M. Stratton, Strat- 


Association. 
ton-Warren Hardware Co., Memphis, Tenn., and John 
L. Keith, E. L. Wilson Hardware Co., Beaumont, Tex. 
John Donnan, W. S. Donnan Hardware Co., Richmond, 
Va., is secretary and treasurer and Col. Peter O. Knight 
of Tampa, Fla., is general counsel. 
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Officers of the American Hardware Manufacturers’ 
Association are Denris A. Merriman, American Steel 
& Wire Co., president, F. L. Campbell, U. S. Chain & 
Forging Co., F. H. McIsaacs, Lamson & Sessions Co., 
and J. E. Stone, Stanley Works, vice-presidents, and 
Charles F. Rockwell, secretary-treasurer. 
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Division of Simplified Practice Endorses 
Simplified Invoice Form 


the Joint Committee on Invoice Simplification 

unanimously adopted a simplified invoice, combin- 

ing the best features of both the uniform and the national 

standard so as to adequately provide for both multiple 
or consolidated and unit billing. 

Reproduced here is the simplified form of invoice 


which the Joint 


\ T a meeting held in Washington on Feb. 16, 1927, 


form to accept so radical a departure from their 
common or conventional practice, might result in 
a form of “‘sales resistance” not only not desired, 
but also difficult to overcome. 

3. From the angle of convenience to the maker of the 
invoice, it is common practice for him to write 
the customer’s order number first and then follow 

through with the 
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The committee considered its chief problem to be an ar- 
rangement that would readily meet the requirements of 
those who prefer multiple billing and also those who pre- 
fer unit billing. This problem absorbed the greater part 
of the session and finally the arrangement depicted in the 
simplified form was unanimously adopted by the commit- 
tee. 

Under this arrangement, “Customer’s Order No. and 
Date, Requisition No. and Contract No. are placed in 
the upper left-hand corner of the heading, and a note is 
made in the left margin of the body as follows: “In case 
of multiple billing, provide column here for Order num- 
bers. If not so used, this space may be added to the 
width of other columns.” 

The reasons for this action are as follows: 

1. Considering the total number of invoices issued 
by the 400,000 corporations in the United States, 
unit billing applies to about 90 per cent and mul- 
tiple billing to the other 10 per cent. Therefore, 
it seemed inadvisable to require all invoices te be 
printed for multiple billing, if the space thus 
provided was not to be required in 100 per cent 
of the cases. 

2. It is the custom in the majority of so-called “cus- 
tomer invoices” to show the customer’s order 


number in the upper left-hand corner, and to ask 
all of the prospective acceptors of the simplified 


ferring multiple billing is in no wise restrained 
or prevented from following that practice, since 
the column provided for order numbers takes 
care of his needs. 

6. This dual arrangement, by its flexibility and conse- 
quent adaptability to either practice, provides an 
excellent “selling point” in securing adoption of 
the simplified form. 

The committee unanimously voted that this simplified 
form be adopted as of Feb. 16, 1927, and put into use by 
all present acceptors or supporters of the predecessor 
forms, viz., the Uniform Invoice, and the National 
Standard Invoice, as soon as present stocks on hand of 
either are exhausted. 

The committee further voted unanimously to subject 
the simplified invoice to intensive trial and use for a 
period of two years, beginning Feb. 16, 1927, and end- 
ing Feb. 16, 1929. In the meantime, the Standard Com- 
mittee is to receive all comments, criticisms and sugges- 
tions regarding the form, and consider them as a basis 
for such subsequent revision or modification as actual 
trial and usage of the form shall demonstrate to be 
necessary. 

The name “Simplified Invoice” was adopted as being 
the name reflecting more accurately than any other just 
what has been accomplished. Both the predecessor 
forms have now been simplified into one. 
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Tools Are Always Seasonal—Display Them! 





OOLS constitute the 
most basic line in the 


hardware dealer’s store. 
It is the one line in which he 
has a decided edge against all 
comers. There are two distinct 
markets for tools. House- 
holders do not always appreciate 
the .value and importance of 
having the best available grade 
and for them many manufac- 
turers have lower priced items 
of consistent quality. The 
mechanic and other  profes- 
sional user however will de- 
mand the best and take only 
the best and in most cases care 
more about workmanship and 
materials than about the price. 
Tools are always in season and 
when displayed in your window 
will always draw attention that 
brings in sales. 

Any normal man has a de- 
sire to own a complete set of 
hand tools, yet few homes are 
anywhere near minimum equip- 
ment. The top picture shows 
a recent tool display used by 
L. S. Winne Co. of Kingston, 
N. Y., which embraces a fairly 
complete line of saws, planes 
chisels and the other smaller 
hand tools. The center pic- 
ture from Bannister & Pollard, 
Newark, N. J., is a good ex- 
ample of an efficient display. 
It shows a variety of hand tools 
and each item has a visible 
price card. The three step 
display fixture is easily made 
and enables the dealer to dis- 
play many items’ without 
crowding, and each section or 
step is brought up to the eye 
level. 

The bottom photo comes 
from Gadsden, Ala., and was 
trimmed by Luther Harbin of 
Gadsden Hardware Co. It gives 
a good example of using manu- 
facturer’s display material to 
advantage and as a background 
for a good assortment of active 
selling tools. 
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HARDWARE AGE 
broadcast his ex- 
perience and since 
that time other 
dealers have been emboldened to do likewise, with most 
satisfactory results. ‘They have taken big spaces in their 
local newspapers to tell their prospects of the goods and 
prices they have to offer. They are convincing them that 
the long established, mistaken idea that mail order houses 
offer lower prices than the local dealers cannot stand 
the light of comparison. 
In most cases the merchant takes fifty or a hundred 
or more items from regular stock and compares them 











Reduced fac simile of the ad that 
brought business to the Pilcher Hard- 
ware Co. 


with the same merchandise offered in the latest catalog’ 


issued by the mail order house. These comparisons show 
a decided saving for the customer on price alone, not to 
mention the matter of freight, express or parcel post. 

They point out to 
the customer the ad- 
vantage of seeing the 
goods before purchas- 
ing, and the advantage 
to them of keeping the 
money circulating in 
their own town. It is 
doubtful if a mere ap- 
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peal to local pride is sufficient to hold trade at home, 


but the appeal 

In the mind of 
the average con- 
sumer is the idea 
that the mail order 
house or chain 
store, because of 
its size, is able to 
buy in large quan- 
tities and is there- 
fore able to offer 
better values. Paul 
& Post offset this 
idea by stating 
that their firm is 
linked up with 250 
other hardware 
stores, which gives 
them a_ buying 
power as great as 
any chain store or 
mail order house 
in existence. Right 
there is a _ point 
that is well taken 
and should be 
made the most of, 
for tt is one of the 
reasons why the 
consumer is sold 
on the mail order 
house. ' 

The catalog 
number and price 
and the local price 
of the merchan- 
dise were given in 
the advertisement. 


Greatly reduced 
reproduction of 
the ad used by 
Paul & Post 





real money saving will do it. 








Do Mati 


Order Houses 
Sell Cheaper? 


The long established MISTAKEN IDEA that mail order houses offer lower 
LOCAL DEALERS cannot stand. 


prices than 

For the sake of companson. we 
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Another thing. why not buy at home where you sell your produce 


where you work? Stand by your 


or 
home town and make it » better town. and in re- 


turn & goed town wall make your farm and home more valuable 





Before [ees semana Ga. we want to say. that we are linked up 
with 250 our merchandieé. This gives us the buy- 
ing power of any chain store a ie heap tp-aniiiiiens : 

In the below we are gi you the numbers as 
aqpene iat the enall evder hows bk Le my et pee hw 
7 , use on we have built our tremendous volume of 

over @ period of twenty-five years. 
Cat. Price Our Price 
Burns bread knife ........ 7210 $ 4 $ 3 
Knife sharpener .......... 6H7313 29 25 
GD ecnacseeetssed 57H3306 1.89 1.95 
2-qt. all metal freezer ...... 7 1.15 1.25 
2-qt. all wood freezer ....... 99H752 2.55 2.50 
i é¢dteweéveseus 764 43 40 
White Jap bird cage ....... 99H2470 2.55 2.50 
Round brase bird 474 3.60 3.00 
Stove board or mat 99H2105 205 150 
5 gallon oil cam .......... 608 95 1.00 
Cold blast No. 2 lantern . QH2511 1.33 1.50 
}-in. bull ring ...... 42 40 
a i np way . .99H2578 75 80 
<" ae ae .. .99H2033 7.45 700 
Yq im. water hose corrugated, 
SM duveteiecnesdy ex’ 99H7 2253 15 16 
Garden barrow ........... 99HI2 4.70 4.75 
pra tesatigke 99H5 595 245 1% 
House mail box .......... 99H2642 1.10 1.00 
REGED o <cccocctcocs 99H 1.60 1.50 
devtauavesed 729 1.45 1.50 
% im. pure Manila rope, ft.. .99H7625 04'; 041, 
’ ise tk glass knob 9 1.90 1.90 
inside mort. tk. . bed 60 59 
ront door lock .......... if0 2.75 
323. OCorDB butts, pair 9114651 25 19 
Cob-o-gince, 25 ft. ... 99H45390 11.25 12.00 
24 im. wrecking bar ....... 99H5498 24 25 
ax handle ........ 99H5733 42 45 
9 in. smooth plane 9H5 264 275 2.75 
TOD wussvceses 9HS 2.80 275 
50 ft CO RS 9H5962 56 65 
Y%-in. sharp drive caulks, 50 in 

Bl cdccsbecscscsceses 9H3353 130 1.35 
1 -qt. grase Gals Gow conch. 42145) 3.98 3.98 
Double copper coil 

‘ees tank. .ATH162415 6.10 6.50 
NP. basin cocks .......... 42H333 1.15 1.25 
4 in. paint brush ......... 2.20 1.95 
24 im. genuine Trimo wrench 42H! 146 3.05 3.00 
Coping saw with |3 blades 24 30 
26 in. hand saw ......:.-+.. 95050 Fulton 2 80 3.00 Diston 
bit handted 2.65 230 
k, 2 keys ... 9H14352 32 25 
edo cectoeesens 99H67 45 1.20 1.25 
16-in. ball bearing lawn 

EE ccetecues . .99H65 26 13.75 14.00 
Tinner enip ...... . 945878 1.20 1.00 
i eee 9H5931 1.20 85 
French fryer with drainer... 99H2330 1.20 1.00 
White gas range .......--- 338 72.50 67.30 
Self wringing mop ........ FH2166 1.33 1.50 
Two sweeping 99Hi2142 1.42 1.04 

MED écevvendess 99H 2845 95 1.25 
spade tetdedacens ' 89 1.00 
Wood wedge ..........+-: 9H592! 40 38 
Total _ $181.38 $174.63 
Yours for Better Merchandise 


PAUL & POST 
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What the Hardware Council Is Doing 


A Study and Recommendation Dealing 
with the Credit Situation 


HE Hardware Council has, through a committee, 
made a study of the credit situation, particularly as 
regards the amount of money outstanding on de- 


ferred payment accounts, and has made several recom- 
mendations thereon. 


The report deals largely with actual figures in towns 


and cities where such information was available. It 
then goes onas follows: 


“*To discourage installment purchases by em- 
ployees.’ 

“We also regard as serious, and have so expressed 
ourselves, the activities of finance corporations in pro- 
moting installment sales. 

“Virtually all of these companies make it appear 
that they purchase installment accounts. We have 
examined the contracts 
of many, and in only 





“So, while the in- 
formation as to. the 


one case have we found 
an actual purchase. 





amount outstanding is 
meagre, all authentic 
information that can be 
had indicates that the 


Misleading Propaganda 
from Some Manu- 
facturers 





burden of deferred pay- 
ment accounts has 
grown to dangerous 


proportions and _ the 
amount. should’ be 
lowered. 


Why Should Consumer 


Pay Cash? 


EALIZING that 

the hardware 
trade is intensely in- 
terested in what the 
Hardware Council is 
doing, we are devot- 
ing a page of this 
magazine, each week, 


‘Numerous manufac- 
turers are putting out 
literature advising deal- 
ers to use the finance 
corporations. Examples 
are given showing that 
the retailer gets prac- 
tically his cash price for 
the installment sale. 


‘Perhaps no _ install- 
ment propaganda is 
more insidious than that 
of high grade clothing 
companies which have 
in the past year turned 
to this form of sales 
promotion. These com- 
panies stress the fact 
that the installment plan 
involves no higher costs 
than cash _ purchases. 
Continued education of 
this kind is certain to 
make the consumer 
wonder why he should 
pay cash, or even why 





to its activities. 


The Council rep- 
resents you. 
therefore is your op- 
portunity to keep 
abreast with the 
great forward move- 
ment, which so vi- 
tally concerns 
future of the hard- 
ware industry. 


The proposition is made 
very attractive. 

“But in all cases but 
one we have found that 
the retailer has all the 
credit risk and all the 
collection expense that 
goes with any install- 
ment sale. He assigns 
the accounts to the fi- 
nance corporation which 
advances a sum of 
money, making a charge 
for the service that ap- 
proximates 20 per cent 
interest. 

“Manufacturers ad- 


This 


the 








his accounts should be 
settled in thirty days. 
The result will be a 





vising the use of these 
plans seem reluctant to 








lengthening of credit 
terms and will discourage cash buying. 

‘Merchants of all kinds will feel the effects of this 
kind of education, as will the manufacturers and 
wholesalers whose collections depend upon the collec- 
tions of retailers, and upon the proportion of their 
sales which are for cash. 

“We do not believe that installment selling can be 
done away with entirely, and perhaps it would not be 
desirable to do so. But it should be curbed, and all 
branches of the hardware trade should cooperate in 
this effort, concentrating on at least three factors: 

“*To prevent the addition of more lines to the 
installment list; 

“*To encourage merchants to insist upon larger 
down payments and shorter terms; and 


present the whole case 

to the retailer, to tell him that he is not relieved of the 

credit risk. The dealer cannot afford to sell merchan- 

dise on the installment plan at the cash price. The 

cost of the money involved in carrying the accounts is 
not as important a feature as the losses and collection 
expenses. 

“We regard the assigning of accounts by dealers 
under such circumstances as extremely dangerous 
and as unfair to other creditors, since the finance cor- 
poration plan makes these organizations preferred 
creditors. 

“Several manufacturers have justified their use of 
the finance corporations by saying that it made it 


(Continued on page 112) 
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Pittsburgh Retailers Hold 
Red Letter Meeting 
of the Year 


Called the Red Letter meeting of the 
year, the regular monthly dinner and 
meeting of the Pittsburgh Retail Hard- 
ware Dealers’ Association, at the Seventh 
Avenue Hotel, Pittsburgh, Friday eve- 
ning, March 25, by its attendance, inter- 
est developed and the character of the ad- 
dresses was not miscalled. There was lit- 
tle doubt, if informal discussions follow- 
ing the meeting are a criterion, that defi- 
nite progress toward a much desired end— 
getting the retail harware dealers inter- 
ested in electric household appliances— 
was made. Besides an exceptionally large 
attendance of the Pittsburgh district re- 
tailers, a number of wholesale houses 
were represented and the Electric League, 
an organization of manufacturers of 
electrical appliances and power companies 
interested in the increased use of elec- 
tricity, also was represented. 

Seemingly, the retail dealers have been 
content for the most part to let the hand- 
ling of electric washing machines, vacuum 
cleaners, irons, percolators, etc., go to the 
department stores or to specialty shops, 
who are prepared to sell on an install- 
ment basis, while it also has been hard 
for them to successfully compete with the 
electric light companies who sell the vari- 
ous appliances to customers with payments 
to be made monthly along with the light 
bill. A stirring address in which he 
pointed out the possibilities of the busi- 
ness to the hardware retailers by Frank 
E. Watts, manager of ELectricaL Goons, 
the monthly supplement to HARDWARE AGE, 
was supplemented by discussion by: *. J. 
Bihler, James C. Lindsay Hardware Co., 
and by the representatives of the electric 
power companies and electrical appliance 
companies. 

One result was the appointment of a 
committee, headed by Hugh McKnight, 
Samuel McKnight Hardware Co., to meet 
with representatives of the Electric League 
at the Pittsburgh Chamber of Commerce 
to discuss ways and means of making it 
possible for the hardware retailers to get 
more strongly into the sale of electrical 
goods. 


——— 


George W. Apple Dies 


George W. Apple, a pioneer hardware 
merchant and harness dealer of Broken 
Bow, Neb., died suddenly on March 20 
while shoveling snow from the sidewalk 
in front of his home in that city. 

Mr. Apple was well and favorably 
known by many hardware merchants and 
salesmen throughout the Middle West, to 
whom his untimely demise will come as 
a distinct shock. 





Sidney J. Milligan to Address 
North Jersey Association 


Sidney J. Milligan, a past president of 
the North Jersey Hardware and Supply 
Dealers’ Association, will be the prin- 
cipal speaker at the next meeting of that 
organization, to be held at the Park Hotel, 
Plainfield, N. J.,on the evening of April 12. 
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Llew S. Soule Addresses Cleveland Meeting; 
President Phil Wuertz, Presided 


Attendance of Three Hundred Members and Guests 


The meeting of the Cleveland Retail 
Hardware Association, held Monday eve- 
ning, March 28, was probably the most 
interesting and best attended one in the 
history of that organization. It was 
unique in the fact that it was sponsored 
and attended by the officers of the hard- 
ware wholesalers of Cleveland, who are 
taking an active part in helping to better 
conditions in the hardware trade of that 
district. 

Phil G. Wuertz, president of the asso- 
ciation, called the meeting to order at 
7.30 p. m., with about 300 hardware mer- 

















Phil G. Wuertz 


chants and guests present. The merchants 
came not only from Cleveland, but from 
the smaller cities in the Cleveland terri- 
tory within a radius of thirty or forty 
miles. 

Mr. Wuertz then frankly and fairly out- 
lined the reasons for the meeting and the 
events leading up to it. He told of a peti- 
tion signed by a large majority of the 
hardware merchants of Cleveland, asking 
the jobbers to cooperate with them in 
ironing out the various trade problems and 
differences, chiefly the question of whole- 
salers selling to consumers at wholesale 
prices. No accusations were made and no 
demands cited; merely a request for closer 
cooperation. He outlined how his com- 
mittee had called upon the George Worth- 
ington Company and the Bingham Com- 
pany, and had been received in a sincerely 
cordial manner; how the various questions 
had been thoroughly discussed, and how 
the discussions had led to the present meet- 
ing, with the jobbers in attendance. 

He frankly acknowledged the faults of 
the retailer and asked for conditions in 
which both wholesalers and retailers should 
work for the common good of the trade. 





The speaker of the evening was Llew 
S. Soule, Editor of HArpWARE AcE, and 
his subject dealt largely with the growth 
of the chain store systems and methods 
which retailers should use to meet that 
competition. 

Mr. Soule outlined the various points 
which account for chain store growth, ex- 





Llew S. Soule 


plaining how those same points could be 
used to advantage by independent mer- 
chants. 

He commended strongly the purposes of 
the meeting as outlined by Mr. Wuertz, 
and advised the merchants to confine their 
purchases to as few sources of supply as 
possible; to buy on a basis of requirement 
rather than hand-to-mouth, and to study 
turnover of customers as well as turnover 
of merchandise. “You cannot expect the 
wholesaler to cooperate 100 per cent,” he 
said, “unless the merchants are also will- 
ing to cooperate to an equal degree.” 

Following the address, there was an in- 
teresting question box discussion, in which 
Mr. Soule, Mr. Wuertz and others dis- 
cussed and answered questions submitted 
by those present. 

H. E. Hurlburd, sales manager, the 
George Worthington Co., and Forrest 
Needles, sales manager, the W. Bingham 
Co., spoke briefly, outlining the attitude 
of the wholesaler in matters of selling 
policy, cooperation, etc. 

Bob Freye, president of the Ohio Retail 
Hardware Association, also addressed the 
meeting on association matters and the 
1928 convention. 

On motion it was agreed to hold sim- 
ilar meetings at various times throughout 
the year,with the cooperation of the whole- 
salers. 

A special campaign will be instituted 
at once to build up the membership of the 
Cleveland Retail Association, and if the 
meeting held is a sample of what is to be 
expected in the future, there should be no 
dificulty in enrolling the big majority 
of hardware merchants in the Cleveland 
territory. 
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EF. R. Sandiford, of Hardware Age, 
Addresses N. Y. Hardware Boosters Meeting 


Regular Monthly Meeting Held at the Hardware Club, Saturday 
March 26 


Thirty-two members attended the reg- 
ular monthly meeting of the New York 
Hardware Boosters held Saturday, March 
26, at the Hardware Club, 258 Broadway, 
New York City, with Chief Booster 
Charles Pincus, Stanley Works presiding. 
Secretary Roy C. Schmidt, Stanley Works, 
read minutes of previous meeting and 
communications received. 

E. R. Sandiford, manager, Reader Ser- 
vice Department, HArRpDWARE AGE, the 
principal speaker, spoke on some of the 
A. B. C.’s of salesmanship, saying in part: 

“It does no good for a salesman to 
know that the first principal of salesman- 
ship is to ‘know your goods.’ If he per- 
sists in trying to sell without getting over 
to the dealer what he knows about those 
goods in terms of the dealer’s own inter- 
est. 

“It does no good for the salesman to 
know that successful selling is possible 
only when he habitually puts himself in 
his customer’s place and sees and explains 
convincingly the advantages to the dealer 
of stocking and selling the line or items 
that are offered. I imagine that most 
salesmen if they should stop and analyze 
their sales talk would find that sometimes 
at least the whole solicitation was dom- 
inated more by the ‘I want to sell you’ 
idea than by the idea of how it will serve 
the dealers’ store who are overrun by 
salesmen, so-called, who merely offer goods 
for purchases but who haven't a construc- 
tive idea to offer the dealer for the bet- 
terment of his business in the particular 
department in which the goods offered 
would fit. These salesmen get the short 
answer and they deserve it for they cannot 
and should not depend upon the dealer’s 


being able to visualize immediately all the 
possibilities of sale and business improve- 
ment that the proper sale and display of 
the product may have for him. No mat- 
ter how often a salesman calls on a pros- 
pect or customer he has small chance of 
getting worth while business from the ac- 
count unless he can build up confidence in 
himself and his goods. This can only be 
done by having a lot of ideas about mer- 
chandising that the dealer does not know 
or at least does not practice. Help a 
dealer improve his store and make more 
money and you will always be welcome and 
your suggestions of merchandise and ideas 
will be considered.” 

C. E. Clint, U. S. Expansion Bolt Co., 
chairman of the bowling committee, an- 
nounced that the Boosters team would 
bowl the team of the Manhattan and 
Bronx Association on Friday, April 1, at 
the Caledonia Club, and that a _ return 
match was planned for Friday, April 22, 
at the Park Row alleys. 

E. F. Schader, Topping Bros., reported 
on the activities of the National Council of 
Traveling Salesmen’s Associations, and 
L. H. Johnson, Masback Hardware Co., 
chairman of the question box committee, 
urged members to send him question for 
open discussion. 

New members accepted were FE. W. 
Clark, E. C. Atkins & Co., Arthur Hen- 
dricks and Edward Howell, both of Hen- 
dricks & Howell, and E. E. Sandiford, 
HARDWARE AGE. 

It was announced with regret that Mrs. 
George Eadie, wife of the Boosters be- 
loved treasurer, George W. Eadie, of Har- 
mon & Dixon, continues to be very sick, 
preventing Brother Eadie’s attendance. 





Twenty-two District Meetings 
in Texas This Year 


Texas hardware and implement dealers 
in every part of the State are to have their 
own mid-year meetings. Plans have just 
been perfected for twenty-two district 
meetings to be held in the State this year, 
under the auspices of the Texas Hard- 
ware and Implement Association. 

This is in keeping with the plan of the 
Association to carry to the dealers of the 
State, the best practice in handling hard- 
ware and implements. This is the most 
extensive program that has even been spon- 
sored by this Association and is a result 
of experience in previous years which have 
met with excellent success. A special rep- 
resentative from the Association will be 
present at each meeting. 





Research on Metallic Cooking 
Utensils at Mellon Institute 


Dr. Edward R. Weidlein, director, 


Mellon Institute of Industrial Research, 
University of Pittsburgh, has announced 


the appointment of Dr. Erich W. 
Schwartze to the senior incumbency of the 
Institute’s Multiple Industrial Fellowship 
on Cooking Utensils, recently established 
for the purpose of making a chemical and 
pharmacodynamic study of the effects of 
the corrosion of metallic cooking utensils 
during the preparation of foods therein. 


Dr. Schwartze will be assisted by Frank 
J. Murphy, a junior Industrial Fellow of 
the Institute who has been engaged in food 
and nutritional investigations since the 
completion of his professional education. 





Ford Competition Brings Protest 
from Mid-Western Merchants 


The Ford Motor Company’s decision to 
sell hardware, groceries, clothing and other 
lines to the general public through its com- 
missaries is arousing the indignation of 
independent retail merchants throughout 
the Middle West. 

These commissaries were originally es- 
tablished, we understand, to protect Ford 
employees from profiteering. Goods were 
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sold only to Ford employees. Now, how- 
ever, when profiteering—if indeed there 
ever was any by the independent mer- 
chants—is practically unheard of, the com- 
pany proposes to sell merchandise to the 
public generally, at prices which the inde- 
pendent merchant cannot meet profitably. 


We understand that the retail grocers 
of Detroit and vicinity are already plan- 
ning some sort of a campaign against the 
movement. 


The Missouri Retail Grocers’ and Mer- 
chants’ Association is also taking an active 
interest in meeting the situation. 


L. F. Padberg, secretary of the Mis- 
souri association, is reported to have writ- 
ten a letter to Henry Ford on the subject, 
copies of which have been circulated 
among the retailers of that territory. 


A copy of what is purported to be Mr. 
Padberg’s letter, and which was sent to us 
by a retail merchant of the Middle West, 
contains the following: 

“Much bad feeling exists today in St. 
Louis and Missouri from the independent 
retail grocer and butcher toward the Ford 
company on account of your operating re- 
tail meat markets and groceries in Detroit. 
Protests are coming in from all parts of 
Missouri steadily. 


“You are trying to mislead the people 
into the belief that the corner retailer is 
holding them up, overcharging, etc. You 
know it is not true. You are sowing the 
spirit of suspicion, hatred and discontent 
among the public toward the little retailer. 
You are helping to destroy the community 
builder. 


The retail business, more than any other, 
gives the individual an opportunity to put 
his own initiative to work, to bring his 
Own personality into play, to work out 
his own salvation. Why destroy the very 
thing by ‘your retail store policy’ that has 
done more to bring our country, our men, 
to the front than anything else—‘initia- 
tive’ ?” 

“The present-day grocer should be sup- 
ported and perpetuated. 


“Allow another comparison. How many 
automobiles do you sell to chain stores? 


“I am sure every grocer and butcher 
buys and operates an automobile in his 
business, mostly Fords. No line of busi- 
ness has popularized your small trucks as 
has the grocer and butcher. St. Louis has 
500 chain stores, ‘no delivery,’ 2500 inde- 
pendent grocers and butchers—at least one 
car apiece. They deliver. If they did not, 
it would mean 2500 Fords less. You, in 
your meat market, advocate cash and 
carry, ‘no delivery.’ Should we follow? 
Remember—no delivery, no Ford truck.” 


Undoubtedly the writer of the above let- 
ter is correct in his ‘assertion that the in- 
dependent merchants are extensive users of 
Ford cars and trucks. What their attitude 
in that respect will be if the present Ford 
merchandising plan is adhered to is prob- 
lematical. It is not unlikely, however, that 
Ford’s business with those merchants will 
be strongly affected by the Ford company’s 
attitude in the matter. 
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Metal Branch of National Hard- 
ware Association to Hold 
Annual Meeting 


The sixteenth annual meeting of the 
Metal Branch of the National Hardware 
Association will be held at Cleveland, 
Ohio, May 5 and 6, the headquarters 
being the Hotel Cleveland. The new chair- 
man, F. O. Schoedinger, of F. O. Schoe- 
dinger, Columbus, Ohio, will preside, and 
it is the intention to use very effort 
to make this meeting one of the most in- 
teresting and successful gatherings ever 
held by the branch. 


Entertainment Committee Ap- 
pointed for 1927 National 
Congress 


Arthur J. Scott, Marine City, Mich., 
secretary-treasurer, Michigan Retail Hard- 
ware Association; James W. Tyre, De- 
troit, Mich., and Louis F. Wolf, Mount 
Clemens, Mich., have been appointed to 
the committee which will handle the de- 
tails of entertainment for the National 
Congress of the National Retail Hardware 
Association, to be held at Mackinac Island, 
Mich., the week of June 27. 


——_—____ 


Green-Case, Inc., Appoints the 
L. W. Stewart Sales Company 


Green-Case, Inc., manufacturer of steel 
over wood tool cases and tackle boxes, 
Racine, Wis., announces the appointment 
of the L. W. Stewart Sales Co., 327 Dixie 
Terminal, Cincinnati, Ohio, as distributer 
in the Middle West territory. 

As heretofore, all shipments will be 
made from the firm’s factory in Racine 
and the company will continue its coop- 
erative policy with jobbers and dealers. 


—_— -—- ---—--—— 


Superior Electric Products Co. 
Moves Into New Factory 


The Superior Electric Products Co., 
manufacturer of electric stoves and irons, 
Saint Louis, Mo., has recently moved into 
a new building at 1300-1310 South Thir- 
teenth Street, that city. 

The new plant at the above address com- 
prises four times the floor space as form- 
erly occupied. 


-_~_-—-- -- 


Hoover Company Announces 
New Trade-in Plan for Dealers 


The Hoover Co., manufacturer of elec- 
tric vacuum cleaners, North Canton Ohio, 
has announced a trade-in plan, effective 
immediately. It is country-wide in scope, 
but is established locally only with dealer 
approval. 

Under the new trade-in plan a standard 
allowance is established for used cleaners 
of all makes, based upon the age of the 
machine, its condition and the demand that 
exists in the open market for reconditioned 
machines of the make offered. One 
requisite will be that the machine to be 
traded-in be in good running condition. 
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Lewis H. Torrey Dies 


Lewis H. Torrey, 71 years of age, 
treasurer of the J. R. Torrey Razor Co., 
and head of J. H. Torrey & Co., Wor- 
cester, Mass., died at a hospital in that city 
March 25, following an illness of two 
weeks. 

Mr. Torrey had been identified with the 
razor industry in Worcester for fifty years, 
was born in that city and was a graduate 
of Brown University. 


A. J. Pfeiffer Southwest Manager 
for Weibusch & Hilger, Ltd. 


A. J. Pfeiffer, who was formerly the 
sales manager of the Van Camp Hardware 
& Iron Co., Indianapolis, Ind., has been 
appointed manager of the southwestern 
States, with headquarters in St. Louis for 
Wiebusch and Hilger, Ltd., hardware and 





A. J. Pfeiffer 


cutlery, 106-110 Lafayette Street, New 
York. 

Mr. Pfeiffer is well known in hardware 
circles and for ten years was sales man- 
ager for the Van Camp organization in 
Indianapolis. He has a broad and varied 
experience in cutlery and an unusual back- 
ground of sales experience in other hard- 
ware lines. 

Wiebusch and Hilger, Ltd., are execu- 
tive representatives in the United States 
for such lines as Radium Razor Blades, 
Flylock, Challenge and Utica pocket knives, 
Peerless Levels, trowels, shears, clippers, 
etc. 

A. J. Lindblad recently joined the or- 
ganization as vice-president and the com- 
pany is showing sales gains and rapid 
forward strides. 


om ee 


W. S. Leech Appointed Sales 
Manager of P. Wall Manu- 
facturing Co. 


W. S. Leech has been appointed sales 
manager, P. Wall Manufacturing Supply 
Co., Pittsburgh, Pa. In his extensive 
business career Mr. Leech spent five years 
with Westinghouse Electric & Mfg. Co., 
was advertising manager of A. M. Byers 
& Co. and more recently was associated 
with Robert Rawsthorne Advertising 
Agency, where he handled the P. Wall 


Mfg. Supply Co. account. 
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Children’s Day to Be Observed 
on Saturday, June 18 


Saturday, June 18, will mark the ob- 
servance of Children’s Day throughout the 
United States, and it will be just what 
the name implies, a special day set aside 
for children. 

Toy manufacturers throughout the 
country in cooperation with the Toy Fair 
Chamber of Commerce, 200 Fifth Ave- 
nue, New York, are planning to make a 
big thing out of the observance of this 
special day. 

Watch Harpware AcE closely the next 
few weeks. We shall publish an interest- 
ing story on Children’s Day and what it 
means to the hardware merchant who sells 
toys. 


eee 


Frank J. Ford Dies 


Frank J. Ford, president, Ford Chain 
Block Co., Philadelphia, Pa., died March 
29. Mr. Ford was a member of the Old 
Guard and will be missed by a large num- 
ber of friends in the industry. 


= ————— 


Peterson Brothers, Inc., to Move 


to 104 Walker Street 


Peterson Brothers, Inc., manufacturers’ 
direct representative, at present located at 33 
Murray Street, New York, announces that 
the firm has secured a ten-year lease on a 
building at 104 Walker Street, comprising 
four floors and a basement. Ample office 
and warehouse space will be available in 
the new quarters. 

This move has been necessitated by the 
fact that all buildings in the zone of the 
firm’s present location have been ordered 
demolished by the New York Board of 
Transportation, in connection with the pro- 
posed widening of Church Street by fifty 
feet. 


eo 


Frederick Pfeifer Moves to 
Larger Quarters April 1 


Frederick Pfeifer, Eastern representa- 
tive for the Payson Manufacturing Co., 
Chicago, Ill., has removed to larger and 
more commodious quarters at 79 Barclay 
Street, New York, effective April 1. 

Facilities in the new-location will permit 
carrying increased stocks of the Payson 
builders’ hardware line as well as_ the 
Payson line of casters. 

The Payson Manufacturing Co., is dis- 
tributing a new catalog to the trade. 

Mr. Pfeifer also represents the Paine 
Company’s line spring toggle bolts, and 
is an active member of the New York 
Hardware Boosters. 


S. W. Shultz Promoted by the 
Lincoln Electric Company 


S. W. Shultz, who has been connected 
with the Philadelphia office of The Lincoln 
Electric Co., manufacturer of motors and 
welding machines, Cleveland, Ohio, has 
been recently appointed general manager 
of the Lancaster, Pa., office of that com- 


| pany. 
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Herd-Bailey Company Has 
Brooks Burner Heater 


The Herd-Bailey Company, manufac- 
turer and wholesaler, 11-29 Third Avenue, 
N. E., Ardmore, Okla., is marketing what 
has been designated to the trade as Brooks’ 
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Burner Heater. It has a cast front, as 
can be seen from the illustration, and a 
circular burner. Also, according to the 
manufacturer, it is so constructed that 
when it is set in a fireplace or against a 
wall in a room it will throw heat to the 
sides as it does to the front, the mirror- 
like reflectors on sides and bottom evenly 
distributing the heat to all parts of the 
room. 

This new burner stove is equipped with 
ten-inch radiants, with heavy backs, and a 
heavy asbestos back lining. As will be 
noted from the illustration, this stove is 
of the circular type, which, according to 
the manufacturer, permits the heat being 
diffused throughout the room. 


New Millers Falls Drill 


One of the outstanding features of the 
new Bench Drill No. 226, recently placed 
on the market by the Millers Falls Com- 
pany, Millers Falls, Mass., is the quick 
return of the spindle to the starting point. 
This new drill has a large, well-balanced 
fly wheel. 








Other specifications include two speeds, 
ratios even and 3 to 1; a one and two- 
notch feed; cut gears; pinions of steel; 
ball thrust bearings; extensible crank 
handle; three-jaw improved chuck; a 





of a cut-out for children. 
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table 714 in. in diameter; steel spindle, | 


and a nickeled chuck and knurled sleeve. 
The drill is packed one to a carton and 
weighs, boxed, 63 pounds. 





Hudson Cut-Out for Children 


The Hudson Manufacturing Co., Minne- 


_apolis, maker of sprayers, garden tools, 


pumps and barn equipment, has just issued 


'a clever piece of advertising in the form 
The novelty 


























_ consists of the various parts of a Hudson 











stall printed on heavy cardboard with di- 
rections for cutting out and putting it to- 
gether. It is not only an interesting toy, 
but also shows the construction of the 
company’s product. 


Go-Bye Automobile Seat 


A new automobile seat for babies, the 
Go-Bye, is one of the latest creations of 
the American National Company, Toledo, 
Ohio, manufacturer of children’s vehicles. 

The Go-Bye offers an unusual develop- 
ment in baby seats. As the illustration 
shows, supporting loops raise it above the 
seat of the automobile. This feature makes 
it possible for the baby to look out of the 





windows of the car and so affords him 
constant entertainment. 
provement every. mother 
There is a specially designed adjustable 
safety strap, and the seat is padded and 
cushioned for comfort. 


is an im- 
welcome. 


This 


will 


The Go-Bye weighs only 5 pounds, is 


easily and quickly attached to the seat of 
the car, and is collapsible so that it can 
be folded into small space. 


It has a steel 
frame finished in gray enamel; wood side 


arms; flexible steel, rubber covered back 
loops, and harmonizing gray canvas body. 
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Heller Announces Revolving 


Seed Packet Display Rack 
W. C. Heller 


& Co., manufac- 
turer of  hard- 
ware store shelv- 
ing equipment, 
Montpelier, Ohio, 
has recently 
brought out and 
is offering the 
trade what has 
been designated 
as the “Self- 
Serve”  Revolv- 
ing Seed Packet 
Display Racks, 
constructed of 
steel, with an 
egg-shell black 
enamel finish. 

Several models 
of this new seed 
packet display 
rack are avail- 
able—a_ revolving 
counter rack, il- 
lustrated here- 
with, in four 
convenient sizes, 
and a_ revolving 
floor rack, . also 
available in four 
sizes. The floor 
rack is 18 in. in 
height and has a 
diameter of 5% ft., while the counter rack 
is 12 in. in height and has a diameter of 
30 in. The various sizes permit the dis- 
play of different numbers of seed packets, 
according to type. 





Ajax Roofing Brackets 


The Ajax Building Bracket Co., 1551 
Rydal-Mount Road, Cleveland Heights, 
Ohio, is marketing a line of Ajax Roof- 
ing Brackets, made of 16 and 18-gage gal- 
vanized steel, with all die-cut, stamped 
parts scientifically riveted together. Boards 
or planks up to 12 in. in width can be 





used on these brackets, according to the 
manufacturer. 

A feature of these new brackets is 
that they are adjustable to any pitch roof. 
The plank stops retain a 2 x 4, 2 x 6 or 
2 x 8 plank firmly against the roof. These 
building brackets are available in two 
standard sizes and a junior size. 
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United States Industry Under Competitive 
Pressure Becomes More Fluid 


(Washington Bureau of HARDWARE AGE) 

NDUSTRY in the United States in general, under the pressure of new 
| competitive forces, is becoming more fluid, changing its location to meet 

new requirements, in the opinion of 60 industrial bureau managers, rep- 
resenting cities, railroads, and public utility corporations who held a two-day 
meeting here last week under the auspices of the Chamber of Commerce of 
the United States. The shifting of industries from one section of the country 
to another, the movement of plans from the crowded quarters of large cities 
to the smaller towns where the cost of living is lower, the establishment of 
branch plants to tap new markets to provide a better distribution service 
were some of the phases of the general question discussed. The vital forces 
back of this movement essentially affect production and distribution, reach- 
ing from the manufacturing plant through the warehouse, wholesaler and re- 
tailer. It is, as a matter of fact, a movement that concerns changes in the 
social fabric of the nation, as well as its industrial make-up. The project of 
charting the broad currents of the present migration cf industries follows a 
great deal of discussion in the past which, however, has been largely of an 
informal character. Doubt was expressed at the conference, however, that 
industries have broken away from their old moorings anywhere to the extent 
that is popularly imagined. New England, it was asserted, will always re- 
main a textile center, despite the growing production of standard goods in 
the south and likewise, it was pointed out, hardware manufacturing lines, 
along with others, may still remain largely where they are, although out- 
spreading movements may be visible. At the same time comment has been on 
the migration from the Middle West to the Atlantic seaboard of certain metal 
industries, due largely to the advantage to be gained bythe all-water move- 
ment through the Panama Canal to the Pacific Coast with its lower cost as 
compared with the all-rail or rail-and-water movement from the Middle 
West. This is a question which depends upon the character of the products, 
whether in bulk, perishable or not, and whether they may be moved slowly 
by water or must be moved quickly by rail. 











The conference also held that the rapid 
establishment of branch plants on the Pa- 
cific Coast was attributed in large meas- 
ure to the rapid increase of population in 
that section and the expansion of mar- 
kets. It was also pointed out that branches 
established in the East and in the large 
cities tend to offset the shifting of indus- 
tries to smaller towns, where conditions 
are, in some respects, more favorable to 
production of certain kinds. 





While the White House is known to 
be desirous that there be a tax cut at the 
Seventieth Congress, which assembles in 
regular session in December, it is evident 
that the administration is loath to say 
definitely that there will be a tax slash. 
But that there will be becomes more and 
more certain, if there had been any doubt 
previously, the provision always being that 
no emergency arises to prevent going 
through with such a program. The Re- 
publican party practically is committed to 
a reduction program at the next session, 
and if it failed to carry it through, it 
would be fine political capital on the eve 
of the Presidential campaign for the 
Democratic party. It can be safely said 
that the Republican leaders will not per- 
mit such capital to be used. Chairman 
Green of the Ways and Means Commit- 
tee has said with assurance that there will 
be a tax reduction bill prepared and ready 





for introduction as soon as Congress 
meets. Analysis of tax returns, govern- 
ment debts, etc., and conferences with 


Treasury experts by Mr. Green and others, 
all are part of the plan for the tax pro- 
gram. Hearings before the committee will 
be held in the fall and the schedule 
whipped into shape for quick action by 
Congress. The cuts are expected to be 
general, involving the corporate income 
tax, surtaxes, nuisance taxes, and normal 
taxes. That is the present plan at least. 
Necessarily one point being closely 
watched concerns business conditions of 
the country, and this is what has set up 
more or less caution, especially as it is 
reflected from the White House. It has 
been said that until the trend of business 
becomes known definitely, the amount of 
tax cuts cannot be predicted. One author- 
ity has stated that a let-up of 10 per cent 
in the business of the country would wipe 
out the existing Treasury surplus. Such 
an eventuality would mean throwing of 
a tax reduction program into the discard, 
but it is assuredly unlooked for. The 
matter of Treasury surplus also has in- 
volved the usual debate. To a certain ex- 
tent it seems to depend upon the method 
of caluculation, whether or not all, only 
a part or no back tax collections still to 
be made are to be reckoned with, increased 
or decreased revenues, etc. Chairman 
Green says that the surplus recently has 





been overestimated and seems to have in 
this view the concurrence of Under- 
secretary of the Treasury Ogden L Mills, 
with whom Mr. Green lately conferred. 
Mr. Green said the surplus does not mount 
up to $550,000,000 or $580,000,000, as has 
been stated, but runs between $500,000,000 
and $550,000,000. This in itself is a rather 
tidy sum, and in excess of $200,000,000 
over the amount of the surplus which was 
estimated some months ago. It gives 
rather good assurance of a tax cut with 
something left over toward retiring the 
public debt and boosting the sinking fund. 
One of the points to be hotly debated will 
relate to the much-discussed corporate in- 
come tax, now standing at 13.5 per cent. 
It is known that business interests gen- 
erally want this slashed to at least 11 or 
11.5 per cent, and some favor asking for 
a rate as low as 10 or even 8 per cent. 
This is a sharp cut compared with the 
plan at the last session of some interests 
to accept a cut to 12.5 per cent. 





The recently established Federal Radio 
Commission held its first series of hearings 
last week, which dealt largely with the 
question of wave bands. The session was 
quite harmonious. Unanimous objection 
to widening of the broadcasting band was 
expressed not only by manufacturers and 
engineers, but also by amateur radio ex- 
perts. Among other interesting statements 
showing the importance of the question was 
one by Frank D. Scott, special counsel for 
the National Association of Broadcasters 
and the Radio Manufacturers’ Association, 
that to expand the existing band would 
render practically useless approximately 
$650,000,000 worth of receiving sets be- 
cause they have been built to receive on the 
present wave lengths. The smoothness of 
the hearings of last week may not be ex- 
pected to characterize all hearings, accord- 
ing to some who predict the Commission 
has a_ hard row to hoe. - It is thought this 
will be brought out clearly, indeed, when 
the question of redueing the number of 
broadcasting stations comes up, as it 1s 
reported it will before long. 





Imports in 1926 produced the greatest 
revenue the government has ever received 
in customs duties, according to an analysis 
of foreign trade for that year made by the 
Chamber of Commerce of the United 
States. The total income was $605,625,- 
000. The Chamber’s report discloses that 
“the total imports for 1926, amounting to 
$4,430,890,000, have been surpassed only 
once, in 1920, when the records included 
imports of eight billion pounds of 13c 
sugar. The increase was due to heavy 
imports of several important commodities 
—among them rubber, coffee, newsprint, 
wood pulp, copper tin and petroleum.” 
The total value of only two import groups, 
textiles and chemicals, were lower in 1926 
than in 1925. 
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Hardware Jobbers Are Busy 


Seasonal Merchandise Is Active 


Collections Show improvement 


FARDWARE jobbers have been very busy this past week. From 

| : all important hardware market centers come reports of good 
volume on seasonal goods such as spring equipment, with gar- 

den tools in the foreground. Staple lines have also been moving in 


wholesale markets. 


Consumer interest is coming a little better, but has been some- 
what slow for strictly spring lines. Dealers in cities, small towns 
and suburban sections agree on this report, but expect April to 
show very definite improvement in both spring and seasonal de- 


partments. 
the spring trade. 


Continued seasonal weather is expected to stimulate 


Collections and credits are improving in practically all markets. 


Prices generally are considered firmer. 


are normal. 


Car Loadings Again Reach 
Million Mark 


For the second consecutive week this 
year loading of revenue freight for the 
week ending March 19 exceeded the mil- 
lion car mark, according to an announce- 
ment made public by the car service di- 
vision of the American Railway Associa- 
tion. 

The total for the week of March 19 
was 1,006,861 cars, an increase of 29,- 
843 cars over the corresponding week 
last year and an increase of 95,380 cars 
over the corresponding week in 1925. 

The total for the week of March 19 
exceeded by 1146 cars the preceding week, 
the increase being due almost entirely to 
the heavier movement of miscellaneous 
freight. Miscellaneous freight loading 
totaled 370,871 cars, an increase of 14,914 
cars over the week before and an increase 
of 17,124 cars above the same week last 
vear. Compared with the corresponding 
week two years ago it was an increase of 
24,766 cars. 

Coal loading for the week of March 
19 totaled 206,452 cars, an increase of 23,- 
247 cars over the same week last year 
and 65,706 above the corresponding week 
in 1925. 


Chicago Toy Fair This Month 


The annual Chicago Toy Fair will open 
in that city April 18 and continue for 
two weeks. As in the past, the toy displays 
will be in place in the sample rooms of the 
leading downtown hotels and the Morrison 





Wholesale and retail stocks 














and Palmer House, where the bulk of the | 
exhibits will be, report a good advance | 


reservation of space by manufacturers. 


Present indications point toward a much | 


larger fair than last year. 


Chicago Jobbers Announce 
New Discounts on Bolts 


Chicago wholesalers, following the lead 
of the manufacturers, put into effect, 
April 1, a new schedule of discounts on 
bolts. All cut-thread carriage, machine 
and lag bolts now take 60 per cent off list, 
while the smaller sizes, rolled thread, take 
60 and 10. All sizes of stove bolts are 
now 75 and 10. Nuts will now be sold 
by the hundred instead of by the pound. 
An additional discount of 2%. per cent on 
copper rivets is also announced. 


aeRO 


Moderate Demand for Spring 
Lines in Northwest 


General trade is about where it was 
last week—in many places quiet, due to 
the condition of the roads at this time of 
the year. Dealers are filling their stocks, 
ready for the spring demand. 

Prospects are the best that they have 
been for several years. More rainfall, 
more large buildings projected, and 
started, more farm land changing owner- 
ship, than for several years past. 

Collections show no great change, with 
prices remaining steady and firm. 


No Price Changes in 
Boston Market 


No price changes of importance were 
reported by Boston jobbers the past week. 
The stability of prices is favorably com- 
mented upon by both jobber and retail 


' dealer. 


Reading matter continued on page 80 











a) 


Gain Shown in Industrial 
Output for February 


Industrial output increased further in 
February and was silghtly larger than a 
year ago, according to the Federal Re- 
serve Bulletin, and distribution of com- 
modities by the railroads was larger than 
for the corresponding period of any pre- 
vious year. The general level of wholesale 
prices continued to decline and was in 
February at the lowest level since the 
summer of 1924. 

Production of manufactures increased 
in February for the second consecutive 
month and the output of minerals, after 
declining in January, advanced once more 
in February to the record level reached 
last December. Factory production and 
employment. however, continued smaller 
than during the corresponding month of 
last year. Production of iron and steel 
has increased steadily since December and 
reports indicate that operations of steel 
mills in March were at almost the same 
high rate as March, 1926. 

Automobile production increased from 
234,000 cars in January to 298,000 cars 
in February and weekly figures of em- 
ployment in Detroit factories indicate some 
turther additions to production in March 
but output has continued much smaller 
than a year ago. The output of building 
materials was smaller during the first two 
months of this year than in the correspond- 
ing period of 1926. The value of build- 
ing contracts awarded in February was 
3 per cent smaller than in the same month 
of last year, but awards for the first three 
weeks in March were in approximately the 
same volume as in 1926. Contracts in 
Southeastern and Northwestern States 
have been considerably smaller than a year 
ago, while those in the Central West have 
been much larger. 

Retail trade showed less than the usual 
seasonal decline between January and Feb- 
ruary. Sales of department stores and 
chain stores were larger than in February 
of last year, while those of mail order 
houses were smaller. Wholesale firm re- 
ported a smaller volume of business in 
February than a year ago, and this de- 
cline occurred in nearly all leading lines. 
Inventories of department stores increased 
in February in anticipation of the usual 
expansion in spring trade, but the growth 
was less than is customary at this season 
and at the end of the month stocks were 
slightly smaller than a year ago. Stocks 
of merchandise carried by wholesale firms 
also increased in February, but they were 
generally smaller than in the corresponding 
months of last year. 

Railroad shipments of commodities 
have increased steadily since January by 
more than the usual seasonal amount and 
have exceeded those for the same period 
last year, owing to larger shipments of 
coal, of miscellaneous commodities and of 
merchandise in less than carload lots. 
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out of every 


oil stoves sold this year 
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Seasonal Items Active in Chicago 


Territory—Prices 


(Chicago office of HARDWARE AGB) 

HILE the jobbing interests in the hardware field are re- 

porting that the sales of both staple and seasonal merchan- 

dise are steadily improving and are rapidly assuming very 
satisfactory proportions, dealers sales are, as a whole, lagging 
somewhat. City dealers complain that business is slow in getting 
under way and suburban and small town conditions are very irreg- 
ular. However indications point toward a decided improvement as 
the spring season actually develops. 

Prices are, for the most part, taking a slightly firmer tone al- 
though the only two price changes reported by the jobbers in this 
territory were additional discounts on bolts and copper rivets, both 
of which follow a similar action on the part of the manufacturers. 
On the other hand makers of builders’ hardware announce further 
advances on butts and hinges and jobbers’ prices are expected to 
take substantial increases shortly. 

The Chicago area steel industry is showing continued expansion 
with new bookings running ahead of shipments by a comfortable 
margin. Production is at approximately 88 per cent of capacity. 

Wholesalers report that collections are in better condition than 
a year ago, possibly due to the fact that the dealers are buying in 
small quantities and therefore have better control of their accounts. 





AUTOMOBILE ACCES SORIES.— We quote from jobbers’ stocks, 
Th ‘ ie i : h f.o.b. Chicago: 3% x 3% steel butts, 
ere Is a steady improvement in the old copper and dull ‘twase finish, $1.80 
demand as the season advances. per dozen ae 4 x 4 steel butts, old 
. copper and dull brass finish, $2. 62 

We quote from jobbers’ stocks, per dozen pair; heavy steel bevel in- 
f.o.b. Chicago: side sets, $4.60 per dozen sets; steel 

Spark Plugs. Pg ~4 Fords, bit-keyed front door sets, $1.35 per 
s0c., each; regular, 58c. each; Cham- set; wrought brass bit-keyed front 
pion X, 45c. each; Champion Blue door sets, $2.40 per set; cylinder 
a _ +." each; > s -_ oe: front door sets, $5.50 per set. 
a ee CHAIN.—Sales are very good and 
- , Light.—Appleton, No. 3280, prices have regained their former 
ag onnine —ton~ -skid, dozen pair lots, firmness. 

per cent discount. 

Jacks.—National Standard, No. 21, eon llega oe tM gag” 
"Pu a. me ‘a chains, $8.50 per 100 Ib. Henso Bull 

cent scount. Oo. elect . 

Tires and Tubes.—30 x 3% oversize welded cow ties, $2.75 00-434 el 
cord tires, $8.75 each; regular or - 
$6.60 each; gray inner tubes, 30 x 3 COPPER RIVETS AND BURRS.— 
4 = each; red inner tubes, 30 x 3%, Jobbers are giving an extra two and a 

; half per cent discount. Sales are sat- 
BASEBALL GOODS.—There is an ex- isfactory 
tremely active demand and manufac- 

. . . . . uote from jobbers’ stocks, 
turers are falling behind in their ship- <q Shicage: Copper rivets and 
ments. burrs, 40-5 per cent discount. 

We quote from jobbers’ stocks EAVES TROUGH, PIPE, ETC.—Prices 
Lob. Caionge: Be Official are firm and there is a steady im- 
eague alls, ozen; Specia . 

Official League balls, $8.90 dozen; provement in sales. 
Slugger bats, $16.20 dozen. We quote from jobbers’ stocks, 


J — f.o.b. Chicago: 28 gage single bead 
BOLTS AND NUTS. The new lap joint gutter, 5-in., $4.50 per 100 


schedule of discounts, which is effective ft.; corrugated conductor pipe, 3-in., 
: : $4.80 per 100 ft.; plain ridge roll, 

April 1, places all kinds of bolts on a isg-in. $3.66 per 106 ft.: corrugated 

more uniform basis. conductor elbows, 3-in., $1.51 doz. 


We quote from jobbers’ stocks, ELECTRICAL MERCHANDISE. — 
f.o.b. Chicago: Carriage bolts, cut 


thread, 60 per cent discount; small The demand is improving. No price 
carriage bolts, rolled thread, 60-10 changes. 
per cent discount; machine bolts cut 


thread, 60 per cent discount: small PS citer: from jobbers’ stocks, 


machine bolts, rolled thread, 60-10 

per cent discount; all stove bolts, 75- r Electrical Merchandise 50 t a ® 

10 per cent discount; lag screws, 60 ft: 4 1000 ft. lot 6.00: PN 18 

per cent discount. o ne, $ 4 
lamp cords, $14.25 per 1000 ft.: in 1000 


BUILDERS’ HARDWARE.—Manufac- ft. lots, $13.65; sockets, 15%c.; %-in. 


turers have announced another advance brush brass key ——. > yc. each; 








approximating 10 per cent on large of 10, 40c. each; two-piece attach- 
square butts, although jobbers’ prices — pes a ‘ent 
have not yet followed the last advance. case lots, 36c. each. 
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Radio ope —Radio B. batteries, 
No. 766, $1.40 each; No. 776, packages 
of 10, $1. 30; No. 767, $2.62 each; No. 
uf packages of 5, $2.44 each; No. 

$3.40 each; No. 770, packages of 
be 3.17; No. 772, $3.62 each; No. 486. 
33 .58 each; No. 486, packages of 5. 


— Chargers—Apco line, lots 
of less than 10, $13.50 each. 

oud Speakers—Western Electric 
No. 522 W, $2.50 list. Discount, 30 
per cent. 


FIELD FENCE.—Sales are very ac- 
tive and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 per 
100 rods; 1948-6-14Y%, $43.62 per 100 
rods; 2158-6-14%, $48.98 per 100 rods. 


FILES.—A good volume of orders is 
being received and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black diamond files, 
50 per cent off list. 


FISHING TACKLE.—The demand is 
very active as is to be expected, at 
this season. — 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Bronson No. 100, $2. 25 
each: Chicago level winding’ teu! 
$2. 4 each; Symploreel No. 752, $4.9 
each 


GALVANIZED WARE.—With spring 
housecleaning in full swing, dealers are 
finding an active demand for pails and 
tubs. No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard alvanized 
after-made tubs, i. a No. 2, 
$6.85; No. 3, $8; galvanized 
after-made pails, $2, in “2 qt. $2.33; 
14 qt., $2.60. One gal., “ gal var 
ized oil cans, P 35 doz.; cote 
doz.; 3 gal. $6 doz.; 5 gal., F dos. 
1 bu, eo baskets, + 20 doz.; 
No. 24 50 bu. bailed galvanized meas- 
ures, 50. 


GARDEN HOSE AND LAWN 
SPRINKLERS.—Prices are firm and 
there is a good seasonal demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Garden hose, good 
easy. molded hose, fain. lic., per 
ft.; %-in., 12%c. per ft.; 5 ply, good 
uality, wrapped, Ps in., 8c. per ft.; 
-in., 9%c. per ft. Lawn sprink- 
lers, Rain King, $28 a doz.; original 
fountain sprinklers, $6 doz.; Rain- 
bow, 38-in. high, $24 a doz. 


GLASS AND PUTTY.—tThe demand is 
seasonably light and prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25- 
in. bracket, 87 per cent discount; 
single strength A, all other brackets, 
86 per cent discount; single strength 
B up to 25-in., 88 per cent discount; 
and balance 87 per cent discount; 
double strength B, all brackets, 87 
per cent; Putty pure grade, $4.25 per 
100 Ib.; commercial, $3.50 per 100 Ib. 


HANDLED HAMMERS AND 
HATCHETS.—Prices are stable and 
the demand is showing a steady better- 
ment. 


ae gl 


ete from jobbers’ stocks, 
Pe og Chicago; First quality, 16 oz. 
nail hammers, $12 a dozen; Maydole, 
$12.60 a dozen; 16 oz., machinists’ 
hammers, first quality, $9.20 dozen; 
competitive grade, 16 doz., nail ham- 
mers, $6 to $8. 
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iR-Way insures 
perfect ventilation 
in every room 


Window openings equipped with AiR-Way Multi- | The sash may be adjusted at any point to admit 














fold Window Hardware assure the desired amount _—_any desired amount of fresh air without draughts. 

of ventilation in any season. When closed the windows are weather tight and 
When open the sash slide and fold to one or rattle proof. 

either side leaving a clear opening the full width Cost no more than the most ordinary equipment. 

and depth of the frame—there is no interference Write for full information and working details 

with screens or drapes. of this most modern window equipment, 


AiR-Way is furnished in complete units with hardware fitted to either 
steel or wood sash and assembled in frames ready to set in openings. 
Hardware is also furnished for assembly on the job if desired. 


ichards-Wilcox Mf. (0. 


Hanver forany Door that Slides. 





AURORA, ILLINOIS, U.S.A. 
New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Lovie New Orleans 
Chicago Minneapolis KansasCity LosAngeles SanFrancisco Omaha Seattle Detroit 


204-4 Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON, ONT. + Winnipeg 

















ne LEO ETA 


an a 





82 


HATCHETS— 


We quote from jobbers’ stocks, 
f.ob. Chicago: First a, hatchets, 
No. 2 shingling, $12.50 doz.; first 
uality hatchets, No. 2 broad, $16.40 
oz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—There 
is a good seasonal demand and prices 
are without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight 
chucked and bored, best’ grade, 
4%-ft., $4.15 doz.; 5 ft., $5.00 doz.; 
XX 4¥% ft., $3.65 doz.; 5 ft., $4.45 
» roma X 4% ft., $2.35 doz.; 5 ft., $2.75 


Ha Fork WHandies.—Bent-chucked 

1 bored, best grade, with strap, 
ferrule and cap, 4% ft., $6.20 doz.; 
5 ft., $7.10 doz.; XX 4 ft., $5.00 doz. 
4%, ft., $5.40 doz.; 5 ft., $6.25 doz. 


Bue 
$3.80 doz.; X plain, 4, ft., $2. 70 doz.; 
5 ft., $3. 25 do 

Manure Fork Handies.—Bent, best 
grade, plain, 4 ft., $4.35 doz., 4% ft., 
$4.70 doz.; XX plain,  * $3. 85 yt 
4% ft., $4.15 doz.; X plain, 4 ft., $2.5 
doz.; 4% ft., $2.85 doz. 

Garden Hoe fg “ty ob” Paes 
$3.20 doz.; X, 4 $2.20 d 

Garden Rake anniten eX °8Y% * 
$4.80 doz.; X, 5% ft., $3.05: 6 ft., $4.00. 

Shovel ‘Handles. —Regular Pattern, 
XX, 4% ft., $6.10 doz.; X, 4% ft.. 
$3.50 doz.; D handles, best grade, 
X, $5.50 doz. 

Spade Handles. — D handles, best 
grade, $6.80 doz.; X, $5.25 doz. 


HANDLES, TOOL.—The demand 
very active and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer WHandies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Manufacturers have _  ad- 
vanced prices on some sizes of strap 
hinges. There is a 15 per cent ad- 
vance on 6-inch hinges, with smaller 
advances on other sizes. Some sizes 
are unchanged. Jobbers’ prices are ex- 
pected to follow. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges in 
a 4-in., 72c.; 5-in., 98c.; 6-in., 
$1.10; 8-in., $1. 85; 10-in.. $3.10 per doz. 
air; extra heavy T hinges, in 


bundles 4-in., Rite 5-in., $1.18; 6-in., 
8-in., '$2.38:' 10-in., $3.36 per 


ae 


S 


ICE * CREAM FREEZERS.—<As _ the 
season advances the demand becomes 
more active. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
qt., $4.80 list; 2 qt., $5.60 list; 3 qt., 
$6 st; qt., $8.25 list; 6 qt. 
$10.45 list; 8 qt., $13.40 list; 10 qt., 
$17.90 list; 12 qt., $21.50 list: 15 at., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list: reo 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6. 80 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.05 list; 2 qt., 
$3.45 list: 3 qt., $4.10 list; 4 qt.. $5 
list; 6 qt., $6.30 list: 8 qt., $8.20 list; 
~ qt., $10.75 list: 12 at., $14 list: 15 

$17 list; 20 qt., $21.50 list. A dis- 
th of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
doz.; 2 qt., enamel, $10 per doz.: 4 
qt., enamel, $18 per doz. Above 
prices are net. 


LAWN MOWERS.—tThere is a sea- 


sonal increase in the demand and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 16-in. ball bearing, 
5-knife. 11-in., wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each: 16-in., plain bear- 
ing, 4-knife, 10% - in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9 in. wheels. $7.85 each; 16-in., plain 
bearing, 4-knife, 9 in. wheels, $7.35 
each: 16-in. ball bearing, 4-knife, 
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8-in. wheels, $8 each; 16-in., plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 
NAILS.—There is a good spring de- 
mand. Prices are without change 
since early February. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire and 
cement-coated nails, quantity orders, 
$2.95 per keg base. 


OIL STOVES.—Sales are showing an 
increasing volume as the season ad- 
vances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 


PERFECTION 
No. 72 2 burners............+++. $17.50 
— EC SO, eer 22.50 
eh, ee ee LS cece cweeeee 28.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


es x (Improved Model) 
oO 


Se ee nin werk. wt.s whew ee $17.50 

i. Ce 2 ns . cee wee oes e ees 22.50 

ok, Ge Oe I, co wcvcecnéweee Ee 

Puritan discounts the same as 
Perfection. 

NESCO—June 1 
Pr ee ee $17.50 
No. 213 : ER ag a he 22.00 
pe 28.00 
No. 1103 high she'f only......... 6.50 


No. 1104 high shelf only......... 8.00 
With vitreous enameled stove tops 
_ splash backs: 


DUO, BOS © DUPMOTS. .ccccccesccess $35.50 
NO. 344 4 DUPMOTS.:..cccccossece 44.50 
Nesco dealers’ discount, 30 and 5 
per cent. 
Oil Ranges 


Nesco Rolo, 5 burners and oven.$90.00 
No. 400 Built in oven model.... 63.00 

Dealers’ discount, 30 and 5 per 
cent. 


Ovens 


“No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 112G 2 burners glass door.... 6.00 

Dealers’ discount, on 10 or more, 
30 and 5 per cent; less than 20, 30 
per cent. 
PURITAN 
No. 42G 2 burners glass door... .$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 


cent 

NESCO 
No. 05 1 burner solid door....... $2.00 
No. 5 1 burner glass door...... 2.15 
No. 020 2 burners solid door...... 425 
No. 20 2 burners glass door..... 4.50 
No. 301 2 burners glass door 

thermometer...... 6.40 


Wicks, Ete. 


Rockweave wick, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on _ oil ,cook 
stoves, ovens and heaters. 

PAINTS AND OILS.—The demand is 
very active and prices are without 
change. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 90c. 
per gal.: 5-barrel lots, 87c. per gal. 

Linseed Oil. — Boiled, barrel lots, 
— per gal.; 5-barrel lots, 90c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
42c. per gal.; steel drums extra, $6 
returnable. 

Turpentine.—Drum lots, 

White Lead.—500-Ib. va Thy Tis. 73 per 
100 Ib., net: 100-Ib. lots, $14: 50-Ib. 
lots, $7. $s 25-Ib. lots, $3.65; 1214-Ib. 
lots, $1.8 

Shellac. —(4%4- Ib. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Nenad Paste.—Barrel lots, 7'oc. per 


PREPARED ROOFING.—tThere is an 
improving demand and prices are held 
very firm by all manufacturers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade s'ate sur- 
faced prepared roofing, $2.50 per 
square: best grade talc surfaced $2.65 





per square: medium talc surfaced, 
$2 per square: light tale surfaced, 
$1.20 per square; red rosin sheath- 
ing, $57 per ton. 
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PYREX WARE.—The demand is show- 
ing the usual improvement that comes 
around Easter, especially where dealers 
are making window and store displays. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled eer —Round, 
No. 622, $12 doz.; No. $14 doz.; 
Oval, No. 632, $12 oly ‘No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per doz.; 


Tea Pots.—2 cup, $21 doz.; 4 cup, 


Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz 


ROLLER SK ATES.—The shortage of 
both jobbers and manufacturers is in- 
creasing as the extremely active de- 
mand continues. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Union boys’, $1.40 pair; 
Union girls, $1. 50 pair; Chicago boys’, 
$1.30 pair; Chicago girls’, $1.40 pair; 
rubber-tired skates, boys’, $2.65 pair; 
rubber-tired skates, girls’, $2.75 pair. 


ROPE.—The present demand repre- 
sents the height of the spring buying, 
so orders are good and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, standard 
brands, 23%c. to 26c. per Ib.; No. 2 
= Rg per lb.; No. 1 sisal, 
15%c. ite per lb.; No. 2 sisal, 
14%¢c. 4 16c per Ib. 


SASH CORD.—tThere is a good heavy 
demand and prices are firm. 


We quote ee jobbers’ stocks, 
f.o.b. Chicag No. 7, standard 
brands, $6. ri er doz. hanks; No. 
$7.90 per doz. hanks, 


SASH PULLEYS.—Prices are firm 
and sales are steadily increasing. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; caceeie. 54c. doz.; Common- 
sense, 9" in., 60c. doz.; barrels, 54e. 
yoni No. 10, 46c. doz.: barrels, 42c. 
OZ. 


SCREEN DOORS AND WINDOW 
SCREENS.—There is a good early vol- 
ume of buying for later delivery. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: r+ doors, No. 266, 
2-8 x 6-8, $18.15 doz.; No. 296, 2-8 x 
6-8, $22.50 doz.;: No. 311, 2-8 x 6-8 
$27.20 doz. Window screens, No. 
1833, $4.05 doz.; No. 2433, $4.75 doz. 


SCREWS.—Prices are firm and sales 
are looking up. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 75-20-10-10 per cent; round 
head blued, 7214-20-10-10 per cent; 
flat head brass, 72%-20-10-10 per 
cent; round head brass, 70-10-10-10 
per cent. 


WIRE PRODUCTS.—There is a steady 
seasonal increase in the demand, with 
no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 Ib.; No. 9 galvan- 
ized plain wire, $3.40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence staples. 
$3.40 per 100 Ib. 

WRENCHES.—Prices are unchanged 
and the demand is satisfactory. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
electrical set, in metal cases, $2.75: 
No. 101 Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $7.50: No. 
608 Crankcase Drain Plug Socket. 
$3.20; No. 90 Square Socket Set. 
$3.70: No. 1878 Giant “‘Snan-on” with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent. 


, 
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Columbian Tape-Marked Pure Manila Rope has attained the enviable reputation of 
Leadership in the cordage field, because it deserves it. 


When the manufacturer has so much confidence in his Rope that he places a signed 
guarantee in every foot, such confidence must be warranted. Throughout the entire 
length of every 


Tape-Marked 


Columbian Pure Manila Rope 


there runs, in one strand, a red, white and blue Tape-Marker containing the indicative 
words, “Guaranteed Rope’’, made by Columbian Rope Company. 


No other manufacturer brands his rope in this manner. When buying Columbian, 
whether it be a short length or a whole coil, the purchaser obtains this significant Guar- 
antee. 


Dealers—Be sure your spring stock includes Columbian. It is decidedly to-your ad- 
vantage to be able to show your customers that Columbian Tape-Marked Rope is Guar- 
anteed. If your Jobber doesn’t handle it, write direct to us. 





Columbian Rope Company 


352-80 Genesee Street 


Auburn, “The Cordage City,” N. Y. 


Branches: New York Chicago Boston New Orleans 
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Spring Goods Moving Out of New 
England—Jobbing Stocks Move Freely 


(Boston office of HARDWARB AGE) 
LTHOUGH there is not the snap to business as in previous 
A years at this season, shelf hardware jobbers report more do- 
ing than a week ago. The improved demand, however, is for 
screens and screen doors, garden tools, poultry supplies, lawn mow- 
ers and, in fact, most spring goods. The larger business is all the 
more encouraging in view of the fact that weather conditions have 
not been conducive to free public buying of merchandise. Common 
opinion among jobbers is that while spring goods are selling better, 
the average retail dealer is buying very conservatively and in a 
large majority of cases from stock rather than from factory, conse- 
quently further buying may be expected from the very retail deal- 
ers who have placed orders within the past fortnight once the 
weather turns and stays warmer. 

There is little buying of futures, although jobbers are still en- 
deavoring to secure orders for goods that will be needed next fall 
and winter. J*urthermore, buying of staple lines of hardware, par- 
ticularly builders’ hardware, does not seem to increase appreciably. 
Current business is of fair proportions, nevertheless. With some 
of the shelf hardware jobbers, March was the poorest month of 
1927 in the matter of collections. The retail dealer, however, is be- 
ing held up by charge customers. It is common report that collec- 
tions in general have not been as slow since before the war. Mill 
supply houses and heavy hardware jobbers are fairly busy, but in- 
dividual orders placed with them are small, and the cost of doing 
business is running high. There seems to be a slight improvement 
in the New England industrial situation, which is a good sign to 
the retail hardware seller. | 








BARROWS.—March sales of barrows $1.97; No. 162M, $2.34. In less | than 


were quite satisfactory, and current | a ne. L ete $1.75; No. 
. . . i oO. os 
business is holding up well, accord- | Radio.—Dry cell, ~_ > = 50, No. 
ing to jobbing houses here. | 7111, 35c. each net; in smaller lots, 
, ; i 40c. each net. B batteries, in units 
We quote from Boston jobbers of 10, No. 764, $1.14 each net; No. 
ae: ical atin. tee a | 760, $1.30; No. 771, 39c._ Storage bat- 
wood wheel, GET, ench wet: No. 4 | « feuem 680 ©, S075 onah mot: © to. 
steel wheel, $5.50; No. 5, wood wheel, | see. $5 list. ss $ a 


$6.25; No. 5 steel wheel, $6. 
BARBED WIRE. — Certain jobbing | |'BRUSHES.— All things considered, 
houses report barbed wire sales this | paint brushes are selling as well as 
year to date as well ahead of last year. | could be expected. There is also a sus- 
while others are just about breaking | tained call just now for all kinds and 


even. The retail trade has not covered | makes of household brushes. 











Iron Cement.—In 3'%-0z. packages, 
$14.40 per gross. 

Liquid =. _ Smee. —In_ gallon 
containers, $1.2 

Pipe Joint = —In 1-lb. pack- 
ages, 20c. 


CUTLERY.—Of the many things one 
might reasonably expect to sell at 
this time of the year, cutlery is one 
of the few that can be classified as 
“dead.” It is believed retail stocks are 
broken, but the general public evident- 
ly is not buying cutlery. 


We quote from Boston jobbers’ 
stocks: 

Bread Knives.— Genco, $2.50 per 
doz. net; Universal, No. 1A, $2.40, No. 
203, $3.75, No. 3402, $4. 

Kitchen. —Universal, No. 303, ‘75c. 
per doz. net; No. 350, $1.75; No. 321A, 
$1.20; No. 3200A, $2; No. 3640, $2; No. 
2500A, $2.75: No. A, $2. Geneva, 
No. $113D, $1.20. 

Slicers.—Universal, No. 283A, $5.50 
a doz. net; No. 243, $4. 

Butchers. —Universal, No. 200, 5-in., 
$3 per doz. net; 6-in., $3.25; 7-in., $4; 
8-in., $4.75; 9-in., $6; 10-in., $7; 12-in.. 
$12; 14- in., $12. 

Grapefruit. —Universal, No. 345, $2 
per doz. net; No. 5450, $4; No. 3506, 
$3.50; No. 2570, $5. Genco, No. 121, 
$3.50 per doz. net. 

Shears. ene a agg 6-in., 
$8.50 per _— net; 6%-i , $9; 7-in., 
$9.75; Pe in., $10.50: Sin, $11; 9-in., 
— 25. Nickel- plated, 6- in., 

ar tt He ome $11; 7% -in., Mg11.50: 
ow $12; 9-in., $15. Left hand, 7i%- 
in., $1 4.50. 

Bent Trimmers.—Universal, No. 15, 
Japanned, gn in., $10.50 per doz. net; 
ca $11.5 0; 9-in., $14.75: i0-in., 
18.5 


Barber Shears. — Universal nickel- 
pate. 7\%4-in., $12 per doz. net; 8- 
in., . 

Scissors.—Universal, pocket, 4-in., 
$8.50 per doz. net; No. 195, 4%-in., 
$9. Embroidery, No. 205, 3%-in., $8: 
4-in., $8.50. Ladies, No. 215, 4-in., 
$8.50; 4%-in., $9; 5-in., $9.75: 6-in., 
$11. 


EGG CARRIERS.—Although not ac- 
tive, there is a good steady market for 
egg carriers. The individual retail 
dealer, however, is buying: cautiously. 


We quote from Boston jobbers’ 
stocks: 

Egg Carriers.— New model egg 
crates, metal, capacity Ne doz., 88c. 
each net; 2 doz., $1.05; 3 doz., $1.23; 
4 doz., $1.40; 6 doz., $1.75. Regal, ca- 
pacity 15 eggs, 14c. each net; 30 


its requirements. Ps Tae from Boston jobbers’ * eggs, 26c.; 50 eggs, 47c.; 100 eggs, 
; 84c. Cases with fillers, capacity 15 
We quote from Boston jobbers | Brushes.—Paint, wall 3%-in., $4 to : 
stocks: | $12.50 per doz. net; whitewash, 7-in. caine NERS cael Poultry shipping 
+ to te maga gt > yoo we catch | $4.58 to $21; calcimine, 7. = 289. BQ to crates, . ; 
weights, two ply, tour point, i.yman, $59; paper hanger, n., to 
from factory, in car lots, $3.30 per i. Genk Tin. ee te oe: oval FANS.—Jobbers have begun the task 
cwt.; in less than car lots, as. | varnish, $11 to $20.50. of rounding up electric fan business. 
wo ply twisted, in car lots, .30; | : P a “7 
in less than car lots, $3.55. 80-rod _CEMENTS.—As is usual at this time | Sales “ a — ee de = 
reels, four point, Lyman, in car lots, ; ; appointing. ew reai spring days a 
$2.88 per reel, in less than car lots. of the year, retailers are having a call Seciel to enka ee iy: alae 
$8.89. om tore, $4.08. Two ply, for all kinds of cement, patching plas- ne 
twisted, from factory, in car iots, sah. | este 
$2.41 per reel, in less than car lots, ter and crack fillers. In turn, the job w t ‘ Bost jobb 
$2.58, from store, $3.37. bing trade is making a greater distri- sn ee ers’ 
BATTERIES.—Now that the radio has | bution of such merchandise. Fans.—Electric, Polar Cub, Junior, 
become an established American insti- We quote from Boston jobbers’ ny > jd a, OL 85: Bel = 
tution, batteries sell well all the time. | — Lining.—Rutland, No. 3, $2.16 less than 12, $3.20; 12 or more, $3. 
During the past week or ten days it per doz.; No. 6, $3.60; No. 10, $5.04. mee Peas sey ye I oto 66.65: stan 
seems as though jobbers have billed out ice tehing (Plaster —No. 3, $1.80 od tionary, less than six, $4.60; six or 
more than the usual number of bat- 15, $6. : more, $4.35. 
teries, however: Crack, Filler.-No. 1, $1.80 per doz; | FENCING, GUARDS, GATES.—Fol- 
We quote from Boston jobbers’ Furnace Comsat — tank. in 1-Ib. lowing a period of inactivity, the mar- 
stocks: cans, 9c, per ; in 5-lb. cans, 7c. : ' 
Batteries.—Columbia dry cell, in per Ib. ket for fencing, guard and posts ap 
lots of 60, 32%c. cach, freight Reeing Coment. .—In 1- “Ib. cans, 16c. parently has taken on a new lease of 
allowed. Hot shot, In barrel lots, per n 3- cans, c. per ‘3 . s 
No. 1461M, $1.65 each net; No. 1562M. in 5-Ib. cans, 12c. per Ib. life. Books by local jobbers the past 
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7 High-Pressure 
Advertising 


March—April—May! Floor-covering demand runs 
high and handsome during these Spring months. And 
so will Congoleum-Nairn advertising. 






ig : 21,298,904 magazine color pages in March— 

: pees * ss 31,946,032 1n April—32,768,623 in May. A total y 
a of 86,013,559 Spring sales-makers for merchants who 

sell Congoleum-Nairn Floor-Coverings. 


Everything you need to tie up with this campaign 
will be furnished free. Window trims, cut-outs, news- 
paper cuts, movie slides, color circulars and display 
cards. They'll all bring extra business. 





Prepare for big things! Sweeten your stock with 
the new patterns. Your jobber will supply them 
promptly. And we'll send you all the free sales- 
helps you ask for. 


Quick profits—and plenty of them—await Gold 
Seal merchants who believe in action. Get busy today. 

















Write us for color reproductions of the new Con- 
goleum-Nairn patterns, and the list of free sales-helps. 
CONGOLEUM-NAIRN INC. 


Hardware Division Headquarters 
1421 Chestnut Street, Philadelphia, Penna. 
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GOLD SEAL 
GUARANTEE 


SATISFACTION GUARANTEED 








Gold Seal ) 
NOLEUM}] | 


SATISFACTION GUARANTEED 
OR YOUR MONEY BACK 
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REMOVE SEAL WITH 
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week were larger than the combined | kinds of radio accessories continue to 


sales of the previous two weeks. 


We quote from Boston jobbers’ 
stocks: 

Fencing.—Cyclone, Style L and L- 
extra, from store, per cent dis- 
count. Direct shipments, 55 per cent 
discount, f.o.b. Waukegan, IIl. 

Gates.—Cyclone, from store, 40 per 
cent discount. Direct shipments, 53 
per cent discount, f.o.b. Waukegan, 
Lil. 


Guard.—Flower bed guard, 16-in., $1 
per rod; 22-in., $1.18. Style L, 18- in., 
45 per cent discount. 


FORKS, HOES.—Sales of hoes have 
come ahead very fast of late. The de- 
mand includes garden, mortar, street 
and, in fact, all styles and makes. 
There is more life to the fork market, 
but weekly sales fall considerably short 
of those of hoes. 


We quote from Boston jobbers’ 
stocks: 

Forks.—Coke, Union Fork & Hoe 
Co. goods, No. K112, $31.85 per doz. 
net; No. K114, $36. Manure, No. S6D, 
$19.65, No. 64, $18.60; No. S4D $15.70. 
Hay, No. 3-5, $11.16. Fish, No. 3F, 
three tine, $10.80. 

Hoes.—Mortar, Union Fork & Hoe 
Co. goods, No. MR10S, $13.65 per doz. 
net; No. MR10, $12.60. Street, No. 
SH12, $15.50. 


LAMPS.—With the opening of sum- 
mer homes, camps, etc., only a com- 
paratively short distance ahead of us, 
the retail trade is showing greater in- 
terest in all kinds and makes of gaso- 
line lamps. March sales, according to 
some jobbers, were equal to those of 
January and February combined. 


We quote from Boston jobbers’ 
stocks: 

Lamps.—Gasoline, table, opal shade, 
$6.25 each net; tan tinted, $7; green 
tinted, $7; antique gold, $9.25. 

Shades. — Suitable for opal shade, 
$8 per doz, net; suitable for tinted 
shades, in half dozen lots, $17 per 
aozZ, 

Cases.—Supply case of parts, $15 
each net. 

Lanterns.—Coleman line, No. 142327, 
$5.25 each net; No. L.Q427, $6. Poul- 
try house, No. E20, $7.50 each net. 


RADIO GOODS.—Radio sets and all 





sell in good volume. Public interest in 


such merchandise evidently is increas- 
|ing rather than decreasing. 


We quote from Boston jobbers’ 
stocks: 
Tubes.—Cunningham, No. CX3116B, 
$7.50 each list; Nos. Clil, Cl2 and 
CX300, $2.50; No. CX299, $2.25; No. 
CX300A, $4; No. CX301A, $2; No. 
CX220, $2.50; No. CX112, $4. 50; No. 
6X371, $4. 
Discount "30 per cent. 
RUBBISH BURNERS.—tThere is a lib- 
eral movement of rubbish burners out 
of jobbers’ stocks. This is the time of 
the year for the retail dealer to sell 
burners if he intends to get into the 
game. People are cleaning up prop- 
erty and a rubbish burner is absolutely 
necessary in many New England towns 
and cities owing to fire regulations. 


We quote from Boston jobbers’ 
stocks: 

Rubbish Burners.—Cyclone, No. 2. 
in lots of 6, or full bundles, $2 each 
net; in smaller quantities, $2.25 each. 


SCREEN DOOR GUARDS.—In com- 
mon with the improvement in the de- 
mand for screens and doors, screen door 
guards are in better request. 
We quote from Boston jobbers’ 
stocks 
Screen Door Guards.—Donley line, 
26, 28, 30 and 32-in., 45c. per set of 
three, net. 
SCREEN DOOR SPRINGS.—Screen 
door springs likewise are enjoying a 
broader market. Retailers are not 
plunging in their buying. To the con- 
trary, they are ordering conservatively, 
but there are a large number of firms 
ordering goods. 
We quote from Boston jobbers’ 
stocks: 
Screen Door Springs. — Gem line, 
No. 1, $3.25 per doz. net; No. 2, $2.60; 
No. 3, $2.10. Champions, No. 61, 23c. 
each; No. 62, 27c.; No. 63, 4lc. Per- 
fection, cone end, No. 11, 45c. a dozen 


net; No. 12, os No. 13, 55c.; No. 14, 
60c.; No. 15, 


VISES. — Jobbers. especially those 
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_handling mill supplies, report a larger 
out-of-stock movement of all kinds and 


makes of vises. Prices are practically 
the same as a year ago. 


We quote from Boston jobbers’ 
stocks: 

Vises.—-Regular standard makes, 
list less 25 per cent discount. 


WATERGLASS.—New England hens 
are producing a great many more eggs 
than they did a year ago, the season be- 
ing earlier. On all main country roads 
farmers have eggs for sale signs out, 
because prices for this food are cheap. 
Retail hardware dealers should impress 
their customers that egg prices are 
about on bottom for 1927 and that now 
is the time to waterglass, in anticipa- 
tion of higher prices later in the year. 


We quote from Boston jobbers’ 
stocks: 

Waterglass.—In pints, $1.30 per 
doz, net; in quarts, $2; in gallons, 


$7. 


WIRE CLOTH.—There has been a 
fresh spurt in buying of wire cloth. 
The aggregate jobbing sales, as re- 
ported in Boston, for the past week 
were quite gratifying. Prices are hold- 
ing. Jobbers say the next move in 
prices will be upward, but add they 
have no advices from manufacturers 
upon which to base this statement. 


We quote from Boston jobbers’ 
stocks: 

Wire Cloth.—From store, per 100 
sq. ft. bronze, 14 mesh, $5.75; 16 mesh, 
4 10; copper, 14 mesh, $5. ~t 16 mesh, 

‘50: black, 12 mesh, $1.90; 14 mesh, 
> .30; dull galvanized, 14 eg $2.65. 

Direct shipments, f.o.b. miil, ber 
100 ft. roll, sizes 22 to 48 in., bla 
12 mesh, $1.75; 14 mesh, $2.15; ‘dull 
galvanized, 12 mesh, $2: 14 mesh, 

.40; 16 mesh, $2.70; bright galvan- 
ized, 12 mesh, $2; 14 mesh, $2.40; 16 
mesh, $2.70. Bronze, bright and dull 
finish, 14 mesh, $5; 16 mesh, $5.35; 
mesh, $5.75. Copper, bright and ial 
finish, 14 mesh, $4.50; 16 mesh, $4.75; 
18 mesh, $5. 

Extras.—Sizes 18 to 20 in., 5c. per 
100 ft. Wider than 48 in., 25c. 





COMING 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION AND SOUTHERN HARD- 
WARE JOBBERS ASSOCIATION, Memphis, 
Tenn., week of May 10, 11, 12, 13, 1927. 
Hotel headquarters, New Peabody Ho- 
tel, Memphis. Charles F. Rockwell, 
secretary-treasurer, 342 Madison Ave- 
nue, New York City. 

ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Hotel Marion, 
Little Rock, May 10, 11, 1927. L. P. 
Biggs, secretary, Little Rock. 

HARDWARE ASSOCIATION OF THE CAR- 
OLINAS AND VIRGINIA RETAIL HARDWARE 
ASSOCIATION JOINT CONVENTION at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur 
R. Craig, secretary-treasurer, 804-806 
Commercial Bank Building, Charlotte, 
N.C 

LOUISIANA HARDWARE AND _ IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. S. H. Sale, secretary, Shreve- 
port, La. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Detroit, Feb. 7, 8, 9, 10, 1928. Head- 
quarters, Hotel Statler; Exhibition, 





HARDWARE CONVENTIONS 


Convention Hall. A. J. Scott, secre- 
tary, Marine City. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 

MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Jan. 23, 24, 25, 
1928. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June 27, 28, 29, 30, 1927. H.P. 
Sheets, secretary-treasurer, 130 E. 
Washington St., Indianapolis, Ind. 

NEw ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 
20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal St., Boston 9, Mass. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., April 19, 20, 21, 1927. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 

SOUTHERN HARDWARE JOBBERS ASSO- 
CIATION AND AMERICAN HARDWARE 





MANUFACTURERS ASSOCIATION, Mem- 
phis, Tenn., week of May 10, 11, 12, 13, 
1927. Hotel headquarters, New Pea- 
body Hotel, Memphis. John Donnan, 
secretary-treasurer, Richmond, Va. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE CONVENTION AND EXx- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Windsor Hotel, head- 
quarters for Alabama, Georgia and 
Tennessee Associations, and Carling 
Hotel, headquarters for the Florida 
Association. Walter Harlan, secre- 
tary, 701 Grand Theater Building, At- 
lanta, Ga. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
17, 18, 19, 1928. Dan Scoates, secre- 
tary, College Station. 


VIRGINIA RETAIL HARDWARE ASSO- 
CIATION will hold a joint convention 
with the Carolinas Association at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier. Thomas 
B. Howell, secretary, 301 E. Grace 
Street, Richmond. 


Reading matter continued on page 88 
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BUILDERS’ 
HARDWARE 


NATIONAL MANUFACTURING CO. 
STERLING ILLINOES 
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You can increase your sales and profits by selling this complete 
line of Builders’ Hardware. Sold direct to the retailer only. Write 
for Catalog No. 19 and price list. 


National Manufacturing Company Sterling, Illinois 
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Seasonal Weather Stimulates 
Sales of Sprmg Hardware 


in New York Market 


EASONAL weather has stimulated the market for various 
spring lines, New York hardware jobbers report. Garden tools 

are particularly active and local wholesalers freely predict a 
most satisfactory spring and summer trade. 


received from dealers call for a good portion of spring items. 


Staple lines continue about the same, the demand being moderate. 
The trade expects an improvement on staple lines during April. New 
bolt discounts are available in part. 

Credits and collections are fair. 


N. Y. Radio eeovit Demand 
Continues Fairly Active 


Radio battery sales continue fairly 
active throughout the New York hard- 
ware market. Prices are reported as 
being very firm. Local stocks are ample 
and a good trade is expected to con- 
tinue. 

Current prices to retailers, f.o.b. 
New York, are: 


Dry cells, No. 6, ignition type, 
3214c.; No. 7111, same type, 35c. each. 

Bb batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 
(vertical type) $2.62 each; in units 
of 5, $2.44 each; heavy duty vertical 
type, No. 770, $3.40 each; in units of 
5, $3.17 each. 


| 





Garden Equipment Active in- 


New York Market 


Spring garden equipment is becoming 
more active each day in the New York 


wholesale hardware market. Fairly warm | 


weather has stimulated the sale of this 


class of merchandise and jobbers re- | 


port many requests for prompt de- 
liveries. Stocks are apparently ade- 
quate, and prices are reported as firm. 


JOBBERS'’ afd hs ges B 4g RE. 
TAILERS, F.O 
it "Hees | 
Black finish, 7 in, steel blade, solid 
shank, 4% ft. ash handle, 49c. each. 
Same with 6 in. blade bronze finish, 


80%c. each; and with 7 in. blade, 
bronze finish, 81%c. each. 
Ladies’ garden hoes, 5 in. forged 


steel blade, solid shank, 4 ft. handle, 
63c. each. 

Meadow hoes, forged steel blade, 19 
gage, polished and bronze _ socket 
shank, 4% ft. handle, 91%c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 80c. 


each. 

Onion hoe, square top, polished 
forged steel blade, 7 x 1% in. bronze 
finish, 4% ft. handle, 80c to 88c. 
each. 


Garden hoes are packed 12 in a 
bundle. 

Warren type hoes, 95c. to $1.13 
each. Scuffle type hoes, 89c. each. 


Cultivators 
Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 


socket, enamel finish, 4 ft., ash han- 
dies, 59c. each; same with 5 forged 
steel adjustable prongs and 4™ ft. 
ash handle, 84%4c. each. 


in. drop forged tines, with 5 ft. bent 
handle, $1.15% each and with 6 ft. 
bent handle, $1.37 each. 

Hay forks are packed 12 in a 
bundle. 

Five per cent discount off all prices 
on spring goods in bundle lots. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in. tines, bronze finish, $1.53% each. 
Same, 5-12% in. tines, $1.86% each. 

Strapped ferrules, steel capped, 
drop forged oval tines, polished and 
bronzed with 4 ft. ash handles, 4-12 
in. tines, $1.34 each. Same with 5-13 
in tines, $1.52 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
die, with 4 oval 15 in., heavy tines, 
$2.20 each, All of these manure forks 
are packed 6 in a bundle. 


Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.15 each. Same with 
2 holes and 10 in. polished steel 
blade, $1.15 each. 

Mortar hoes are packed 12 in a 


bundle. 
Potato Hooks 


Solid steel, goose neck, black and 
gold finish, 4% ft. handle, 5 round 
tines, $1.01 each. Same, with bent 
head, polished and bronze finish, 4 
angular back tines, 94%c. each. 

These are packed 12 in a bundle. 


Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 45%c. each; with 14 
teeth, 50c, each; with 16 teeth, 54%c. 
each. 

Medium bronze finish,’ straight 
teeth, 5% ft. ash handle, 12 teeth, 
75%c. each; 14 teeth, polished, 82c. 
each; 16 teeth, 86%c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 teeth, $1.07% each; with 14 teeth, 
$1 each. 

Rakes packed 6 in a bundle. 





Nail Demand Is Normal: 
Jobbers Quote $3.35 


Local demand for nails continues in 
normal volume with jobbers quoting 
$3.35 per keg, base on wire nails. Stocks 


are satisfactory. 


Fence Sales Are Steady; 


Gates Also Are Active 


Ornamental gates and lawn fence 
_continue to have a steady sale in the 


Practically all orders 
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continue uniform. Fair sized orders 
are being placed calling for imme- 
diate delivery. 


JOBBERS’ QUOTATIONS 7 RE- 
TAILERS, F.O.B. NEW YOR 
Fiower Bed Guards.—16 ayy $8.18 
¥ roll; 22 in., $9.66 per roll. (165 
t 


Lawn Fence.—Single, 36 in., $11.88 
per roll; 42 in., $13.37 per roll; 48 in., 
$14.85 per roll. (165 ft.) 

Lawn Fence.—Double, 36 in., $16.34 
per roll; 42 in., yt 82 per roll, 48 in., 
$20.80 per roll. (165 ft.) 

Ornamental Gates.— 


Single Opening Each Net 

36 in. 3 ft. $3.00 

42 in. 3 ft. 3.12 

48 in. 3 ft. 3.24 

36 in. 3% ft. 3.12 

42 in. 3% ft. 3.24 

48 in 3% ft. 3.40 
Double Opening Each Net 

36 in. 8 ft. $6.95 

42 in. 8 ft. 

48 in 8 ft, 7.20 

36 in 10 ft. 8.15 

42 in 10 ft 8.30 

48 in 10 ft 8.40 





Wire Cloth Sales Brisk; 
Future Datings Discontinued 


Brisk demand is reported for wire 
cloth and poultry netting. Reports also 
indicate that future datings have been 
discontinued by the majority of local 
distributers. New York stocks are 
ample. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. NEW YORK: 


Wire Cloth.—Black, 12 mesh, $1.80 
to $1.85 per 100 sq. ft.; galvanized, 14 
mesh, $2.45 per 100 sq. ft.; copper, 
14 mesh, $4.80 to $4.90 per 100 sq. ft.; 
16 mesh, $5.30 per 100 sq. ft.; golden 
bronze, 14 mesh, $5.35 to $5.40 per 
100 sq. ft.; 16 mesh, $5.80 to $5.85 
per 100 sq. ft.; dark bronze, 14 mesh, 
$5.50 to $5.55 per 100 sq. ft.; 16 mesh, 
$5.95 to $6 per 100 sq. ft. 

Poultry wyey —From store, 50 
and 5 off list of Sept. 19, 1926; from 
factory, 57% off same list. 


New Bolt Discounts Out 
Apply to April 1 List 


New York hardware jobbers an- 
nounce new prices on bolts, effective 
April 1. These discounts apply to the 
revised list prices which also became 
effective on April 1. Demand is con- 
sistent and stocks may be considered 
normal. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. NEW YORK: 


Carriage bolts, % by 6 and smaller, 
50 and 10 off list. Larger 50 per cent 
off list. 

Machine bolts, % by 6 and smaller, 
50 off list—larger to 1 by 30, 45 per 
cent off list. 1% to 1%, 30 off list. 

Coach screws, ™% by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 


—_—— — —_-- — 


Moderate Local Demand on 
Waterweight Rollers 


The New York wholesale demand for 
waterweight lawn rollers is moderate, 
but is expected to show a decided in- 
crease shortly. Local stocks are ade- 
quate and prices are uniform and firm. 





Packed 6 in a bundle. 


Hay Forks 
Strapped ferrule, selected ash han- 
dies. bronzed and polished, 2 oval 12 


JOBBERS’ QUOTATIONS TO RE-.- 
YORK: 





'New York wholesale hardware market. TAILERS, F.0.B. NEW 

|The practice of future datings is said » eter lawn Bee No. 2, 
| to be discontinued in most quarters. | Pg Bg ae $15. 35 each: °No! 
' Ample stocks are available, and prices| 9, $17.35 each. 


Reading matter continued on page 90 
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Get the Peerless Proposition be- 


fore ordering your 1927 stock. 
Write for latest .¥ 
catalog oe PY 
iI} : 


Peerless 


She Silent Fan 


MOTORS ° GENERATORS ° FANS CO sidlcig a WOME RARS Ce eh deer dcceses DOMOR cect vvccccvecsses 

















The 
Peerless 
Electric Co., 
Warren, Ohio 


Please send additional informa- 








tion on your proposition. 
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Northwest Territory — Prices Firm 


(Minneapolis office of HARDWARE AGE) 


tary to the Twin Cities several things which point to better 


[tars are evident in the conditions in the Northwest tribu- 


business for 1927 than for some years past. More farm land 
has already changed ownership this year than for several years in 
the past in a like period. More moisture has fallen during the 
past six months over the Northwest in general, than last year in 
the same time. More large buildings are planned in the trading 
centers, which seem certain of completion. Witness the announce- 
ment of a mail order concern which will locate in Minneapolis. 
Church and public building is progressing. 
Current business has not progressed much more rapidly than for 
some weeks in the past, although the volume is growing. Dealers 
are expecting better business as soon as road conditions will allow 


travel. 


Prices are quiet, and collections are holding to the general aver- 


age for this time of year. 





AUTOMOBILE TIRES.—Demand in a 
retail way is growing with the coming 
of milder temperatures. Stocks are 
ample for the call, with retail prices 
held at a low point. Jobbing prices 
show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% ae A cord, $3.60; heavy duty 
oversize, $8.7 32 x 4 Liberty cord, 
$11.15; heavy ‘duty oversize, $14.50; 
balloon ty 29 x 4.40, $9.65; 30 = 
5.25, $15. heavy duty, 32 x 6.260 
$26.75; oy ‘tubes, 30 x 3%, $1.70; 32 
x 4, $2. 60; 34 x 4%, $3.25; balloon 
tire tubes, gray, 27 x 4.40, $1. 90; 29 x 


4.40, $2.95; 30 x 5.25, $2.70: 32 x 6, 
$3.20; 32 x 6.20, $3. 70 each, net. 


AXES.—Sales are fair, with stocks in 
good condition. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities; Single bit base 
weight axes at $16 per dozen and 
double bit base weight at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit, $14.50; double bit, $19.50; 
handled, single bit, $19.50; double bit, 
$24.25 doz. net. 

BOLTS.—Call is steady, though show- 
ing practically no change in volume 
lately. Stocks are well assorted, with 
prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts, 45 
per cent; machine bolts, 50 per cent; 
stove bolts, 75 per cent; and lag 
screws, 55 per cent from lists. 


BUILDING PAPER. — Demand is 
growing slightly as progress in build- 
ing increases. Stocks are in good con- 
dition, with prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 


paper at $2.90 and tarred felt at 
$3.10 cwt., net. 


CHURNS.—tThere is little of interest 
in this line at present. Dealers are 
ordering according to their needs. 


Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 45 per cent from lists. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—-Sales with jobbers 
show perhaps a slight increase. New 
work is beginning to take a share of 





this line of stock. Prices are firm as 


quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga., slip joint, 
single bead, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga., 3-in., conductor 
pipe, $5.40 per 100 ft., and 3-in., con- 
ductor elbows, $1.83 per doz. net. 


FIELD FENCE.—Demand is beginning 
to show in the retail stores. Stocks 
are in good condition, with prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 10 ga. top and 
bottom, 13 ga. intermediate, 26 in. 
fencing at $30.04 per 100 rods. 


FILES.—Sales are steady, and show 
little increase in the past two weeks. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Demand is 
fair, with some indications of an in- 
crease. Stocks have been filled for the 
first spring sales. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: a No. 1 
galvanized tubs at $7.25; No. 2, $8.00; 
No. 3, $9.25; heavy gE a4 No. 1, 
$12.60; No. 2, $13.80; No. 3, $15; 
Standard 10-qt. pails, $2.55; 12- -qt., 
$2.90: 14-qt., $3.25; stock pails, 16- 
qt., $5, and 18-qt., $5.50 per doz, net. 

GLASS AND PUTTY.—Retail call for 
spring is just starting. Stocks are 
being filled, with prices holding firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 87 per cent, 
double strength, 88 per cent, and 
strictly pure putty in 50 lb. drums at 
$4.85 cwt., net. 


HAMMERS AND HATCHETS.—Sales 
show a slight improvement, with stocks 
well filled. Prices are steady and firm. 


We quote from jobbers’ “ei 
f.o.b. Twin Cities: Maydole, No. 
nail hammers, $12.60; Plumb No. rH 
81, $12. Riverside, No. 611%, $12; 
Plumb Broa d, No. 2 hatchet, $16.40; 
No. 2 shingling, 7. 50; No. 2 claw, 
$13.75 per doz. net 


HOSE.—Dealers’ stocks are ready for 
the first spring demand, with prices 
unchanged. 
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We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Bull Dog, % in., 
7-ply, 13%c. ft.; Competition, % in., 
3-ply, 74%4c. ft.; Good Luck, % in., 6- 
ply, 10c. ft.; Electric double braid, 
ee ak 50-ft. lengths coupled, 14% 

., net. 


ICE CREAM FREEZERS.—tThere is 
still small demand for ice cream freez- 
ers, but the wise dealer is putting his 
stock in shape for spring business. 
Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 and 8-qt., at 
$6.75 each, net. 


LAMPS AND PATTERNS.—Sales are 
fair, with stocks in good condition. 
Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or , short 
globe tubular lanterns, No. 2, $13 
doz.; No. L327 Coleman lanterns, 
$5.25; No. L427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
each, net. 

LAWN MOWERS.—Retail trade has 
not begun in this line, but dealers are 
putting their stocks in order for the 
sales which will soon be coming his 
way. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia 
Styles A and C, 45 per cent; Style 
K, 40 per cent,  -— e ball-bear- 
ing, 14 in., $7.90; 16-in., $8.15 and 
18-in., $8.45 Rat ng ’ net. 

MILK CANS.—Sales are still light, in 
comparison with the regular spring 
business. ‘Stocks are well filled, with 
prices unchanged. 


We quote from jobbers’ stccks, 
f.o.b. Twin Cities: Railroad 5-gal. 
milk cans at $2.65 each, net. 


NAILS.—Demand is growing with the 
resumption of building operations. 
Dealers are filling in their stocks, for 
the most part in small shipments. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.15 per keg, base and 
cement coated wire nails in 100-lIb. 
kegs at $3.15 per keg, base. 

OIL HEATERS.—Sales are showing 
some increase with the advent of 
warmer weather. The oil stove as an 
auxiliary to the regular furnace is use- 
ful, and dealers cash in on it. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect 
oil heaters, No. 12, $5.50; No. 15, 
$7.00; No. 016, $8.25; No. 0190, 
$10. 50: No. 151, $7. 50; No. 0161, $8.75; 
No. 0191, ir 00; No. 505 Giant, $11.25; 
No $12.75 each, with discount in 
cennaintel less than ten, 30 per cent; 
ten or more, 30-5 per cent. 

PAINTS AND WHITE LEAD.—Ex- 
terior finishes are beginning to sell, 
with the result dealers are filling in 
more heavily on their stocks. Prices 
are firm as last quoted. 


We quote from gpd stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal. in 1 gal. cans, 
and white lead in 100 lb. containers 
at $12.64 cwt., net. 

PUMPS.—Dealers in the Northwest 

are anticipating a very good season in 


water supplies. Stocks are still light, 
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‘Move ithere move it there move it everywhere 


HE only damage 
is to the family 


temper! “61” 


Floor Varnish was made 
to withstand abusive 
treatment on floors. The 
moving of furniture, the 
constant tramp of heavy 
feet, the boisterous play 
of children and the usual 
household accidents are 
all in the day’s work for 
“61.” It is heelproof, 
marproof and of course, 
waterproof. Send for the 
sample panel and test it 
witha hammer. You may 
dent the wood but the 
varnish won’t crack. 
“61” floors are a relief 
to the tired housewife. 
Simply clean when de- 
sired, with a dust mop or 
soap and water. Lino- 
leum lasts indefinitely 
if protected with an oc- 
casional coat of ‘61.’ 


PRATT & IAMBERT 


6 99 
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el Sal ead ahaa Sled Snood ae 
Copyright 1927, P&L 

FREE SAMPLE PANEL finished with “61” Floor Varnish 
will be sent on request. Iry the hammer test” on the panel! 
Color Card and tames of local dealers will also be sent you. 


PRATT & LAMBERT-Iwnc. 
114 ‘Tonawanda Street, Buffalo, N.Y. 


Canadian Address: 20 Courtwright Street, Bridgeburg, Ontario 
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ct 
From a painting by M. Stockton Mulford 


the susface and 
you gave all Jaal? 


. oratories. Itdriesin thirty minutes or’ 
Q, <74ck, chip or peeland is waterproof. 


(ta | 
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is ; finished with 


if the floor 


Everywhere in your 
home, on furniture and 
woodwork, “61” Floor 
Varnish will wear even 
longer than on floors and 
linoleum. 

There are six semi. 
transparent woodstain 
“61"’ colors which stain 
and varnish in onestroke 
of the brush, besides the 
well known Clear Gloss 
andtheever popular Dull 
Finish. They flow on 
smoothly and dry with- 
out showing laps, streaks 
or brush marks. 

GUARANTEE: If any 
Pratt & Lambert Varnish 

» Product fails to give sat- 
isfaction youmay have your 
money back. 


P&L Varugh Prod- 
ucts apg i painters, 
py litects 
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but will be filled early in the season. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 underground discharge 
windmill force, adjustable’ stroke, 
$14.35; No. 415, $14.65; No. 103, hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft., set length, 
$5.25 each, net. 

REGISTERS.—Sales are running at a 
fair rate, with stocks well filled. Prices 
are firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent, and wrought steel 
registers, 40 per cent from lists. 

ROPE.—Call is steady, though not 
heavy at present. Stocks are ample 
for the demand, with prices unchanged. 

We quote from jobbers’ stocks, — 
f.o.b. Twin Cities: Best grade manila 


rope at 25c. Ib., base, and best grade 
Sisal rope at 18c. Ib. base. 


SANDPAPER.—Sales show a slight 
increase, with stocks well filled. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best Grade No. 1 
sandpaper at $5.10 per ream; second 
grade No. 1, $4.70 per ream, and gar- 
net No, 1, $16.75 per ream. 


SCREEN DOORS AND WINDOWS.— 
Dealers are looking over their stocks, 
though the selling season has not yet 
opened. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common 2-8 x 6-8 
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6-8 screen doors, $1.97 each: Sher- 
wood adjustable 24-in. window 
screens, $6.20; and Wabash extension 
24-in. screens, $5.00 per doz., net. 


SCREWS.—Demand is slightly better, 
with stocks well assorted. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
round head blued, 77%4-10 per cent; 
flat head, brass, 77%-10 per cent: 
round head, brass, 75-10 per cent 
from lists. 


SCYTHE SNATHS.—Dealers are fill- 
ing their stocks for the opening of the 
season. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe snaths, 
$13.20 doz., net. 


SOLDER.—Call for solder is steady, 


though not heavy. Building operations 
will doubtless liven up the market. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin’ Cities: Warranted half 
and half solder at 44%c., and strict- 
ly half and half solder, 43%4c. Ib., 
net, in 100-lb. lots. 


STEEL SHEETS.—Demand, as with 
solder, is steady, though not heavy. 
Stocks are ample for the demand. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $5.15 cwt., base (24 ga.) 
and black steel sheets, $4.30 cwt., 
base (24 ga.) 


| WHEELBARROWS.—Dealers are be- 


screen doors, $1.58; and fancy 2-8 x 
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ginning to sell both the home owner 
and the contractor. Stocks are in good 
shape, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Queen “BB,” fully 
bolted barrel type tray wheelbar- 
rows, $40.00; Meteor, fully bolted, 
$36.50 doz.; No. 2T tubular, $7.33; 
No. 1 garden, $4.00 and No. 1G Amer- 
ican garden, $6.25 each, net. 


WIRE.—Call for fence wire is begin- 
ning to be noticed in some of the Twin 
City territory, although the demand is 
not great. Stocks are well filled, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $2.93 per 80-rod spool; painted hog 
wire at $3.13 per 80-rod spool; gal- 
vanized cattle wire at $3.13 per 80- 
rod spool; galvanized hog wire at 
$3.34 per 80-rod spool; smooth black 
wire, No. 9, $3.15 cwt., and galvanized 
smooth’ wire at $3.60 cwt., net. 


WIRE CLOTH.—Dealers are showing 
wire cloth, and have their stocks in 
good shape. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70 and alumi- 
num, 12 x 12 mesh, $2.10 per 100 ft., 
net, base, 


WRENCHES.—Sales are showing a 
slight increase, with stocks in good 
condition. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; Coes’ 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 








Aetna Screw Machine Assortment 


The Aetna Metal Products Co., manufacturer of screw machine products, 
1818-1832 Washington Avenue, St. Louis, Mo., is offering to the trade what is 
known as its No. 3000 Machine Screw Assortment, a neat compact container 
with 3000 machine screws, nuts and 
brass washers, and with oval, fillister, 
flat and round heads. There are brass, 
iron and nickel plated screws included. 

Two hundred and fifty sizes, 
lengths, heads and threads com- 
prising a screw for most any de- 
sired use are included in this 
neat assortment. There are for- 
ty-four small assortments, 
the sizes being separated 
and numbered fo replace- 
ment. There are four re 
movable tray boxes. 

The box is made of 
heavy cardboard and 
weighs 13 pounds. Size is 12 by 12 
by 1% inches. Five to 100 pieces 
of each size and kind of screw are contained 
in the assortment in lengths from % inch to 
two inches. 

This display assortment should prove adaptable for use on counter or in 
window. 
















number of well known and_ highly 
standardized lines, among which are Osh- 
kosh pumps and cylinders and the G, A. 
Libby line of barn equipment. 


Catalog No. 22 of Hudson Mfg. 
Co. Now Ready for Distribution 


The Hudson Manufacturing Co. 
Minneapolis, Minn., announces in this issue 


of Harpware Ace that its new catalog 
No. 22 is off the press and ready for dis- New Catalog Issued by George 











tribution. It is the most complete and up- 
to-date catalog the firm has issued, il- 
lustrating and describing in full its com- 
plete line of manufactured products. 
Since publishing its last catalog the 
Hudson Manufacturing Co., has added a 





Worthington Co. 


The George Worthington Co., Cleveland, 
wholesale hardware jobber, has just is- 
sued a new 220-page catalog of its elec- 
trical supplies and appliances and radio 


| equipment. 





Aluminum Goods Mfg. Co. 
Announces New Display Stands 


The Aluminum Goods Manufacturing 
Co., Manitowoc, Wis., has brought out 
the Little Giant Ten Cent Aluminum Dis- 
play Stand Deal, a newly designed display 
table comprising a selection of 360 pieces 
of small ware to retail at 10 cents each. 
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The outfit consists of 30 dozen: pieces, 
one dozen each of such various small 
items as saucepans, pudding pans, dough- 
nut cutters, egg cup holders, etc. 

The firm has also announced a supple- 
mentary stand, known as the Crackerjack 
Deal, which also consists of items to 
retail at 10 cents each, but in smaller unit 
packages, comprising 144 pieces. 
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Gas is made from Kerosene in a 


CONEW METHOD» 


BASE BURNING~ NO WICK BURNER 
at a cost of 60 Cents per 1000 cubic feet 
Burner started with Electricity 








NO ODOR NO DELAY 
NO CARBON NO CLEANING 
NO BLOWING OUT NO RENEWALS 





PATENTED 








Cookers Ranges Water Heaters 


Equaling the best Grade Gas Ranges in Construction, Finish, Operation and Durability 


Complaints and Servicing Are Practically Eliminated 
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Price less Tank $4599 
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Price $5699 | Price $17090 


WRITE FOR COMPLETE CATALOG AND DISCOUNTS 


THE NEW METHOD STOVE CO. MANSFIELD.O. 


Makers of Highest Grade Kerosene and Gas Ranges, also Radiant 


Heaters, all having exclusive Patented Improvements of Merit 
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Pittsburgh Announces New Resale 
Discounts on Bolts and Nuts 


(Pittsburgh office of HARDWARE AGE) 


fairly active, with the jobbers doing relatively better than 


| “sairy acti business, taking in both jobbers and retailers, is 


the retailers, since there is preparation by the latter against 
expected spring demands, which, of course, helps the movement of 


goods from the jobbers’ stocks. 


A better balance between the two 


classes of distributors will come with permanently mild weather 


and the consequent increase in retail sales. 


Price changes of the 


past week include the announcement of the new resale discounts on 
bolts and nuts, based on the new prices and discounts recently an- 
nounced by manufacturers; a slight reduction in some styles of elec- 


tric lamps and a revision in butts and strap and T hinges. 


The 


better grades of butts have been advanced about 10 per cent and 
strap and T hinges 5 to 10 per cent, small, plated butts and mis- 


cellaneous hardware remaining at recent prices. 


be better, the jobbers say. 


Collections could 


Pittsburgh being in the center of one of the important coal-pro- 


ducing districts of the country, there is much interest in the probable | 


sizes holding at former prices. 





effect upon general business of the suspension which began March | 
31, in the union mines of the district, as a result of the failure of 
the operators and the miners’ union to agree upon a new scale of 


wages. 


As is well known, the union wanted to continue the Jack- 


sonville scale, calling for a rate of $7.50 per day for day labor and 
$1.08 per 100 bushels for pick miners, while the operators wanted 
a sliding scale agreement that would make it possible for them to 
run the mines at costs that would permit them to meet competition 
of the non-union mines, paying wages 25 to 33 per cent less than the 


union seale. 


No serious shortage of soft coal is 
thought likely as a result of the clos- 
ing down of the union mines, nor will 
the suspension, since union mines in 
much less tonnage than those operated | 
on an open shop basis. Moreover, coal | 
consumers generally have prepared 
through heavy stocking of supplies to | 


The ‘possibility of higher 


re ported. 


prices and suggestions that an advance 


; | will be made in the next few weeks 
unemployment be greatly increased by | 


has been a strong stimulus to pur- 


; | chases. 
western Pennsylvania now produce | 


be able to get along without fresh sup- | 


plies for two to three months. 
as though the struggle between the op- 
erators and the union would be long 
drawn out, because the operators are 
determined this time that if they again 


It looks | 


sign up with the union it will be upon | 
a basis that gives them some control of 


their wages, which they did not have 
under the arrangement made at Jack- 
sonville in 1924, and made it necessary 
for them to sacrifice much of their 


business to the non-union mines, with | 


which they could not compete on costs. 


If the strike is confined to merely the | 


little | %” 
which became effective April 1. 


union mines there should be 
anxiety about ample supplies, but the 
fear is strong here that the union will, 
in its effort to force the hands of those 
who formerly signed the scale, make a 


BATTERIES.—Dry cell batteries con- 
tinue to move very steadily in this mar- 


ket. Prices are unchanged. Jobbers 
quote: , 
3roken Unit 
Packages Packages 
— EE eae. $1.05 $0.97 
a, Gee sivossccess Ee 3.30 
ah Se Sekeeesbos 1.22 1.14 
com, “Ge 2«3e6eexee 1.22 1.14 
a, wn Seeted<ske 1.40 1.30 
A i’ caeeweteea 2.62 2.44 
DE ORS Ct” 2.44 
OU Oe 3.17 
 _- errr .42 .3Y 
ee: ee .40 351% 
No. 6 dry cells, ignition type unit 
packages, 32%c. each 


Flashlight.—-No. 935, 944c. each; No. 
950, 91%4c.; No. 790, 18%c.; No. 705, 
28c.; No. 750, 18%c.; No. 751, 25c. 
Hot Shot.—No. 1461, $1.67: No. 
1662, $2.37. 
BOLTS, NUTS AND RIVETS.—Job- 


bers now are quoting bolts and nuts at 


6244 per cent off the new list of prices, 
Nuts 


and bolts now are sold by the piece, 
'under the old mode of quotation, the 
former having been sold on a pound 


strong effort to curtail production in | 


the non-union districts. 


AUTOMOBILE TIRES.—An exception- 
ally good movement of those brands of 
tires handled by the hardware trade is 





basis. Stove and tire bolts were not 
included in the revision of prices, but 
all other kinds of bolts now take the 
62% per cent discount. The recent 
change in rivet prices applied only to 





% in. and larger sizes, the smaller | 
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Job- 
bers quote: 


Boits.—All styles except stove and 
tire bolts, per 100 pieces, 62% per 
cent off list; stove®Polts 75 and 10 
per cent off list; tire bolts 40 and 10 
per cent off list. 
Nuts.—All styles 62% per cent off 
ist. 
Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 


BUILDERS’ HARDWARE.—tThe bet- 
ter grades of butts have been advanced 
10 per cent by leading manufacturers 
in a new list dated April 1, which also 
raises the prices of strap and T hinges, 
but makes no important changes in 
small plated butts or in the prices of 
the miscellaneous lines. The report 
about business is that it is fairly good. 
Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x ‘. in., $17 per 100 pair; 
3% in., x 3% in., $17.50; 4 in. x 4 in., 


Hinges.—Heavy strap, 6-in., $1.47 
per doz.; 8-in., $2.47; 10-in., $4.14; 
extra heavy, T, 6-in., $1.87 per doz. ; 
S-in., $3.18; 10-in., $4.48: light strap, 
with screws, packed one pair in a 
box, 3-in., $9. 27 per 100 pair; 4-in 
$11.20: light T, 3-in., $10.67 per 1006 
pair; 4-in., $12.60. 

Hasps.— Hinge, without screws, sin- 
gle dozen lots, 3-in., 
4$14-in., 76c.; 6-in., $1; 
%7ec. per doz.; 4%-in., 
$1.60. 

Garage Sets.-Swinging hinges, 10 
in., $2.50 per set. 


CARPET SWEEPERS.—tThere is satis- 
faction among local jobbers over the 
way this line is moving. They quote: 


Bissell’s Grand Rapids, japanned 
trim, $44 per doz.:;: nickel-plated trim, 
$48; Universal, $42: standard, $36; 
Junior, $36: Little Gem, $4; Sterling 
sweepers, $24 per doz. 


ELECTRIC LAMPS.—Slightly lower 
prices are noted in a revised price list 
dated April 1. 


FERTILIZERS.—tThis line, put up in 

small packages, still is active here. 

Jobbers quote: 
Old Gardner, 


doz.; 5-lb. pails, 45c. 
buckets, 70c. each. 


GALVANIZED WARE.—tThere is a 
good, steady demand for these lines, 
which jobbers quote: 


Washtubs.—With wringer attach- 
ment, No. 22, $8.50 per doz.; No. 23, 
ty without Mee attachments, 

2, $7.75; No. 3, 

x” * —W ater, 12 at., 

14 qt., $3; fire, 12 qt., 


$1.14; 6-in., 


1-lb. cans, $2.05 per 
each; 10-lb. 


$2.65 per doz.; 
$4; cement, 14 


qt., $10; chamber, 10 at., $7.20; 12 qt., 
$8; well buckets, 10 qt., $4. 1" 
8 ag ag Pans.—No. 2, $4.50 per 


doz.: No. $6: No. 4, $750 

Rang Cans. —Cans with lids, - - 
gts fy No. 1, $3 each; 7 2, $3.5 
No. 3, $4: Hercules, No. 171, $3: a 
181, $3.25: No. 191. $3.60. 


GARDEN AND LAWN SUPPLIES.— 
The period of active demand is here, 
but the retail movement is not as brisk 
as yet as that from the jobbers’ stocks. 
Jobbers quote: 


Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.: bowed 
garden rakes, 14-tooth, $9 per dozen; 
spading forks, $10.80 to $21 per 

(Continued on page 112) 
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Guaranteed Goods 
advertised in Re 
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LEADING MERCHANTS 
UsE THIS SEAL TO 
MAKE BETTER SALES 





Nearly everyone knows Donaldson’s, the great de- wares shop in town. Simply check your stock 
partment store of Minneapolis. Surely, they ought against Good Housekeeping’s advertising pages. 
to know what’s good for business if anyone does. See how many of these items you carry. Then 


feature them in a special display. Advertise 
that you specialize in “Tested and Approved”’ 
merchandise —that you believe in selling guar- 
anteed satisfaction—and women will soon look 


As you can see from their letter, Donaldson’s 
are specializing in housewares ‘“Tested and Ap- 
proved by Good Housekeeping.” Like many 
other merchants, they have learned that this Seal 
makes better sales. Millions of women know this 
Seal is found only on reliable merchandise guar- 
anteed by Good Housekeeping. They do not 
hesitate to buy such articles. 


to you first for their wants. 


If you want to prove it, ask a good customer 
—someone whose opinion you can respect — 
“How much faith have you in Good House- 
You can profit by this Seal, too. You can use it keeping’s Guaranty? What does the Seal of 
to make your establishment the leading house- Approval mean to you?” 


GOOD HOUSEKEEPING 


CHICAGO BOSTON NEW YORK SAN FRANCISCO 
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Spring Trade Improving in Cleveland 
Market District—Collections Are Spotty 


(Cleveland Office of HARDWARE AGE) 


PRING trade has shown more life the past few days and on the 
whole is fair, although the volume of jobbers’ sales in March 
was not up to that in the corresponding month of last year, 

which was an exceptionally good month. Seasonal merchandise for 
spring is quite active and this is stimulating sales of more staple 
lines. Retailers report a fair gain in business over the early part 


of March. 


Among seasonal lines poultry supplies are moving in heavy volume 
and brooders are still active. Fertilizers are also still in good de- 
mand. Jobbers report fair sales of fishing tackle, but other sport- 
ing goods are still moving rather slowly. Tire sales are good. No 
important price changes are reported. 

General conditions in the Central West show an improvement, al- 
though there is still some unemployment in the manufacturing cen- 
ters. The automotive industry is going strong and all the leading 
car builders, with the exception of two Detroit plants, are reported 
to be turning out more cars than at this time a year ago. 

Collections are spotty, being fair in some sections and bad in 
others. As a whole they cannot be said to be very good. 





ALABASTINE.—The seasonal demand 
continues very active. 


Cleveland jobbers quote alabastine 
at 15 cents per Ib. for white and 16 
cents per Ib. net in 5-lb. packages 
subject to a 35 per cent discount for 
less than case lots; 40 per cent for 
case lots and 45 per cent for 20 cases 
and over. 


AUTOMOBILE TIRES AND ACCES.- 
SORIES.—tTires continue to move in 
good volume. There is still some talk 
of a price advance. Accessories are 
showing a little more life. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland: 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
size, $8.75; 32 x 4 in, Liberty cord, 
$11.15; heavy duty oversize, $21.25; 
balloon tires, 27 x 4.40, $9.15; 29 x 
4.40, $9.65: 30 x 5.25, $15.95: 32 x 6, 
heavy duty, $22.50; 32 x 6.20, heavy 
duty, $26.75; tan tubes; 30 x 3%, 
$1.60; 32 x 4, $2.50; 34 x 4%, $3.10; 
balloon tire tubes, gray, 27 x 4.40, 
$1.80: 29 x 4.40, $1.85; 30 x 5.25, $2.50; 
32 x 6, $3.10; 32 x 6.20, $3.50. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100 and 4lic. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 100. 


AXES.—Sales are rather light. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.: double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 ‘Ib. additional 
weight inerease. 


BINDER TWINE.—Jobbers are start- 
ing to make shipments to retailers and 
continue to take a fair volume of busi- 
ness. 

Cleveland jobbers quote binder 
twine at $6.48% per 50-lb. bale Cleve- 
land and $6.37% Chicago and North 
Plymouth, Mass. Auburn, N, Y., has 
to eliminated this year as a basing 
point. 





BATTERIES.—Sales of radio _bat- 
teries, which have been very satisfac- 
tory since the first of the year, have 
shown considerable falling off recently. 
Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 
B and C radio eee 


Tnit Broken 
Packages Lots 
ye $1.14 $1.22 
NE ee 1.30 1.40 
4 errr. 2.44 2.62 
ah. Ue  scessveuenesss eee 3.40 
N sak ah ceil Sak talc tio a 3.58 


0. 486 : f 
Dry cell A _ batteries, No. 7111, 
35%c. in standard packages, 40c. 
in broken lots, Columbia igniter dry 
cell batteries, 32%c. in standard 
packages, 36c. broken lots. 


BOLTS AND NUTS.—Although new 
price lists became effective April 1, 
local jobbers for the present will, con- 
tinue to quote the old discounts. Large 
bolts are moving well in view of the 
fact that these will be higher under the 
new price lists. Jobbers have not yet 
decided what they will quote as their 
new discount, but some of the manu- 
facturers are quoting 62% per cent to 
their small trade, and it seems probable 
that jobbers’ prices will be established 
at close to that basis. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 10 per cent off list: small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list; hot pressed nuts, $6.90 off 
list; small rivets, 65 and 5 per cent 
off list. 


CORRUGATED ROOFING.—A fair 
seasonal demand has developed. Prices 


are unchanged. 


Cleveland jobbers quote No. 28 
gage 1%4-in. corrugated roofing at 
$4.01 per square f.o.b. Pittsburgh. 


FERTILIZERS.—The demand is still 
very good. 


Jobbers quote f.o.b. Cleveland: Old 
Gardner, 1 Ib., 17 cents; 5 Ib., 45 





cents; 10 lb., 70 cents; 25 Ib., $1.40; 
50 Ib., $2.45; 100 Ib., $3.85. 


GARDEN HOSE.—While some early 
shipment orders are coming out the 
demand is not heavy, as a good many 
retailers bought some time ago. 


Cleveland jobbers quote standard 
5-in. double braid molded hose at 
9%c. per ft.; the same in higher 
grade, 10%c. per ft.; standard %-in., 
lle. per ft. 


GLASS BAKING WARE.—tThis re- 
cently experienced a lull, but is now 
more active. 


Jobbers quote f.o.b. Cleveland: 

Casseroles.—Round or oval, 1 qt., 
$1.17; 2 qt., $1.33; 2% aqt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 

Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67c. 

Bread Pans.—No. 212, 60c.; No. 214, 


Cc. 
Utility Dishes.—No. 231, 67c.; No. 
2, $1.17. 


Tea Pots.—2-cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


GRASS HOOKS AND SHEARS.— 
These items are now moving well. 
Cleveland jobbers quote: 


Grass Hooks.—Little Giant, $5 per 
doz.; Village Blacksmith, $4.50 per 
doz.; Forest City, $4 per doz.; Clear 
Cut, $5 per doz.; 25 cents per doz. 
extra for broken lots. 

Grass Shears.—No. 1, $2.85 per doz.; 
No. 2162, $3.25 per doz.; No. 1269, 
$5.50 per doz.; Pexto, $8 per doz. 


HINGES.—Following the recent ad- 
vance by manufacturers, jobbers have 
marked their prices up about 20 per 
cent. Cleveland jobbers quote: 


Heavy strip hinges, 6-in., $1.20 per 
doz.; 8-in.; $1.80 per doz. Extra heavy 
T hinges, 6-in., $1.52 per doz.; 8-in., 
$2.60 per doz. 


HOSE REELS.—tThese continue to sell 
well. New prices have been announced. 
Cleveland jobbers quote all metal reels 
with galvanized drum at $18 per doz. 
for the plain reel and $21 per doz. for 
reel with ratchet. 

ICE CREAM FREEZERS.—tThese are 
in steady, but not heavy, demand. 


Jobbers quote f.o.b. Cleveland or 
factory with freight allowed t) des- 
tination on 12 or more as follows: 
White Mountain, 2-qt., $5.65 each; 
4-qt., $8.25 each; 6-qt., $10.45 each; 
8-qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2-qt., $5.50 each; 4-qt., 
$8 each; 6-qt., $10 each; 8-qt., $13 
each; subject to a 55 per cent dis- 
count. 

Blizzard, 2-qt., $5.50 each; 4-qt., $8 
each; 6-qt., $10 each; 8-qt., $13 each, 
subject to discounts of 55 and 7% per 
cent. 

Acme, 2-qt. in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz. 


INCUBATORS AND BROODERS.— 

Brooders are still in fair demand, but 

the incubator season is about over. 
Cleveland jobbers quote incubators 


and brooders at 35 per cent off list 
f.o.b. factory. 


NAILS AND WIRE.—The demand has 
improved, but is only moderate. 


Jobbers quote as follows from 
stocks: 

Nails.—Less than car lots, $2.90 per 
keg; No. 9 galvanized wire, $3.35 per 
100 Ib.; No. 9 annealed wire, $2.90 per 
100 Ib.; cement-coated nails, $2.90 per 
100 lb.; polished fence staples, $3.60 


Reading matter continued on page 98 
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A small-space advertisement that will bring hand. 
some returns when run in your local paper 


For Mother’s Day: + 
useful gifts express true thoughtfulness 


ONE DAY of all the year when everyone is giving presents 
to the housewife is May 8th—Mother’s Day. 

This gift season is an especially timely one in whicn to 
feature *PYREX ovenware. 

For, in PYREX ovenware many husbands, sonsand daugh- 
ters recognize a gift that reflects the true spirit of Mother’s Day. 

PYREX dishes bring women a new joy in favorite recipes 
more deliciously cooked—a new pride in meals more 
daintily served. And PYREX ovenware is a thoughtful 
gift that actually lightens the housewife’s work. 


To help you attract this profitable trade to your store, an 
advertisement has been prepared for your local paper. Electro will 
be sent free on request. 


CORNING GLASS WORKS 
PYREX Sates Division 
Corning, N. Y., U.S. A. 





‘Trade-mark Reg. U. S. Pat. O%. 
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per 100 |lb.; galvanized fence staples, 
$3.85 per 100 Ib. 

Barbed Wire.—Barbed wire stock 
shipment, Lyman, 4 point, $3.20 per 
80-rod spool. Hog wire, $3.45 per 80- 
rod spool. ; 


OIL AND GASOLINE STOVES.— 
These are moving quite well for spring 
shipment. 


Jobbers quote f.o.b. Cleveland: 

Oil stoves, Nesco, No. 212 2-burner, 
$11.85 each; No. 215, 3-burner, $14.60 
each; No. 214, 4-burner, $18.60 each; 
Harvard 2-burner, $11.75 each; 3- 
burner, $14.75 each; 4-burner, $18.85 
each; Harvard range, $48. 

Gasoline stoves, Nesco, No. 82, 2- 
burner cook stoves, $18.80 each; No. 
83, 3-burner, $23.25 each; No. 84, 4- 
burner, $40.65 each; No. 840 gasoline 
range, $53.25 each. 


PAINTERS’ SUPPLIES.—Manufac- 
turers have reaffirmed present prices 
on white lead. Turpentine has further 
declined. Painters’ supplies are mov- 
ing quite well for early shipment. 


Cleveland jobbers quote as follows: 
Mixed paints, regular shades, best 
grade, $2.90 to $3 per gal. in 1 gal. 
cans. Outside white, $23 to $3.15 per 
gal. in 1 gal. cans. 

Turpentine in bbls., 86%c., less than 
bbl., $1.01% per gal. 

Linseed oil in bbls., 95c.; less than 
bbl., $1.10. Boiled, 3c. extra per gal. 
White lead in 100.lb. kegs, 14'%c. 
per Ib.; in 60 and 25 Ib. kegs, 14%c. 
.: in 12% Ib. kegs, 15c. per 
ib.; in 500 Ib. lots, 10 per cent dis- 
count; other prices are net. 


POULTRY NETTING 
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per 100 sq. ft.; 14-mesh galvanized, 
$2.45 per 100 sq. ft.; 16 mesh, $2.75 
per 100 sq. ft.; bronze, 14 mesh, $9.50 
per 100-ft. rolls; 50-ft. rolls, 10c. ad- 
ditional. Poultry netting galvan- 
ized after weaving, 50 and 7% per 
cent off list; galvanized before weav- 
ing, 50, 10 and 7% per cent off list. 


POULTRY SUPPLIES.—Sales of near- 
ly all items are still heavy. 


Jobbers quote f.o.b. Cleveland:. 8- 
hole round chick feeder, 80c. per doz.; 
12-hole, $1.60 per doz.; 8-qt. Delphos 
galvanized feeders, $9.60 per doz.; 12- 
hole Delphos feed troughs, $1.60 per 
doz.; 18-hole, $2 per doz.; 24-hole, 
$2.50 per doz. Strap handle wall 
fountain, 2-qt., $7.50 per doz.; 4-qt., 
$8 per doz.; 8-qt., $11 per doz. Del- 
phos bottom fill fountain, 1-qt., $2.50 
per doz.; 2-qt., $3.15 per doz.; 4-qt., 
$3.75 per doz. Delphos thermic foun- 
tains, 2-gal., $2.30 each; 3-gal., $2.60 
each; 5-gal., $3.30 each. 


PREPARED ROOFING.—The demand 
shows a little more life than recently. 


Cleveland jobbers quote light as- 
phalt roofing at $1.10 per roll; 
medium, $1.30 per roll; heavy, $1.55 
per roll. 


PRUNING SHEARS AND SAWS.— 


| There is an active demand for shears 


; 


i 
| 


AND WIRE> 


CLOTH.—The demand at present is | 


confined mostly to pickup orders. 
Prices are being well maintained. 
Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100° sq. 
ft.; 12-mesh galvanized, $1.95 to $2 


Brookins Two Gallon Crank 
Case Filler 


A new two gallon crank case filler, 


| 
| 


| 


for shrubbery. Seasonal buying for 
other work is pretty much over. 


Cleveland jobbers quote: 

Pruning shears, Clearcut No. 1004, 
$11.50 per doz.; Pexto, R85, $20 per 
doz.; No. 50, $6 per doz.; No. 0, 
3.75 per doz.: Wiss, No. 109, $28 per 
doz.; tree pruners, Handy Andy, 
$12.50 per doz.; No. 5402, Clyde, $25 
per doz.; No. 3 Disston Bulldog, $23.25 
per doz.; hedge shears, Disston, 8-in., 
$1.75 each; 9%-in., $1.90 each; 10-in., 
$2 each. 


ROLLER SKATES.—Spring sales have 
been heavy and orders are still quite 
plentiful. 
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Jobbers quote f.o.b. Cleveland: No. 6 
Union skates, $1.55 ea.; Nos. 4 and 5, 
$1.42 ea.; No. 3, 75c. ea. 


ROPE.—tThere is fair demand for rope 
for immediate shipment. Prices are 


unchanged. 

Cleveland jobbers quote best grade 
of manila rope at 24%c. per lb. for 
factory shipment and 25c. per Ib. for 
stock shipment; sisal rope, 15%c. per 
lb. for factory shipment and léc. for 
shipment from stock; fodder twine, 
21 oz. and coarser, llc. per Ib. 


STEEL SHEETS.—While the demand 
is fair, it is not quite as heavy as might 
be expected at this season of the year. 
Prices are unchanged. 


Cleveland jobbers quote out of 
stock: No. 24 galvanized sheets, $4.50 
per 100 Ib.; No. 24 black sheets, $3.65 
per 100 Ib.; No. blue annealed 
sheets, $3.25 per 100 Ib. 


STOVE BOARDS.—Orders for fall 
shipment are light. 


Cleveland jobbers quote: Wood 
lined stove boards, 30 x 30 in., $18.40 
per doz.; 33 x 33 in., $21.70 per doz.; 
paper lined, 28 x 28 in., $8.40 per doz.; 
30 x 30 in., $9.90 per doz.; 32 x 32 
in., $11.75 per doz. 


STOVES.—Several manufacturers have 
reaffirmed prices on gas heating stoves 
and on coal heating stoves and ranges. 


SWEEPERS.—Orders are fair, the vol- 
ume of business being about normal 
for this season of the year. 


Cleveland jobbers quote: Bissell 
Standard japanned sweeper with plain 
bearings, $36 per doz.; Grand, with 
ball bearings, japanned, $60 per doz.; 
Universal, japanned, with ball bear- 
ings, $42 per doz. 

Toy carpet sweepers: Little Helper, 
$2 per doz.; Little Gem, $3.75 per 
doz.; Little Jewel, $10 per doz.; The 
Junior, $16 per doz. 





popular priced aluminum percolator.  In- 


stead of the usual single opening at the 


equipped with a flexible metal hose, has | 
recently been brought out by the Brookins | 


Manufacturing Co., Dayton, Olio. 





It is made of heavy terneplate in cop- | 
per finish, and is the result of many re- | 


quests to the concern for an accurate two 
gallon measure. 


ee 


New Waage Percolator 


The Waage Electric Co. 5100 West 
Ravenswood Avenue, Chicago, IIl., an- 


| 


nounces the addition to its line of elec- | 
trical appliances of a new design in a_ 


top of the pump, a series of minute holes 





around the upper end sprays the perco- 
lating liquid, a process which is said to 
use less coffee and at the same time extract 
the full flavor. The unusual shape of the 
base of the tube also permits its being in- 
verted and used as a kitchen funnel. 


Armstrong Brothers Tool Co. 
Issues New Catalog No. P-10 


The Armstrong Brothers Tool Co., Chi- 
cago, Ill., has announced the publishing 


of Catalog P-10, descriptive and illustra- 


tive of its complete line of high-grade 
stocks and dies, pipe cutters, pipe vises, 
chain pipe tongs and pipe wrenches. 

The hook is printed on quality paper 





and is of a convenient pocket size. It con- 
tains 24 pages and covers, and should make 
a valuable addition to the hardware mer- 
chant’s reference library. 
Card for Moore White Enameled 
Cup Hooks 

The Moore Push-Pin Co., Wayne Junc- 

tion, Philadelphia, Pa., has announced a 


card packing to hold securely a number 
of its White Enameled Brass Cup Hooks, 


rh 









5 for 10° 





a 
White Enameled (Brass) 
Moore Cup Hooks 

















preventing them from dropping off the 
card and also facilitating display of these 
hooks on the counter or in the window. 

The card holds five White Enameled 
Cup Hooks, and a reproduction of one of 
these new cards appears in connection with 
this article. Dealers should find this new 
item a ready seller during the spring and 
summer months. 
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“Fi ine Feathers” make fine birds— 


‘ So the old saying goes. Certainly Bissell’ s “Fine Feathers” 
display will contribute much toward a fine window trim. {Ut 
will make a rich, colorful yet dignified nucleus and atten- 
tion getter for any merchandise showing with which a Bis- 
sell Sweeper may be included—rugs, furniture, household 
utilities. 

Shut your eyes and vision this—silhouetted against a deep 
velvety black with a circle of petal pink, a gorgeous bird 
of sky-blue, vivid yellow, violet and gold; the flower pend- 
ants in pink and violet and green—all in a frame of antique 
polychrome gold. That is the “Fine Feathers” display. 


Its bright colors breathe the freshness of spring with its 
appeal for home renovation and refurnishing. 
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Mailed gratis, but only on request, to 
merchants who sell Bissell Sweepers 


BISSELL 


CARPET SWEEPER CO., GRAND RAPIDS, MICH. 


Carpet Sweeper 


<= Pi tl New York City Office and Export Dept., 46 West Broadway 
Hi 
§ Oldest and Largest Sweeper Makers 
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About 39 inches high and 25 inches wide 











An ENDURING FINISH 


On a Permanent Base 
RINGCOo Bathroom Fixtures have an enduring 


B ATH ROOM heavy, nickel finish on a permanent base of Solid 
The RINGS? Line is one that you can rec- 





Brass. 
ommend to your most particular customers. The 


FIXTURES quality of these fixtures has caused their in- 


stallation in the finest homes. 

If you want the extra profits that are available 
when you sell fixtures of extra quality you'll do 
well to stock RINGO Fixtures—the kind that can’t 
wear out. Send for our large catalog. 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 
BRANCH OFFICES: NG 


New York, 2 Hudson St. Chicago: No. 29 E. Madison St. 
San Francisco, 116 New Montgomery St. Boston, No. 170 Summer St. 
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From 
Dainty 
Chiffon 





Kitchen 


Work 
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There is a BOKER Scissor 


or Shear 
for Each Particular Use 


NAIL SCISSORS 
CUTICLE SCISSORS EMBROIDERY SCISSORS 
DRY GOODS SCISSORS 
POCKET SCISSORS BUTTON HOLE SCISSORS 
CHIFFON SCISSORS 
MODISTE SHEARS 
BARBER’S SHEARS 
LIBRARY SHEARS CLOTH SHEARS 
KITCHEN SHEARS 


SILK SCISSORS 


And Our National Advertising 
Broadcasts Their Fame 


to millions of American women. The 
progressive merchant who displays the 
Boker line not only gains more scissor 
customers, but sells more scissors to 
each customer. 


H. BOKER & CO., Inc., 101-103 Duane St., New York City | 


Makers of the Celebrated ‘Tree Brand” 
Pocket Knives, Shavette, Carvers, Razors, etc. 











everotain 


The Better Stainless Steel Cutlery 





Sharp 
as well as 


Stainless 





No. G-4600 +s,.0a ehoild Knife Display—i each 8” Knives 
whitewood handles, 7” knives Cocobolo handles, and 7” 
knives Ebony handles. Packed 1 doz. Knives in container 
box with display tray holding 6 knives. 


THE ONTARIO KNIFE CO. 
Franklinville, N. Y. 


























CHRADE ()AFETY 
Push Button knife 


No Breaking of 
Singer na 41s 


_ Safet 
Fel: ted 


Sure to sell on sight. 

Absolutely safe in pocket end in use 
For convenience you cant Deat 1. 

) is operated with one hand. 
The safety Citet Mele a ¢ Marl Mel haley 


y 
ou can ae Valelacetemne) Me atteles tank 


Schrade Cutlery Co. 
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CUTLERY 








MERCHANDISING IDEAS «+ : 


NEW ITEMS 








Do You Know Names 
of Various Knife Blades? 


OW many styles, shapes and trade 
names of knife blades can you iden- 
tify? It is important for you and every 
retail hardware salesman selling cutlery to 


recognize these blades at first glance and | 


appear to have some familiarity with the 
trade names of the blades. 


tion reproduced through the courtesy of 
Schrade Cutlery Co., Walden, N. Y., gives 
you a guide chart from which you can 
readily study and learn a few facts on 


the various available knife blades. Some 
of course may be obvious by their shapes 
but many of the examples may fool you. 
Look them over, learn them and show this 
chart to all of your salesmen who will be 
selling cutlery. 


American Cutlery Exports 
Exceed Imports by $1,735,806 


XPORTS of American cutlery for 
October and November, 1926, ex- 
ceeded imports of cutlery into the United 
States by the wide margin of $1,735,806, 
according to recent Department of Com- 
merce figures. Exports for that period 





This illustra- | 
| AYLOR HARDWARE CO., Sidney, 








were $2,022,619 and imports for the same 
time were $286,813. The compilation in- 
cludes razors and parts of razors, scissors, 
shears and shear blades, pen, pocket and 


| clasp knives, etc., and other miscellaneous 
| cutlery items. 





Wax Fruit Helps Sales of 
Stainless Steel Items 


Ohio, has a fine sales appeal in its 





| 


| 
| 
| 
| 
} 


method of displaying stainless steel cut- | 


lery. Wax grapefruit, lemons 


display table with several knives and forks 


and | 
oranges are put in the window or on a. 


of stainless steel partly injected into the | 


wax pieces. 
made very realistic today and presents the 
chief selling point of stainless steel in a 
most graphic manner. 
next cutlery display. 


The fruit has long life, is | 


Try this in your | 
Taylor Hardware | 


Co. has greatly increased its sale of stain- | 
less table ware and kitchen cutlery by this | 


effective display idea. 


store. 





Use Jeweler’s Tray Idea 
in Your Cutlery Dept. 


HEN you inspect rings, watches, 

pins, etc., at the jewelry store the 
jeweler carefully places his wares on a 
velvet pad or velvet lined tray. He actu- 
ally breathes respect and admiration for 
the trinkets he offers to sell and you, the 
prospect, become imbued with the same 
feelings. Most of his lines are more 
ornamental than useful, but he appreciates 
the merchandising appeal of the tray. In 
your cutlery department you can and 
should use this pad or tray idea. Pocket 
knives, razors, cutlery, table ware and 
other items in this department are inter- 
esting, good looking, easily displayed and 
all are very useful and necessary. The 
pad or tray need only be about 10 in. 
square and may be kept on the top of one 
of your cutlery show cases. Felt is often 
used but velvet has a richer effect offering 
an attractive contrast to the shiny cut- 
lery. Many manufacturers will furnish 
you with demonstration or display pads 
but in the event you cannot obtain one 
from a menufacturer you can easily pro- 
cure the necessary material from a local 
dry goods store and make your own tray 
or pad. 


You can obtain the | 
wax fruit in a local stationery or favor | 











Teach Your Customers 
to Sharpen Knives 


EW laymen understand the proper way 
to use the conventional type of house- 
hold knife sharpener, and probably some 
retail hardware salesmen selling this ac- 
tive item are not familiar with the sim- 


| plicity and efficiency with which this type 
| of sharpener works. Through the courtesy 


H., we are 


of Pike Mfg. Co., Pike, N. 





reproducing this illustration giving graphi- 
cally the stroke most efficient to tune up 


a carver or similar type of household 
knife. That is takem from this company’s 
instructive booklet, “How to Sharpen,” 


in which are the following instructions: 

Hold the sharpener in the left hand, 
with the point upward, the handle protects 
the hand so that one may swiftly sweep 
the blade downward, first on one side, then 
on the other, with the edge foremost. 
Hold the blade against the stone with the 
back of the blade slightly lifted to give 
the right angle on the bevel. Always 
start each stroke at the heel of the blade 
and sweeping down diagonally, cover the 
entire length of the edge from heel to 
point in each stroke. Do not use too 
much pressure. 

Practice this yourself, you will quickly 
develop the knack and can easily teach 
your customers how to use this type of 
household sharpener. They are entitled 
to this help and will appreciate your in- 
terest. 





102 


HARDWARE AGE 





April 7, 1927 


Sharpening Hints to Pass Along 


N my previous article, I wrote 
that | would take up the mat- 
ter of honing pocket knife blades. 
are given by many 


I 


Instructions 


manufacturers on the wrappings of 
their pocket knives, but this, as pre- 
viously noted, seldom gets to the 
ultimate buyer, user or “consumer,” | 
and is rarely read by the actual seller. | 
The blade should be held firmly to | 
great 


the hone (but no 





Sharpening a Chisel 


should be used), the back of the 
blade held up at an angle of about 
20 degrees—almost as if it was the 
intention to cut into the hone, draw 
the blade the-length of the hone from 
heel to point, from right to left, turn | 
the blade over, maintaining the same 
angle, and draw the blade from left to | 





Sharpening a Plane Iron 


right. So many people hold the blade 
flat on the stone and thus produce a 
paper or feather edge that will 
“wire,” turn over or chip very easily. | 





HIS model cutlery room 

is used by Wimberly & 
Thomas Hardware Co., Bir- 
mingham, Ala. measures 10 by 
30 feet. Shelving and cup- 
boards are painted light green. 
Rear of the room is devoted 
to Remington pocket cutlery, 
novelty cutlery, shears and 
scissors, razors, hones, strops, 
butcher knives and household 
knives. The tables in the center 
display pocket cutlery. The 
front of the room is devoted 
to silverware. Chas. Griffin 
has charge of this department 
and is responsible for this fine 
cutlery room, which has doub- 
led cutlery sales. It pays to 
keep departments attractive. 


pressure | 


Curiously enough carpenters are much 
in evidence in making this mistake. 
If they would only apply the same 
principles in sharpening a knife blade 


as they do in putting an edge on a'! 





chisel or plane iron, they would ob- | 


tain better results. 


There is scarcely any other tool | 
or article that is so misused or abused | 


as the pocket knife (second place be- | 


ing given to the household scissors | 


or shears ). 


We want to turn a screw, | 


perhaps try to pry open a box, open | 


or torce back a bolt, a window catch 
or spring lock—there being no screw- 
driver handy. We try to cut a heavy 
card with a pen blade—in fact use 


knives for purposes for which they | 
For instance, | 


were never intended. 
in a cattle knife made with a speying 
blade, which should be ground slight- 
ly hollow, same as a corn knife, bud- 
ding blade and some erasers—this is 
quite likely to be used to cut plug 
tobacco or some such unsuitable pur- 
pose. With regard to speying blades, 
which interests the western trade more 
particularly—these knives should be 
made up as for that purpose only, a 





single blade (or two for the same pur- | 
pose), and in such a way that they | 





Method of Sharpening Bevel Edge 


can be sterilized like a scalpel or 
chiropodist’s knife. No manufac- 


to learn to hone a blade “steel,” a 
carver or butcher knife, or strop a 
razor is from practical demonstrations 
and practice. Writing the instruc- 
tions is very like a man direct- 
ing a stranger to a certain place in a 





Honing a Pocket Knife 

city. Lo the person directing, know- 
ing the surroundings, his instructions 
seem very explicit, but the person di- 
rected does not find things work out 
quite so easily. 

The chief object I have in writing 
in these columns is to create an in- 
terest in better cutlery among buyers 
and salespeople, so that they can point 
out the superiority of better finished 

















Honing Straight Razor 


_articles over just the ordinary way 


a 


turer can overcome all the troubles 
that arise from misuse—they all en- | 
deavor to temper their blades to a) 
degree that will stand up for reason- | 


able usage. 


The best way, of course, | 


pocket knives, table cutlery, etc., are 
put together, appreciate and under- 
stand the different grades of finish, 
the advantage of sunk blades over an 
ordinary jointed knife with the tang 
sticking up above the scale and so on. 


These cuts are reproduced through cour- 
tesy of Pike Mig. Co., Pike, N. H. 
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Cutlery display case in the store of the Centra! Hardware 


Co., Nashville, Tenn. Inset: O. B. Hardiman. 


Monday, O. B. Hardiman 
Sells Cutlery to Butchers 
and Others 


VERY Monday morning O. B. Hardiman, one of 
the partners in the Central Hardware Co., Nash- 
ville, Tenn., visits the butcher stores and public 

markets selling cutlery. The business was started in 
March, 1926, and in the first six months Mr. Hardiman 
had sold more than $500 worth of butcher knives and 
steels to meat dealers in Nashville, Tenn. He shows 
them samples, quotes a price, takes the orders and de- 
livers next day for cash. Twine cutters and special 
knives and scissors for other retailers have also con- 
tributed to the business of the firm’s cutlery department 
but are not included in the $500 mentioned. The cutlery 
department, consisting of a single conventional size and 
style show case is up front. It is the first department 
you see when entering the store. 

Two shelves and the inside base covered with green 
felt display three divisions of the cutlery stock. The 
base shows butcher, kitchen and other heavy-duty 
knives and steels. The middle shelf has scissors, shears, 
putty knives, some tableware, hair clippers, etc. The top 
shelf is devoted to pocket knives and razors and razor 
blades. The last named are sold at full list price, and 
business is good. In the same six months Hardiman 
has sold more than 4000 pocket knives. 

Naturally cutlery selling has become quite a hobby 
with Hardiman, who also handles the firm’s window 
displays. His two partners are J. J. Dannaher and F. S. 
Green. Some years ago Mr. Dannaher was in the hard- 
ware business in Anaconda, Mont., at the same time as 
Llew S. Soule, editor of HARDWARE AGE, was in the 
business in that town. 

The Central Hardware Co. is a very modern store, 
with complete metal shelving and only one show case— 
the cutlery case. Down the center of the store you find 
six open display tables with each compartment displaying 
some necessary hardware article. A price card in a neat 
metal rack tells the prospect the price and the name of 
the item. The wall panel displays were well assorted, 
neat and not overcrowded. 
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/ yp FOR 


EVERY HOME ‘la 
Sells on Sight i 


FINE QUALITY AND FINISH 
MADE IN POPULAR S/ZES 


A CARDED ASSORTMENT OF Own” 
SHEARS. A STANDARD NUMBER 


No. J?! 


THE ACME SHEAR CO. 


Bridgeport, Conn. 
WUT 
Tt 

















st fa CA tl 


Get this EXTRAORDINARY Value for your next 


DOLLAR DAY 


THE WORLD BEATER, 
WHIPPER 482? MIXER $ 00 
- to Sell Profitably at 


pecially Priced °82 Doz-3%10Day 


THIS remarkable offer is made to introduce The WORLD 
BHATER—WHIPPER and MIXER, and enable you to give 
the greatest DOLLAR DAY VALUE ever presented. The 
WORLD BEATER—WHIPPER and MIXER is an _ indis- 
pensable household utensil that beats eggs, batters, dressings, 
gravies, whips cream, mixes drinks, ete. Operates fromt, 


water power of kitchen faucet. Endorsed by 
Modern Priscilla Proving Plant, Tribune Insti- 
tute and many other authorities Quality and 


construction guaranteed. 

Sanitary, Practical, Economical 
Absolutely rust-proof and fool-proof. Nothing to 
get out order, will last a _ lifetime. Uses 
standard mason jar or can be used with bowls, 
pots, or pans. ‘Thousands now in use giving great 
satisfaction. A real necessity in every home. 

Special Introductory Price—Y, Cross 
$50.93 (Net) 
Sold Only in % Gross Lots or More at This Price 
Think of it! Only Tle. (Net) each for this 
wonderful Whipper, Beater, and Mixer, which 
gives you the greatest DOLLAR DAY SELLER 
imaginable. Always sells at $1.75 and $2.00. 
ORDER TODAY and “(feature The WORLD 
BEATER for next DOLLAR DAY. 


Use This Coupon for Your Order 


The WORLD NOVELTY CO. H.A. 
Elgin, Ill. 
Please send us at once 


Eee 





Gross WORLD BEATERS at 
CREAM REMOVERS at 


a2 ece8ee2eees 

















104 HARDWARE AGE April 7, 1927 










ARVADE 


HARDWARE 
a4 TOYS 





——_ 


No. 1 Arcade 
Flour Mill 





HERE is a ready market for a Flour Mill that 

can be successfully used in the modern home. 
_.. .Lhe Arcade No. 1 Flour Mill will serve all re- 
quirements, producing perfect flour from small 
grains. There are no complicated parts to get out 
of order—construction is simple and sturdy. Ad- 
justable grinding burrs, for coarse or fine grind. 
Mill can be clamped in any convenient place. It is 
packed in a heavy corrugated fibre carton, assuring 
delivery to your customers in perfect condition. 





(mentee & a 
*OUSEKEr PING MAC 


NATIONAL ADVERTISING ON 
ARCADE CRYSTAL COFFEE MILLS 
WILL INCREASE YOUR SALES! 


Our national advertising on Arcade 
Crystal Coffee Mills will boost your 
sales! To over a million and a half 
readers, Good apt sees is car- 
rying a message that will bring you 
actual sales not only to your old 
customers, but new ones as well. 
For three months — February, 
March and April—this advertising 
will be directed to your buying 
public. Order your stock of Crys- 
tal Coffee Mills now! 





The No. 4 Arcade Crystal Coffee 
Mill is the best and most convenient 
means for grinding coffee. This mill 
is finished in white, blue or black 
enamel. Easily attached; quickly 
and readily adjusted to any grind : 
desired, No. 4 Crystal 

Coffee Mill 





Write us for catalog. Ask your jobber for prices. 


Arcade Manufacturing Company 
Freeport, Illinois 














A Dog Show Stimulates Winter 
Business 
(Continued from page 65) 


in the foreground as the logical Elmira headquarters 
for dog goods. 

Commenting on the recent dog show S. Edward Rose, 
president of the firm says: 

‘We were in a position to put on this show inasmuch 
as the fourth floor of our building, which is devoted to 
sporting goods and toys, is practically empty at this time 
of year—January, February and March being our dullest 
months in that department. 

“The response of the public to this event which was 
the first of its kind in this city was overwhelming and 
taxed our passenger and freight elevators to the utmost. 
This is probably the only time which we will conduct 
such a show because a demand has arisen for a Kennel 
Club and a suitable hall in which to feature the exhibits. 

‘However, it has placed us in the foreground in the 
dog supplies business and we will undoubtedly have | 
something to say about the conduct of the Kennel Club.” 





The Merchants Planned a Parade 


OME six or eight years ago, up in a certain small 
New England city the president of the Merchants’ 
Association called a special meeting of that body for 
the purpose of discussing ways and means of stimulat- 
ing spring business. 

The assembled merchants decided that a Spring Style 
Show wouldn’t do; they had held several. An airplane 
flight was next voted down because the merchants of 
an adjoining community had recently resorted to this 
form of “stimulus.” 

“Why not a parade?” asked Trapagen, the shoeman. 
“People will always turn out for a parade.” 

That suggestion met with instant approval. By all 
means a parade! 

A parade would draw the people for miles around, 
and would get everybody out onto the street. The line 
of march would be through the shopping center, and 
every merchant would feature special merchandise at 
specially attractive prices. How sales would boom! 

And so the wheels were set in motion for a parade. 
The Carpet Factory band would head the procession. 
The Police Department would march. And the Fire De- 
partment would roll. 

Before the project was three days old, the whole city 
was enthusiastic. Indeed, it seemed as though the en- 
tire community had just been waiting for a parade. 
Everybody—organizations, business houses, and indi- 
viduals—wanted to march or to enter a float. It was 
going to be a wonderful parade! 

And it was a wonderful parade. The only trouble 
was it got away from the Merchants’ Association. When 
the eventful day came business had to be completely 
suspended to let everybody participate in the parade, and 
an entire day’s sales were lost!—The Lillibridge View- 
point. 





You are the builder of your own iortune. The mark 
you have set is the plan by which you work. The blocks 
with which you build are the present hours. An hour 
mis-spent today is a block mislaid that must be torn 
out and replaced tomorrow. An hour improved today 
is a block laid trim and true that may be forgotten but 
that will stand the ravages of the storm through all the 
future—Selected. 
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The Stove in the ‘‘ Settin’ Room”’ 


UR good friend, F. B. Myers, of the Schenectady 

Stove and Repair Co., Schenectady, N. Y., has for- 
warded us a copy of an editorial appearing in a recent 
issue of the Schenectady Union-Star, entitled “The 
Stove in the ‘Settin’ Room.’” Believing this to be of 
general interest to many hardware merchants, we are 
reproducing it below: 

‘The stove, we are informed by the head of the na- 
tional federation of women’s clubs, is still the leading 
heating apparatus in these United States. Despite the 
advent of heaters and steam boilers and oil-burners and 
gas burners and electric heaters and all the patented de- 
vices, the old, reliable base-burner is still keeping this 
country warm. 

“This rather disposes of the notion which is said to 
be held abroad that Americans keep their houses too 
warm: Even in its most highly nickeled and red-isin- 
glassed state, no “parlor stove’ ever keeps all the rooms 
of a large house warm. It glows intensely for its im- 
mediate environment, but outside this zone of influence 
there is constantly diminishing temperature, so that the 
upstairs bedroom when the weather is around zero out- 


HARDWARE 





side 1s no hothouse, as any boy can tell you who has had | 


to crawl in between cold sheets and break the ice in 
the pitcher in the morning. 

‘We in the city may have believed that these acts of 
martyrdom had become figures of speech, but the assur- 
ance of the women’s clubs’ president who has been tour- 
ing the country on an errand of inquiry is all in favor of 
the belief that in eighty per cent of American homes in 
the cold sections of the country the stove still reigns 
supreme. 

“After all, there are worse things than a stove. Some 
of us learned our alphabet from the letters on the 
kitchen stove as we were bundled up in a big rocker 
waiting while mother got breakfast until the house be- 
came warm enough to let us be dressed. Along about 
the time when all the world became a dream of romance 
and Wamba and Isaac of York began to be living crea- 
tures, there was no place quite so good for reading as 
a Windsor rocker with our feet on the nickeled fender 
of the base-burner in the ‘settin’ room.’ Even though 
you reluctantly had to feed it with a hod of coal, you still 
had warm affection for it. 

“A good stove is a family friend. A stove that goes 
out nights is the abode of the evil one, and should not 
be tolerated; but for the faithful, steady old creature 
that sent its glow into the dark room away into the mid- 
dle of the night, dispelling gloom if one was lucky enough 
to have sleeping quarters near where the stove was 
visible through the open door there grew up a warm 
sentiment which no one could imagine ever growing up 
around a glum, glowering furnace in the cellar. And 
if the stove yielded to a little persuasive shaking and 
perked up quickly in the morning so that the children 
might dress in its warm radiance, it was a jewel of great 
price. 

“A stove is not the repelling, impersonal thing that a 
steam radiator is. Who cares for a radiator? Did you 
ever see a family gather about a radiator for sentimental 
reasons? Buta stove, a good, faithful, reliable old family 
friend which stays by you during the coldest hours of 
winter and the darkest nights; whose warmth radiates 
graciously as far as the center table where the lamp and 
the apples are with the books and papers and magazines 
—there is more than one reason for not discarding it.” 
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Well over half the families in your 
trading area do not have refrigerators 
and many of them are intending to 
buy one this summer. 


You ought to get your share of 
this profitable business, and with the 
Challenge line, which is particularly 
suitable to the hardware trade, you 
can do it. 


The Challenge line is handled by 
many hardware merchants. It starts 
with a low price but well made ice box 
and grades up to a beautiful all porce- 
lain refrigerator with 18 walls of in- 
sulation. 


Write your hardware jobber or us 
about taking on this line. 


CHALLENGE REFRIGERATOR 
Grand Haven. Michigan 


COMPANY 
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Segal Iron Night-Latch 
Wall and Shelf Display No. 4-L 





(Front) (Back) 


Nothing Succeeds Like Display 


Well displayed merchandise has doubled and 
trebled sales for thousands of merchants and 
locks are no exception. 


For effectively displaying SEGAL Night- 
Latches, this Wall and Shelf Display has no 
equal. It shows the latches as they should be 
shown—hboth front and back views. 


Sent FREE when ordered with one each of 
the latches shown on board. Send for Catalog 


and Special Discount Offer. 
Lock and Hardware 


SECA Company, Inc. 


151-161 Leonard St., New York, N. Y. 





Originators of Jimmy-proof Locks 


Boston Cleveland 
Chicago Los Angeles 


Philadelphia Detroit 


| Buffalo 
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Display Facilities 





ROGRESSIVE hardware merchants throughout the 
country are realizing, more and more, the value of 


| modern display fixtures of the type illustrated in con- 


nection with this article. The interior view above is of 
the store of the Eunice Hardware and Implement Co., 
I_td., Eunice, La., and the modern store fixtures shown in 
the photograph were furnished and installed by the J. D. 
Warren Manufacturing Co., Chicago. 


Man’s Greatest Enemy 

ORE vicious than the havoc of war, deadlier than 

the plague, more ruinous than the typhoon and 
the hurricane is the great enemy of mankind called 
‘‘Idleness.”” More men have been swept into pain and 
sorrow—more human hearts broken—by the ruinous 
results of idleness than by all the combined diseases 
which have ever burdened man. If you think this is 
fancy or exaggeration then sit down and write a brief 
history of all the human suffering you know in your own 
immediate family and friendships. Go to the source and 
write down the story of every human wreck and the 
wrecks which followed them and you will have your 
answer. Then compare—as the advertisers say.—The 


Shaft. 


Hizzoner Jests 


N a recent decision of the Oklahoma Supreme Court, 

reported in 239 Pacific Reporter, 595, the question 
was raised whether an automobile was exempt from 
seizure for debt, and the court dealt with the question 
in somewhat lighter vein, although the legal conclusion 
was no doubt correct. 

First of all, it was contended that the Ford car in- 
volved in the suit was a “tool,” and, therefore, exempt 
from seizure. 

“We have never heard a Ford car called a ‘tool,’” 
the court observed, “although we confess to having 
heard it called everything else in the English language 
and several foreign languages.” 

Then, it was suggested that the car might come under 
the term “apparatus,” which the court defined as, “a 
group or set of organs concerned in the performance 
of a single function.” 

“While a Ford car may emit as great a volume of 
sound as a steam piano or a circus calliope,” the court 
ruled, “we are not prepared to say it is a set of organs.” 
—M. L. Haywood. 
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PHILOSOPHY 


(Continued from page 61) 


tocrats at the head of affairs. There were only a tew 
men in power. As a result, while Athens was flounder- 
ing around counting votes Sparta got quick action and 
conquered the Athenians. 

ae 


This situation, of course, led to a discussion between 
Socrates and his pupils as to the respective merits of a 
democratic and an aristocratic form of government. 
Socrates taught by asking questions. In Athens many 
men were in office who had no experience whatever in 
government. Socrates believed that the best results 
in government were obtained, and the simplest form of 
governing was, by the aristocratic method. So, at the 
end of quite a lengthy discussion, he asked his pupils 
this question: “Jf your shoes were worn out and needed 
repairing, would you take them to the first citizen you 
met to have them repaired or would you go to a shoe- 
maker who understood the art of shoemaking?” 
k ok Ox 


The democracy in power did not like the teachings 
of Socrates. Therefore, charges were trumped up 
against him and he was tried and condemned to death. 
So, surrounded by his friends, he drank the poisoned 
hemlock. The account of his death is a bit of inspiring 
literature that everyone should read. Go to your town 
library and ask for it. 

a ae 

For four years I was a councilman of the city of St. 
l.ouis. We had twelve councilmen and a president who 
voted in case of a tie. I learned a good deal about 
(lemocratic institutions in my four years’ experience as 
a.lawmaker. At the time I was a solon my party had 
seven solid votes in the council out of the thirteen. \We 
appointed committees, dictated’ chairmen of committees 
and ruled the roost generally. 

Now, here is the way it worked: Seven men, our 
party, settled every important question by a majority 
vote. Before we voted in the open council on every 
question of importance, we held a caucus. In this cau- 
cus we also voted and four men out of the seven decided 
what we should do. So, as a matter of fact, in practical 
politics four votes controlled the entire council of thir- 
teen. Yes, we were all Democrats and we all believed 
in the governmental principle of the rule of the major- 
ity! When Napoleon Bonaparte held a council of war 
he called in his generals and each of them in turn made 
his suggestions. Napoleon listened. Then, without any 
discussion, the council adjourned and Napoleon wrote 
out the plan of the battle, sending each general his 
written instructions. 

* ox 

I therefore think it is good business to read Dr. Will 
Durant’s “Story of Philosophy.” It is good to get certain 
principles clear in your mind. Often, in business deals, 
before you get down to details you will discuss onlv 
principles. Sometimes these philosophical principles have 
a bearing, even upon business transactions. At any rate, 
the habit of thinking out principles is a very valuable one. 

* * * 


I happen to remember, in a certain business transaction 
to which I was a party, that the entire deal was thought 
out in principle first. The buyers and sellers drew up 
an agreement, not covering facts and figures, but simply 
covering certain principles of dealing. It is a strange 
fact that many men will agree to abstract principles of 
doing a thing and when the time comes to carry out the 


107 


















Cheney Hammers 


Mechanics’ 
First Choice 


When men who know 
hammers want ham- 
mers, they select 
Cheney Hammers 
every time. Because 
Cheneys are the ham- 
mers they know best 
and like best. 


For over 90 years 
Cheney Hammers have 
been giving tool users 
honest _ satisfaction. 
Men have learned 
what to expect from 
Cheneys—and they get 
it—good work and the 
ability to stand up 
under lots of hard 
work. That’s why they 
still choose Cheneys 
first. 
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The GOODWIN 


Grass Shear 











A New Shear That Sells 
Because It Is Better 


Here’s why the ‘“‘Goodwin” is 
better. Ball bearing action— 
easy to use. User’s hand is en- 
tirely clear of the ground. Can 
be used in either hand. Blades 
cannot slip apart. 


If you want to handle a grass 
shear with real selling features 
stock the “Goodwin.” 


Wheeler Radiator & Mfg. Co. 
1637 Collamer Ave. East, Cleveland, Ohio 








No. 90-32—Suitcase 
} type carpenters’ 
' chest. Olive green 
| enameled steel over 
| wood, finished with 
i brassed hardware. 


No. 70-25—House- 
holders’ tool case. 
Steel over wood. 
Goodlooking olive 
green finish with ® ; 
brassed hardware. 
Tray, saw bracket, 
etc. 


ay 
HE GREEN Line tool cases and machin- 
ists’ chests are sold only through jobbers 

and dealers. 

Every dealer is supplied with circulars, coun- 

ter cards, newspaper cuts and other sales 

helps. 

The GREEN Line is complete, a ready seller 

carrying a good margin of profit and is well 

known. 

Get started today, see your jobber and write 

us for free illustrated catalog in color. 


» vem, GREEN-CASE, Inc. .. on. 


89- on Warren St. 1550 Layard Ave. 
New York, N. Y. Racine, Wis. 
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details according to the principles decided upon, they 
will balk. It is much easier to talk principles than it is 
to talk details. Principles stand out clearly in the mind 
while the trouble with details is that they have a habit of 
linking up other details, and frequently these other details 
befog the whole situation! 

ae 


I well remember in this business agreement, dealing 
only in principles, that one of the principles laid down 
was that if there were any “concealed liabilities’ in the 
business to be sold such liabilities were to be assumed 
by the sellers. In principle, this, of course, was only 
fair and equitable because you could not expect a buyer 
to assume liabilities when they were not on the books 
and when he did not know exactly what they were. 

However, when the agreement was worked out with this 
clause, it was surprising to see how many concealed liabili- 
ties can exist in a business. The buyer, simply by rea- 
son of this principle laid down in the agreement, escaped 
a number of liabilities that it would otherwise have been 
necessary for him to assume. 

Therefore, if you happen to be on the buying side, it 
is a good idea to remember this principle and to put it 
down in your contract that you are not held by your 
agreement to pay for any concealed liabilities of the 
going business. 

ae 

Have you noticed in the papers recently how often 
headlines are misleading? I have even noticed this in 
some of the business papers. The headlines, for in- 
stance, will be very optimistic on a certain subject and 
then, if you read the article under the headlines you are 
surprised to see facts that are anything but optimistic. 
There is a form of insincerity about this kind of head- 
line writing that should be checked in the best publica- 
tions. Most of us only glance at headlines and if this 
is our habit in these days, the chances are that we will 
frequently be misled. 

* ors * 

One of my readers has written me to get “The Atlantic 
Monthly” for March, 1927, and read the article “Busi- 
ness Has Wings,” by Earnest Elmo Calkins. I did as 
suggested and found this article, mainly about the 
changes in business, a very well written and exceedingly 
interesting one. I, however, did not stop at this article. 
[ read a number of other articles in this issue of the 
“Atlantic.” Years ago I read the “Atlantic” regularly. 
[ have not read a copy for a long time. If this March 
issue is a sample of their intellectual product, I will have 
to put the “Atlantic” on my list and cut down some 
more on my sleep. 

The article by Thomas T. Read, entitled: “The Amer- 
ican Secret,” in this issue, is well worth reading. This 
article explains how it happens, after the enormous ex- 
penditures on the part of the United States as the result 
of the war, that we have so quickly recovered and have 
enjoyed such a large measure of prosperity. It explains 
why we have been more prosperous than England, France 
or Germany. It is just full of stimulating ideas and in- 
teresting information. 





The pale moon sent its glimmering beams across the 
ripples of the placid lake. She, a beautiful maiden, lay 
prone in the prow of the drifting canoe, languidly 
exhaling the scented smoke of my imported monogramed 
cigarette. Peace * * * contentment * * * happiness 
* * * nerfection. Then in a nasal flat voice she said, 
“Ain’t it nice.” 

Silently I knocked the ashes out of my pipe and 
drowned her. 
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Probably Your Last Chance 
to Get a Copy of the 


HARDWARE CLASSIC . 


“Forty Years 
of Hardware”’ 
By SAUNDERS NORVELL 


Formerly Vice-President and Sales Manager of 
Simmons Hdwe. Co., Formerly President of 
Norvell-Shapleigh Hdwe. Co., Formerly Presi- 
dent and more recently Chairman of the Board 
of McKesson & Robbins Co., New York. 


This is the book that has taken the hard- 
ware trade by storm. Old time hardware 
men have known and felt the romance that 
runs through this business of selling hard- 
ware. It remained, however, for Saunders 
Norvell to combine with an appreciation of 
the romantic side of the great business 
movements in which he took part, the ability 
to write of that romance in a sparkling, 
gripping style that would forever mark 
hardware selling as much more than a “dry 
as dust” business. “Forty Years of Hard- 
ware” reveals many interesting and amus- 
ing incidents in hardware history. All 
through the story are reminiscences of many 


prominent men in the hardware field. Be 
sure to reyd this book and urge your salesmen to read it. It will give you and them 


new perspective, new inspiration and a new respect for the hardware calling. 























ee 
$ 
This is a Special Overrun Edition bound up exactly Ph 
like the original edition that sold out at $3.00 : LP € 
s+ Ste 
Special Price $].00 per copy abe? 


while they last 


Order your copy now and present copies 
to your men. It will help make them 
better hardware men. 


Mail the Coupon Today 




















~~ 
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They’re Making A Big Hit: 


The new improved 


‘ALWAYS RELIABLE” 


Gasoline Furnaces 


No. 19—with bulb and 6%” reg- 
ular shield. 


No. 20—with pump and 6” 
regular shield. 








No. 21—with pump and combi- 
nation shield. 


No. 22—with pump and 9%” 
shield. 


Ask for circular describing the 
improvements. 





You should stock them and in- 


No. Pum urnace. 
” DF crease your sales. 


Covered by patents. 
New patents pending. Most jobbers stock this line. 
Others will gladly order. 








OTTO BERNZ CO. INC. 
Newark, N. J. 


Stocks in Newark, N. J.; New York City, Chicago and San Francisco. 
Offices in Newark, N. J.; New York City, Chicago, Fort Worth, Denver, 
Helena, Mont.; San Francisco, Los Angeles, Seattle and St. Thomas, Ont. 





UNION 


All Purpose 


BASKET 


Electrically 
welded ~ 
unbreakable 

















An exceptionally 
strong and Safe All- 
Purpose Basket for 
burning rubbish, dis- 
posing of oily waste, 
etc. 


Every joint electrically 
welded to prevent 
Sagging or spreading 
of wires. atented 
cover can be removed 
with one motion. Will 
not warp or bend out 
of shape. These Bas- 
kets nest to save 
space. 


Write for New Cat. 


UNION STEEL 
PRODUCTS Co. 


Albion, Michigan 
U. S. A. 


We also make 
Collapsible 
Rubbish 
Burners 

in two 


sizes. 

















STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIR- 
CULATION, ETC., REQUIRED BY THE ACT OF 
CONGRESS OF AUGUST 24, 1912. 

Of HARDWARE AGE, ‘published weekly at New York, N. Y., 

for April 1, 1927. 
State of New York, County of New York, 

Before me, a Notary in and for the State nial county aforesaid, 
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according to:law, deposes and says that he is the Assistant 
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Tenth Avenue, N. Y. C.; Elizabeth S. Mekeel, 80 Upper Mountain 
Avenue, Montclair, N. J.; C. A. Musselman, Merion, Pa.; A. C. 
Pearson, 169 Christopher ‘Street, Montclair, N. J.; Lelia C. Pear- 
son, 169 Christopher Street, Montclair, N. as Charles Swayne 
Phillips, 495 Park Street, Upper Montclair, N. J.; Jennie M. 
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ae wenree, oot. ms. ee. Gee 8 Royal P. Root, N. Y. C.; Hsther 
S. Root, N. Y. C.; Waldo Root, ‘New York, , 

3. That the known bondholders, mortgagees, and other security 
holders owning or holding 1 per cent or more of total amount of 
bonds, mortgages, or other securities are: (If there are none, so 
state.) None. 

4. That the two paragraphs next above, giving the names of 
the owners, stockholders, and security holders, if any, contain 
not only the list of stockholders and security holders as they 
appear upon the books of the company but also, in cases where 
the stockholder or security holder appears upon the books of 
the company as trustee or in any other fiduciary relation, the 
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to believe that any other person, association, or corporation has 
any interest direct or indirect in the said stock, bonds, or other 
securities than as so a by him. 
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Are You Selling Toys at Easter Time 
(Continued from page 58) 


feature special and typical Easter toys at this time. On 
the main floor a show case is devoted to bunnies, ducks, 
chickens and the other Easter toys. These timely goods 
are also featured in the windows and are mentioned in 
local newspaper advertising. 

Clothing dealers and other retailers make a big play 
for Easter business. It is also a great gift time. Parents 
and relatives buy many presents for children and toys 
are always foremost as gifts for youngsters. You have 
plenty of time to appeal to the Easter toy trade. These 
two Pennsylvania dealers will be on the job along with 
manv others. 
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To Get the New 
with the Old 


This is the season of the year when 
PENNSYLVANIA Quality renews old ac- 
quaintances for every PENNSYLVANIA 
dealer. But it is also the season when 
PENNSYLVANIA national advertising 
wins new friends and customers for those 
dealers whose stores are identified. 

If you write now for our FREE package of 
1927 sales helps—mentioning the names of 
the PENNSYLVANIA brands you carry 


and the name of your jobber—you can get 


your share of this new business. 


AN] 


A 





NSYLY, 


NN Quality 


LAWN Mow ERS 





PE 








The SUPER Great pei B. B. 
Mower, with all the advantages which 
have established the world-wide repu- 
tation of the Great American Mower, 
has the two special features of Steel 
Axles and Roller Bearings in the 
Drive Wheels. Of course, you can 
still obtain the regular Great Ameri- 
ean Ball Bearing Model. 



















ORMERLY 


oro 377 JOHN BRAUN & SONS 
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REPUTATION 


Twenty-five years ago 
Premax designed, patent- 
ed and marketed the first 
steel tent stake. 


During the past quarter-cen- 
tury we have kept faith by 
improving Premax Products to 
match improvements in tent 
manufacture and design. 





: But we have never changed our original 
' policy to maintain our prices and protect 
our dealers. Ruthless competition with the 
/ intent to get business at any cost—deter- 
| mining the grade by the price—has never 
1 influenced Premax. 








The name is known everywhere 
and respected as a guarantee of 
quality. All these years—and 
this spring amd summer too— 
we have told the world about 
Premax through consumer ad- 
vertising. 





Never have we profited at the ex- 
pense of our regular channels of 
distribution. That’s something to 
think about in placing your stock 
order for this summer’s business. 





: Tent manufacturers, ever anxious to 
| improve the quality of their product 
)and add to its sales features, are 
standardizing on Premax Steel Tent 
Stakes, Telescoping Tubular Up- 
rights and Ridge Poles in an ever- 
| increasing number. That is a true 
|} indication of the worth of a good 
g product, with a good name, at a 


A fair price. 
| DRE — 
LINE ( 


Niagara Metal 











Stamping 
Corporation 
Niagara Falls, N. Y. 
Dept. HA-4 











PLEASE MAIL THE COUPON 


Niagara Metal Stamping Corporation 
Niagara Falls, N. Y. Dept. HA-4 
Please send samples and quote prices on 


[] PREMAX STEEL TENT STAKES 
OC) PREMAX TELESCOPING UPRIGHTS 
[(] PREMAX TUBULAR STEEL RIDGE POLES 


Signed 
Firm Name PER hn Lk! aE ee et ee ae ee eee eee 


Address pee ee vee Eee, See ee 
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Pittsburgh Announces New Resale Discount on Nuts and Bolts 


doz.; haying forks, 3-tine, first qual- 
ity, $12.75 per doz.; German hoes, No. 
3-0, $7.20 per doz.; scythes, $12 to $25 
per doz.; snaths, $10.50 to $15 per 
doz. 

Sprinkiers.—Ring, $6 per doz.; Rain 
King, $2.35 each; Pluvius, $1.15: two 
purpose, $1.30. 

Sprinkling Cans.—4 ft., $6 per doz.; 
6 qt., $6.60; 8 qt., $7.70; 10 qt., $8.10; 
12 qt., $10; 16 qt., $12.60. 

Hose.—In 250-ft. reels, % in., 10c. 
per ft.; 5% in., 10%c.; % in., 11%ec.: in 
50-ft. length, Yc. per ft. higher; Gem 
spray nozzles, $6 a doz. 

Hose Reels.—Victor, $1.75 each: No. 
2, $2.60: Reeleasy, $1.35. 

Piows. —Geneva, No. 2, $5 each; 
Leader, No. 2, $3; No. 5, $3. 

Mowers.—Plain bearing. s in. 
wheels 12 in., $5 each; 14 in., $5.25; 
ball bearing, 9 in. wheels, 14 in., 
$7.75; 16 in., $8; supreme ball bear- 
ings, 10 in. wheels, 14 in., $10.75; 16 
in., $11.25; 18 in., $12. 

Mower Oil Cans. —Tinned, straight 
or bent spouts, $1 per doz. : copper 
plated straight or bent spouts, $1.50 
per doz. 

Rollers.—-No. 2 size, $8. 50 each; No. 
1, $10: No. 5, $12. 50: No. 7, $15. 

Hedge Shears. — Western, 8 in., 
$1.25 per pair; 9 in., $1. 40; 10 in., 
$1.60; Disston, 8 in., $1.75; 9 in., $1.90; 
10 in., $2: ladies’ shears, W estern. 
85c.;: Disston, $1.10. 


HOUSE CLEANING SUPPLIES.—It 
is warm enough to let the house heat- 
ers go out and to start spring house 
cleaning. The movement of articles 





but the retail movement has not yet 


(Continued from page 94) 


_amounted to much. 


| 








necessary for this work is gaining mo- | 


mentum. Jobbers quote: 


Mops.—O-Cedar, 33% per cent off 
list; Star cotton, 20-o0z., $7 per doz.; 
24 oz., $8.40: 30-o0z., $10.80. 

Chamois Skins.—12 x 14 in.. $3.50 
per doz.: 13 x 17 in., $6; 14 x 18 in., 
$7.50; 15 x 20, $9.20. 

Waxes. — Johnson paste wax, I1-lb. 
cans, 85c.; 2-lb. cans, $1.70; 4-Ib. 
cans, $3: &-lb. cans, $6; Old English. 
1-lb. cans, 85c.; 2-lb. cans, $1.70; 
4-lb. cans, $3; liquid wax, Johnson, 
pints, 75¢c.; quarts, $1.40: Old Eng- 
lish, pints, 75c.: quarts, $1.49. Deal- 
ers’ discount, 33% per cent. 

Sponges.—According to size and 
quality, $2 to $9 per doz. 

Wall Cleaners. — Smoky City and 
Climax, $1 per doz. cans; Perfection 
paint, cleaner, $3 per doz. 

Step Ladders.—Standard full rodded 
ladders, 28c. per ft.; extra, 46c. per ft. 

Fioor Polishers. — Johnson's elec- 
tric, $42.50 each, subject to discount 
of 25 per cent to retailer; hand, $3.75 
each: Old English, $2.60 each. 

Carpet axe —Justrite, $1.10 
doz.; No. 4, $1.2 


ICE CREAM a — Fairly | POULTRY NETTING. — Steady and 
good movement is reported by jobbers, | satisfactory movement is reported by 


! 


' 


Jobbers’ quotations to. retailers 
f.o.b. Pittsburgh: 

Alaska Freezers.—1 qt., $2.95 each; 
2-qt., $3.45 each; 3-qt., $4.10 each; 4- 
qt., $5 each; 6-qt., $6.30 each; 8-qt., 
$8.20 each; 10-qt., $10.75 each; 12-qt., 
$14 each; 15-qt., $17 each, and 20-qt., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Gray Goose Freezers.—1-qt., 
$3.25 each; 2-qt., $3.90 each; 3-qt., 
$4.65 each; 4-qt., $5.70 each; 6-qt., 
7.25 each; 8-qt., $9.35 each; 10-qt., 
$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2-qt., 
$5.60 each; 3-qt., $6.75 each; 4-qt., 
$8.25 each; 6-qt., $10.45 each; 8-qt., 
$13.50 each, and 10-qt., $18 each. 
These are list prices and are subject 
to a dealer’s discount of 50 per cent. 

Blizzard.—1- tt = 65 each; 2-qt., 
$5.50; 3-qt., 0, 4-q , $8; 6-qt., $10; 
S-qt., $13; 10. -qt., $17: subject to a 
discount of 55 and 7% per cent. 

Lightning.—I-qt., $4.65, and 2-qt., 
$5.50; 3-qt., $6.50; 4-qt., $8; 6-qt., $10; 
&-qt., $13; 10-qt., $17; 12-qt., $21; sub- 
ject to a discount of 55 per cent. 

Auto-Vacuum  Freezers.— No. 1, 
$3.33 net; No. 2, $4 net; No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 


Acme Freezers.—Bright galvanized, 
tapered, 2-qt., $8 per doz.; same 
size, enameled-galvanized, $10 per 
doz.: 4-qt. size, enameled-galvanized, 
$18 per doz.; and 1-qt. size, Junior 
enameled, $4.80 per doz. These are 
net prices to dealers. 

Arctic Freezers.—l1-qt., $4; 2-qt., 
$4.60; 3-qt., $5.55; 4-qt., $6.80; 6-qt., 
$8.60; 8-qt., $11.10; 10-qt., $14.80; 12- 
qt., $16.65; 15-qt., $23.30. These are 
list prices. Jobbers quote dealer’s 
discount of 50 per cent off this list. 


| PAINTING SUPPLIES.—March busi- 
ness was well up to that of the month 
| before, which was a good month in 
point of shipments. 

able to consumption. 
easier, but recent prices on other items 


_are holding. 


Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gal- 
lon; lower grades, $2.25; while lead, 
14%c. per lb. in 100-lb. lots; 10 per 
cent less in lots of 500 lb. or more 
and extra 4 per cent less in lots of a 
ton or more; turpentine, 88c. per gal. 
in barrel lots: raw linseed oil, 12.3c. 
per Ib. in barrels lots. 








Weather is favor- 
Turpentine is 














jobbers here, who quoted galvanized 
netting at 50, 10 and 10 per cent off list 
before and 50 and 10 per cent off list 
after weaving on ordinary lots. 


POULTRY RAISING SUPPLIES.— 
Business is in smaller volume than re- 
cently, but by no means quiet. Job- 


bers quote: 
Incubators, No. 1, $26.25 each; No. 
2, $31.15; No. 3, $40.03; No. 4, $47.60; 
No. 5, $74. 90; No. i“) $11.55; No. 16 
E, $19.25; No. 17 E $25.73; brooders, 
portable, No. 20, $8. 23 each; No. 21, 
$10.85; No. 22, $13.30: blue flame, No. 
80, $14: No. 81, $15.75; coal burning, 
No. 117, a 05: No. 118, $18.55; No. 
119, $26. 
ROLLER SKATES,—The good demand 
usual at this time of year is reported. 


Jobbers quote: 
Roller Skates. — Union Hardware 
Co. line, No. 2, 70c. ~* pan: No. 3, 
75c.; No. 10, $1.05; 0, $1.55; 
Winslow line, No. 38%, at 50; No. 38, 
WIRE PRODUCTS.—Sales into con- 
sumption of fence wire, barbed wire and 
woven fence have not yet reached pro- 
portions that mean large demands upon 
jobbers. Nails sell fairly well, but 
prices still show irregularity. 
We quote from Pittsburgh jobbers’ 


stocks 
Fence Wire 
(Per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage...... $3.00 $3.45 
Ee eer 3.05 3.50 
SG. TE nag a ineis Guaihiell 3.10 3.55 
ik -veasneueeaewwe’ 3.15 3.65 
i Ie: senusesendeascune 3.25 3.80 
at: a ecaencbesedddnss 3.35 4.00 
No. . ieutieesesouneeie 3.55 4.25 
Re 3.75 5 
mm wire (per 80-rod spool): 
DE Se csccovavesessedees ce $3.00 
2-POint NOS .....eeececcvecsceces 3.20 
Ce MR once cecoeséeeseoods 3.20 
OO Re oer errr 3.50 
2-point | pe DED ciccoeoen 2.25 
Field Woven Fire Fence (per 100 
rods): 
OS a Seer $39.00 
tt i i vente cacaeees Eeaadaae 54.75 
DE s¢se<645000db0desos eae 27.10 
Ed e« dk 6 enews eee bee 36.15 
CS ree eT ram yrs 35.00 
ee Tl éncesocese 606 oe nnneees 48.25 
Poultry: 
ee ee ee ee ae ee $35.60 
Mn - ht cuee~ondbane Gk eens 43.00 
 - eee ae ee 48.50 
Steel Fence Posts: Galvanized tu- 
bular. 
DLs. inp thine~ssdwe he eeeueune 50c. each 
ik Cuties os sitiegukab sandedawe 55c. each 
af eee at eee ae 65c. each 


“ex nails, base, per keg, $2.85 
and $2.9 


What the Hardware Council Is Doing 


possible for the dealer who was unable to borrow any 
more money locally to secure finance through which 
he could expand his business. It seems to us that 
the local banker knows the situation of the local dealer 
better than any one else, and that when he determines 
that the dealer has reached the limit of his borrowing 
capacity, that no other means should be available by 
which the dealer can pile up further indebtedness, and 
particularly when such loans are obtained upon pay- 
ment of a suicidal rate of interest and through the 


assignment of accounts.” 


| This digest was commended by the Council as a valu- 
able contribution to the study of installment selling, and 
it was voted that copies be made available to the several 





(Continued from page 72) 


hardware associations for distribution to their respec- 
tive memberships, and also to the American Bankers 
Association, the National Association of Credit Men, 
and other organizations for such use as they might wish 
to make of them. 

The Hardware Council is earnestly and intelligently 
seeking to better conditions in the hardware trade, and 
to insure the consumers getting their hardware at as 
low a price as possible consistent with a reasonable profit 
to those who manufacture, distribute and sell hardware. 


It has no authority. It can merely investigate, report 


and recommend. 
cooperation of the trade, its labors will go for naught. 
Work with the Hardware Council. 


Unless it receives the wholehearted 
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A Clothes Wringers 
ARE 











MPN hee ' Lemay 
pa aN A Wringers 


C—O 





I eer ener aearen WILL BE 





'fun: NEW YORK CITY CHICAGO, ILLINOIS | OFF THE 
(Rte ase PRESS 
APRIL 1 





Write for Your Copy. 


Hi UDSON ~~ Brand 


MANUFACTURING CO. 





General Offices: Minneapolis, Minn . . 
. . ° 
Branches: Omaha, Neb.; Oshkesh, Wis.; Chicago, Ill... 550 Lovell Manufacturing Co. Erie, Pa. 
McCormick Bldg.; New York City, 106 Reade Street. Largest Manufacturers of Clothes Wringera in the World. 























- BETTER LOCKS 
BIGGER PROFITS 


with 


INCREASED 
SALES 


TAPLIN 
EGG BEATER 


Handsome in appearance, 
this Taplin double dasher 
center drive egg beater has 

» great popularity and a suc- 
cessful sale. It has Taplin 
workmanship with 30 
years egg beater manufac- 
turing experience behind it. 

The iron frame, gear and 
pinions are accurately cast 
and hold their shape per- 
manently. The beater runs 
true and remains in per- 
fect adjustment. It is rust 
proof. 

Write for literature. 


can be easily 
obtained by 
handling the 





No. 250B 


Set No. 250B is a mortise set of sturdy structure and attractive 
lines. The Glass Knobs are beautifully designed, ground and 
polished, silver backed, giving high lustre. In short, a REAL 
“BUY” and easy to sell, We have many more attractions to 
offer among which is our patented Dead Bolt Night Latch. 


Send for our new catalog No. 7—our line will interest you. 





BRANCHES 
ks < ron 6 bd aaa n 6 Wee 4d we 600 awed pee 
17 N. 5th St.... : so aiteatank .......Philadetphia. Pa. 
a cn aas oe beb sane 00k 6 Uh weet 646.00 0-00 666 eee 
I a ka a io SEs ae ak la ie ae caer ol cc Chicago, Ill. 
i ea a ie ee Aa San Francisco, Cuilif 
a a i ee Los Angeles, Calif. 





qi | ENDENT CKCO.dD> Can Openers, Kitchen Spoons, Cake Turners, Etc. 


Fitchburg, Mass., U. S. A. THE TAPLIN MFG. CO. 


Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass New Britain, Conn. 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialties 
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ower» all 


| HAVE heated HEARD THIS ONE? | 





24° 


ze 


First Drunk (before a polar bear cage in Zoo)—“Whozat lady 
in there with the white fur coat? 


Second Drunk—“S’my 


bite me.” 


“When I was a little boy,” sweetly 
piped the hard-boiled sergeant, “I had a 
set of wooden soldiers. One day I lost 
those soldiers, and I cried very much, but 
my mother said: ‘Never mind, Johnny! 
Some day you will get your wooden sol- 
diers back.’ And believe me, you bunch 
of wooden-headed dumbells, that day has 


99 


come. 

Lady (to tramp)—“Why is it that you 
are always begging?” 

Tramp—“Well, mum, ‘twas this way: 
I was given a bum start. When I was a 
baby a hired girl shoved me around in 
a carriage for a dollar a day—and I’ve 
been pushed for money ever since.” 





The schoolmaster wrote on the back of 
a boy’s monthly report: “A good worker, 
but talks too much.” The father signed 
the report and then wrote under the re- 
mark of the schoolmaster: “You should 
meet his mother.” 

The Boss—“Robert, I hope you try to 
save half of what you earn.” 

Office Boy—“I don’t get that much, sir.” 

Before they were married he whispered 
to her: 

“Were I drowning in the middle of the 
Atlantic Ocean—going down for the third 
time—you would be the last person I'd 
think of.” 

It made her feel happy. 

After they had been married several 
years he made the same speech. 

It didn’t seem to have the same meaning 
then. Besides, she didn’t like the way he 
said it. 

So she hit him with a plate. 

A clever young lawyer was defending 
a man accused of house breaking. 

“Your Honor, I submit that my client 
did not break into the house at all. He 
found the parlor window open, inserted 
his arm, and removed a few trifling 
articles. Now, my client’s arm is not 


himself, and I fail to see how you can 
punish him for an offense committed only 
by one of his limbs.” 

“That argument,” 
very well put. 


said the judge, “is 
Following it logically, I 


wife. 


sentence the defendant’s arm to one year’s 
imprisonment. He can accompany it or 
not, just as he chooses.” 

The prisoner calmly unscrewed his cork 
arm and, leaving it on the table, walked 
out. 





“How kind of you,” said the sweet young 
thing with a cosmetic blush, “to bring 
me these lovely flowers. They are so 
beautiful and fresh. I think there is some 
dew on them yet.” 

“Yes,” said the young man with a great 
deal of embarrassment, “but I’m going to 
pay it off tomorrow,” 

Two Scotchmen went bathing. 

One said—“I’ll bet you sixpence I can 
stay under water longer than you.” 

The other said—‘“All right.” 

Both submerged. The police are still 
iooking for the bodies. 

A group of saibnien at lunch hour 
were discussing evolution and the origin 
of man. One of the party remained silent, 
when a companion turned to him and de- 
manded his opinion. “I ain’t goin’ to say,” 
he replied doggedly. “Il remember 4s how 
Henry Green an’ me threshed that all out 
ence before an’ it’s settled as far’s I’m 


concerned.” 

“But what conclusion did you arrive 
mr 

“Well, we didn’t arrive at no con- 
clusion; Henry, he arrived at the hos- 
pital an’ I at the police station.” 


“Is your husband trying anything to 
cure his deafness?” 
“No: he has postponed it until the 


children have finished their piano lessons.” 


And yet we can’t help sighing some for 
the good old days when men were men and 
women weren't. 


f 


ee) 


This is evidently the season for Scotch 
stories. Did you hear this one: “A Scotch- 
man, off on a business trip, called back to 
his wife and child waving from the win- 
dow: ‘Good-by, all, and dinna forget to 
tak’ little Donald’s glasses off when he is 
na looking at anything.’ ” 


I petted her and she tried to 


Letter said to have been received by a 
lawyer : 

“Dear Sir—My boy got struck by an 
automobile, No. 48726B. If the owner is 
rich, sue him at once. The boy wasn’t 
bruised any, but on your notifying me that 
you have brought suit, I will hit him in 
two or three places with a hammer. Yours 
truly, etc.” 


“Your boy, Josh, says he’s going to 
town to seek employment.” 

“Yep,” answered Farmer Corntossel, “l 
don’t blame him. Everybody feels occa- 
sionally like gittin’ away an’ looking fur 
work ’stid o’ stayin’ where he knows it’ll 
be waitin’ fur him regular.” 





Audrey—“Oh, how I hate him—hate 
him—hate him!” 

Jane—“And how long has this romance 
been going on?”—Life. 


Scene: A gasoline station in a small 
town on the Overland Trail. 

Dramatis persone: Small boy in back 
seat of sedan and resident minister of the 
gospel. 

Minister: “And to whom do you belong, 
my little man?” 

Young American (proudly): “Daddy 
is a lawyer and a Rotarian, and mother 
is president of the Law Enforcement 
League.” 

Minister: “And what do you do?” 

Young American: “Oh, I look out of 
this back window for the motor cop.” 


“IT have generally found that short 
words are the best to use.” 

“Just so,” said the henpecked husband, 
“and thin words—the kind you can get 


in edgewise.” 


One of the fruit-stall men in the city 
market was striving hard to add a few 
cents to the total of his sales. 

“We've got some fine alligator pears,” 
he suggested. 

“Don’t be silly,” laughed the very, very 
young housewife. “We haven’t even got 
a goldfish.” 
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CONDUCTOR HOOKS 


BF FICIENT and reliable 
\ for plain or corrugated 
~ 'g pipe. Ask for sample and 


| hooks and hangers illus- 
trated. 


L. D. BERGER CO. 


59 N. 2nd St. 
PHILADELPHIA, PA. 











Locks Windows 
In Any Position 


The Winick Win- 
dow Fastener pre- 
vents rattling. It 
eannot be forced. 
Easy to install 
and adjust. Fits 
any window. 











Simple These advantages and the 
a low retail price—20 cents 
Positive —appeal to every home- 


owner. Write for trade 


Practical 5 rices. 


CUR-MAN.CO., Inc. 


98 Broadway Astoria, N. Y. 




















LUCENTI 
Screen & Storm Sash 


HANGER 


Made of heavy gal- 
vanized wire with a 
4%" offset, to take 
care of screens made 
of 7%” stock to fit on 
Standard 1%” win- 
dow frames. 

Extra eyes can be 
furnished without off- 
set for 1%” storm 
sash. 


James Lucenti 
15 Horton Ave., New Rochelle, N.Y. 









































IRTP ESTAR 


‘Is cS Per Set 


thy Solid Brass 
S Per Set 
sl 0. pattie e)ailiyacte| 
Steel 
SOLD ONLY THRU THE HARDWARE TRADE 


Vi ENT WHITNEY | OMPANY 
DWARE VU SPECIALTIES 


MANUFACTURERS VY HAR 
365 MARKET ST.. 


89 FEDERAL ST., 
BOSTON, MASS. SAN FRANCISCO, CAL. 

















“TIVES” Patent Ventilating Lock 





Showing Window 
Closed. 


Showing Window 
Open. 


Manufacturers of 


“Qualiiy Hardware Since 1876” 
Window and Door Specialties 


Tue H. B. Ives Co. 
New Haven, Conn., U. S. A. 
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VACUUM FREEZER 
Self-Freezing 


What the self-starter is to the mo- 
torist, EVERYBODY’S VACUUM 
FREEZER is to the ice-cream-mak- 
ing housewife. 


Good-bye cranking, and all its drudgery 


EVERYBODY’S popularity is a challenge to 
the up-and-doing spirit of the modern hardware 
merchant. 


BUY FROM YOUR JOBBER 


SPROADWAY, NEW VOR Aa 


Wire Products 


for every need 


Nails of all kinds, Staples, 
Cambria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 

















BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 
MYER CUSHION 


TIRE 
mya 


Insure perfect shelf service for any line of merchandise. 




























tread steps, pro , with convenient full 
length h pets on > beth sides of ladder permit mounting 
or descending with ease. Both hands free to remove or 


pales os without 
Trolley and Truck Wheels eliminate noise and prevent 

vibration. Erection as simple as A, B, C. Utilize 
Sy small space. Make top shelves a available 
for stock pur - vt 9 > an 


Nee nished--any 
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There’s Money 
in CLOVER Sandpaper 


Now that so many carpenters, wood- 
workers, and mechanics have tried 
CLOVER Flint Sandpaper and found 
they can do more and better work in a 
given time with it, they have no hesitancy 
in buying it by the box. Bulk consumers 
buy it by the ream. 

Box sales and ream sales mean more 
profits for the dealer. CLOVER is 
easy to sell, because it is a Standard 
Product backed by a company of 20 
years’ standing whose Grinding Com- 
pound is known the world over. 

If not already handling CLOVER 
Sandpaper, send for Samples, using the 
coupon below. No obligation. 


CLOVER MFG. CO. 
110 Main St., Norwalk, Conn., U. S. A. 


The Largest and Oldest Manufacturers 
of Abrasive Compound in the World 


Clover Dealers Get Clover Business Service 
Free 





Unit Shelf Package Ream Package 
For Retail Shelf Trade for 


ee 


CLOVER MFG. CO. 
110 Main St., Norwalk, Conn., U. S. A. 


Gentlemen: Please send us Samples of CLOVER 


Sandpaper and refer us to nearest Jobber. 
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Bulk Consumers 











B REPUTATION 
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It is’easier to 






—_ _ sell goods with a 
ilk Mumma =a reputation for 
eke quality and de- 

pendability— 





easier to get 
volume of sales. 








To take care of the 
increased demand for 
Acme _ hand-operated 
Sprayers, Dusters and 
Planters, a new 140- 
foot, two-story addi- 
tion was made to our 
factory which was al- 
ready the largest in 
the world manufac- 
turing hand sprayers 
and planters exclu- 
sively. Equipped with 
the most modern ma- 
chinery, this new ad- 
dition doubles our ca- 
® pacity—makes possi- 
xo ' ble better tools at 
lower cost. 


Increased Profits 


You will find it a distinct advantage to stock ACME 
Sprayers, Atomizers, Dusters, Hand Corn and Potato 
Planters. Buy the complete line from one house—sell them 
on our money-back plan: “Ifit isn’t all right, bring it back.” 
Our national advertising and effective dealer helps are addi- 
tional aids toward increasing your sales. 

Insist on ACME tools. Sold by reliable jobbers 
everywhere. Write for our new complete catalog. 


Potato Implement Co. 


Dept. 11 at t ers 


Traverse City, 
ae 
































Mich. pla 
TRADE MARK 


ACME 


REGISTERED 
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No Rifling the Tire Carrier | 


When This Padlock Is Used 


Here’s a lock that’s a joy to a motorist. No rattling 


to disconcert him when Lock 04691 is securely fast- 
ened, 


It doesn’t work loose. 


Steel ratchet shackle, case 
hardened, has very closely 
spaced notches which make 
the adjustment snug and 
non-rattling. 
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No. 04691 (Illustrated) 


Cast brass case. 
Twelve key changes. 
Cover over keyhole to exclude dirt and moisture. 


No. 04691—-15% in. Shackle Adjustment /% 
to 114 in. ( Black finish, hardened shackle. ) 

No. 04692—15% in. Shackle Adjustment ™ 
to 234 in. (Nickel plated shackle. ) 


The Eagle Quality Line 
Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 
Front Door Sets Padlocks 
Wood Screws 


Eagle Lock Company 
General Sales Office 


nea 20 Warren St. New York geeonnmeern 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, III. 
114 Bedford Street, Boston, Mass. 


Works at Terryville, Connecticut 














HARDWARE AGE 








117 






GRAINY 


b 


) 





f } 
< ; = 





WOW Seen Iguey . 


G ms. 


Hap sn ce Hinges — P 
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Thirty tive years of ex- 
ane lence in hinge making 
guides every operation of 
manufacture, from raw steel 
to finished product - - 





~ Manufacturing Co 


ERIE, F 


mo 


lsd Sagas" Salad 


ee ge bom 


NEW YORK, 45 Warren St. 
CHICAGO, 555 W. Randolph St. 
BOSTON, 124 Pearl St. 
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, = ‘S Z Make your wee Boat ~~ 4; -this easy way 


a 
~~ 
“sa. > 


You | (i | 








Your Name 
and 
Address Here 














Jeffery’s Marine Glue 


Plan Puts the Mailman 


to work for you 


Showing owners of boats just how 
you can help them is the most effec- 
tive way to get new customers and 


increase summer sales. 


That is the basis of the Ferdinand 
Plan of sales co-operation. But 
sales-pulling literature is only one of 
several things that are offered to 
help you sell more goods to the boat- 
and canoe-owning trade. Mail the 


coupon below for full particulars of 





Y our interesting offer to dealers. 


FREE! 


Attractive display in 
full colors that stops 
the passing  boat- 
owner and attracts 
new customers. 








~\. LwFerdinand€ Co. 


— 152 Kneeland Street, Boston,Mass. 
ae , 
Please send full particulars of your 
co-operative plan to dealers. 
Name 


City bc vs we vbbeeeese 





State ; sk ae wate a ed ee 
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Between 
* tinkles 


regulated stores 
there are inter- 
vals between cus- 
tomers. Have you ever 
thought about making 
these intervals produce a 
profit P 





Try this. Let your staff 
read the contents of Harp- 
WARE AGE whenever there 
isan opportunity. Doing 
this consistently will 
shorten the time between 
customers. Not because 
reading makes the time go 
faster, but because absorb- 
ing the good things read 
will start a train of 
thought and activity that 
will keep even the cash 
register busy. You know 
what that means! 


HARDWARE AGE 
239 West 39th Street 
New York, N. Y. 
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Good for a Sales Talk and 
Three Times the Profit 


Your customers will readily detect the 
difference between a Witt and an ordi- 
nary garbage pail, and Witt exclusive 
features provide you with a good sales 
talk. Your sale will bring you three 
times the profit you usually make on an 
ordinary pail. 


The Witt Pail is made of special analysis sheet 
steel, deep, closely pitched corrugations, double 
locked seams, with heavy steel bands riveted top 
and bottom (not spot welded) ; and lives up to 
its guarantee to outlast three to five of the ordi- 
nary kind. 


With a consistent advertising campaign to aid 
them, Witt dealers are making nice profits. You 
can get your share if you get started right away. 
Delays pay no profits—get that order in today. 
Phone your jobber or write 


The Witt Cornice Company 
2111 Winchell Ave. 
CINCINNATI, OHIO 


Manufacturers of 


Wihilh 


CORRUGATED 
"CANS ad PAILS» 


As a sale special, try the Brighton Line of Cans and Pails—a 
medium weight line of good quality that will pay you a good profit 
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A Cleaner 
Not a 


9 
‘Coater’ 
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CLEAN. 
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It never leaves 
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Nationally advertised. Poser : 
sell ( ood profit. gel 
a ‘rial Dozen” through : 
ane: If he cannot supply 


you— send direct. 


Superior Laboratories 
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Grand Rapids, Michig 
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The Famous F. & N. 








BROWN’S No. 1 


An A-1 item to push. Useful in a score of 
places. Brown’s guarantee behind every 
one. Your customer’s satisfaction will cause 
him to urge his friends and neighbors to buy 
a Brown. 


BROWN’S No. 30-D 


It’s new and low priced. 12 gallon capacity. 
Orders from thou- 
sands of dealers 
prove that the new 
“Brown” is filling 
a demand 
for this 
wheel 
type. Better order 
now and be ready for 


early customers. 









We have a dozen or more suggestions to help 
you dealers make a rapid turnover this season 
selling Brown’s sprayers. Write us for counter 
folders, signs, etc., and tell us what you'd like to 
accomplish in your locality—we'll cooperate. 





THE E. C. BRowN’ Company 
SPRAYERS 4nco SPRAY PUMPS 
869 MAPLE STREET, ROCHESTER, N. Y. 





‘A SPRAYER forEVERY PURPOSE, 
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Precision Machined | 

HE sturdy F. & N. Mowers are ad- 

mittedly the easiest to sell for the 
fact that every part is machined and 
fitted as precisely as the finest automo- 
bile. 

This means smoothest running and 
longest life. Advanced design, skilled 
workmenship, superior quality of mate- 
rials and many other features protect 


the leadership that F. & N. Mowers have 
maintained for years past. 





Self-Adjusting 


Besides, F. & N. Mowers come to you 
in proper adjustment and stay that way. 
Patented F. & N. SELF-ADJUSTING 
Devices are your positive assurance of 
this. The TRIUMPH Model, shown 
above, is the original mower to have 
genuine Timken Roller Bearings. Sell 
F. & N. 





TILL 
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fj — Sa 
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ip ~ 





Ball-Bearing Models 

F. & N. Mowers are also made in ball 
bearing models. Among the most popu- 
lar of these are the Crestlawn, Vulcan 
(shown here), Admiral, Director and 
Baby Grand. 











Ask Your Jobber for Full Information, 
Catalog and Beautiful Cut-Out 
Show Cards, etc., or Write Us 


The FoN Lawn Mower 


THE WORLD'S LARGEST LAWN MOWER MFGRA’ gm 


RICHMOND, ” INDIANA, — U.S.A. 
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ROYAL 


No. 4-B 
4.°x1" Wheel 




























This reference book 
on store arrangement 
is full of Blue Print 
floor plans of actual 
stores—Show Windows 
and Store Fronts. Sent 
free upon request. 


Home- 


Owners Are You Satisfied 
Are Buying Tool Grinders With “Good Enou gh”? 


The day of the travelling “Tool grinder” is : i 

pacing. In many localities housewives ho The hardware store that is too ——— 

longer depend upon them. will wake up some day and find much of the 
a — till “ring th new business is in the hands of some one else. 

in towns where 1ey Stl ring e ° ° 

bell,” people hate to be bothered. Many are Nowhere does this apply with such force as 

investing in ROYAL and CHENEY Tool in merchandising methods. Simply “good 

ene ot ad are sharpening, ot own enough” is not sufficient. 

Ousehoild tools, getting g results, and Sav- : . 

ing from ten to sixty cents, (according to the People today want service and convenience. 

Modern store fixtures are essential—with mer- 


number of tools), every time they use their ‘ , : 
chandise temptingly arranged and priced. Had 


grinder. 

Display these Grinders, tell people how Frank Novotney been satisfied with “Good 
quickly they return their moderate cost, and Enough” he would not have enjoyed a 40% 
your sales will more than repay you. sales increase secured through Warren Fix- 

Send for Catalog and Prices. tures. The same with Graham & Peckard, 

G. C. Spicola & Co., Ford Hardware, Warrner 


Hardware Co. and thousands of others. 


Warren Sectional Fixtures, 


Display Tables, Etc. 


embody every element of accessibility, suggestion, 
system in handling and displaying merchandise that 
invite business. They are real selling aids that in- 
corporate the features and quality essential to hard- 
ware merchandising. One of our representatives will 
gladly show you what Warren Fixtures will do for 
your store. 

If planning changes in your store, send for the 

Warren Catalog of Store Fixtures. Check the 

coupon. 


Our Folder, illustrating and describing Display 
CHENEY Tables with Glass and Wood Compartments, sug- 

gests how this present day selling idea will move 
goods faster. Fill out the coupon. 


No. 3 “THE WARREN BLUE BOOK” of practical 
store plans, Store Fronts and Show Windows, is 
Tool full of suggestions for store planning and arrange- 

ment. Your copy sent upon request, free. Mail 
the coupon. 


J. D. Warren Mfg. Company 
159 No. State St. Chicago, Illinois 


J. D. WARREN MEG. CO., Chicago, Ill. 
Please send me: [] The Warren Fixture Catalog. 










Grinders 











-) 


‘ 

' 

' 

4 

' [] Display Table Folder. [}] The Warren Blue Book 
' featured in Hardware Age. 
' 


A Good Grinder 
at a Low Price 


QO 

— 
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Babcock Spruce Ladders + 
ee 














Common 
Extension 








Painter's ’ 

















Tort 








[I 


extension Trestle 
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Spruce Up and Sell Spruce Ladders KH 











ttt 














Taper 
Single Extension 


ul 








Spring Is Here! See the Painter, Carpenter, Plumber, Mason, Farmer and Housewife. 


Sell Them a Ladder or Step Ladder 


W. W. BABCOCK CO. 


Bath, N. Y. 





BSSSSFSF LARA RAREAAAALL EL ELLA LLE £222244884848 


‘HIT THE TRAIL HOLIDAY’ 

















It’s a far cry from the mushers of ’49 to our present- 
day tourist. The glamour of ‘Gold’ has long since 
gone but still an endless stream of wanderers flow 
through the beauty-spots of our country, drawn on by a 
greater lure. 


And while some prefer to frequent hotels and farm- 
houses, still a great portion prefer to “rough it,” 1n 
emulation of “those who have gone before.” There 
is a no more rabid body of hobbyists than these 
campers. 


You don’t have to search them out in your locality 
to sell them. A well-arranged window display of camp- 
axes, cots, camp furniture, hunting knives, tents, fishing 
tackle and other things dear to the heart of 
the lover of the “out-doors” will draw them 
to your store. 





Ce, 
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Developing Water Cooler Sales 
for You..... eee 


Literary Digest 
April 26th 
SS advertising behind Cord- 
ley Water Coolers will help develop 
a nice volume of sales for you. 

The use of more water coolers and of 

more water drinking in both general and 
private offices, in factories, institutions, 
and in homes is being urged. Hundreds 
of thousands of possible buyers will see 
our advertisements. 
Place a Cordley Water Cooler in a con- 
venient spot for use by your 
customers—and have a constant 
silent salesman in your store for 
the big “70% Liquid” idea. 


Send for information and 
consumer leaflets. 


Cordley & 
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‘perfect 


QMTUUULUUVONVLAUCVLLURADAIVUUAQUOURGLUUUUASUVERAETAAL TATRA BULA LAN 


HULL 


To Customers Who Leave It 
To Your Judgment | 
\Vhen it is left for you to decide—you become not the 


‘‘judge’’—but the Defendant! It is you trial, so to speak, 
and “Perfect” is a Character Witness. 





Vou will not only make a sale. Your decision will bear 
weignat. When a customer says, “I'll leave it to you to 
send the best,” he is going to tell his neighbors all about 
the merits of fis selection. Even if you did send ‘“Per- 
fect’’ Screen Cloth, he will claim the credit for his good 
judgment. Make the sale and let the credit go! 


Your Jobber Carries “Perfect” 


YVAN T NAT 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 


BUNUN INNL UN 
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sellers. 


When you need refrigerator hardware, write to 


THE BRAINERD MFG. CO. 


EAST ROCHESTER, N. Y. 


REFRIGERATOR HARDWARE 


A COMPLETE LINE, CONSISTING OF HINGES, CATCHES, 
LATCHES, FASTENERS, LEVERS, LOCKS 





The two pictures in this ad. show two popular and steady 
The Number 634 Latch, roller wheel type, 

tive action, interchangeable for either right or 4 yt is 

positively the best you can buy. 














i 


Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 

with its one-piece ends. You would go 
whistling on your way while the other fellow 
sulked. 
There are lots of hod carriers in your town 
who are bearing the discomforts of es 
leaky hods simply because they have not n 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland 






























The Saw Test 


—prowes that the locking bolts cannot 
he sawed. Made in 
rim and mortise, 


front and 


low patterns. 


store 













| REIL = L0Ck 


It is guaranteed bur- 
glar-proof —it makes 
security doubly sure— 
it sells without effort 


Francis Keil & Son, Inc. 
401-425 B. 163rd St. 

















SKVSERABE 


RUBBISH BURNER 





The Safest Rubbish Burner Made. 
Woven out of High Carbon Flat Strip 
Steel. 

Householders are glad to know that a 
BETTER RUBBISH BURNER is made. 
Continued repeat orders from dealers 
tell the story. 


H. B. BORNSIDE 


Manufacturer and Patentee 
Providence, R. I. 


Write for Price List. 





THE L 
— PELL 


PEELE 


~ yall 
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THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


RUBBER GOODS AND SPECIALTIES 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 


FAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE., BOSTON, MASS. 


Re 
¢et-.—-> = 


The Holmden 
Lawn Weeder 


Is an Easy Seller 




























































No stooping or bending 
over. Gets all the roots. 


Positively guaranteed. 
Liberal discounts. 


Sold through your 


jobber. 








BRIDGEPORT. CONN. 


WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 





Representatives: 


Ho i awn Co G e E. igley, D i 
Imden Weeder se ying le Milton Pray Go. “e dl Proneloan’ Soe Seattle 
1106 Schofield Bldg., Cleveland, O. and push. G. M. Baird & Co., Memphis, Tenn. 











ASMALLARTICLE WITH Two NECESSITIES In Every Garage 


A BIG TURNOVER 


Spec O Soldering Fluxes 


ete ee ae 
are non-corrosive, — convenient to sik Meteor me oe 
handle, and very active. Hence they 
are always in demand. 


Garage Door Bolt 
Specially designed for 
garages, factories, ware- 
houses and fire doors. 
Locks and unlocks top . 
and bottom bolt with | 
one turn of handle. 















Garage 
Door 
Holder 





Why not make a quick 
3 profit out of this well 
nn, es known line? A _ circular 

: 4-78 will convince you—ask for 


one. 
write today to 


Special Chemicals = Phenix Mfg. Co 
Waukegan, No.80 HolderNo.52 032 Center Street Milwaukee, Wis. 








Prevents accidents, broken headlights 
and bent up fenders. Operates by 
hand or foot. 

For prices and further information 
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BOB-A-LAWN Even the Best Lawn Mowers Get 


a 
“The Pushless Lawn Mower” Dull and Need Sharpening 
Customers had rather have their lawn My, | 
mowers sharpened by a dealer they ~ ’ 
know, than entrust the work to stran- 
gers who may or may not 
give them a first-class job. 


This is the first and only 


Motorized Hand Lawn Mower. 
It’s a hand mower in the sense 
) that you guide and control it, #4 


and walk behind it just as you 

would a regular hand mower, j 

but it is operated and propelled a 

by a gasoline motor. All you VA © | 
’ % 


need do is to guide it and hold / 
the rest. { 









£ 









> - 







~ 
* 
















it in position. The motor does You are safe in sharpen- 
ing any style hand lawn 
mower with our 
| es A & 
LL A WeN 
MOWER 
SHARPENER 
(Hand or 
Power), of 
which more than 
15,000 are in 
use. 


There is only one control 
a handy lever on the handle: no 
spark or throttle to bother with: 
no complicated parts to get out 
of order. 


They All Need It 


Every Park and Cemetery, every 
Court House Grounds, every School 
House, @very Country Estate, every 
fine Home Lawn needs the Bob-a 
lawn. It sells on sight. 

There is a market in every com 
munity for the Rob-a-Lawn. Send for 
information as to prices, discounts, 
etc, 





Qur Grinder 1s 


The Only Machine that Will Grind 
the Reel Knives to Fit the Straight Blade 


when it becomes sprung or bent. This feature is one 
of the most important ever incorporated in a lawn 
mower grinder. Our Grinder will sharpen any hand 
mower in ten to fifteen minutes and the mower will 
prove it has been sharpened perfectly the first time 
it is used. 

Your profit, $1.50 to $2.00 (the usual charge), is 


Cushman Motor Works worth making. Write for Prices and Full Particulars. 
1005 N. 21st St. Lincoln, Nebr. The FATE-ROOT-HEATH Co. 


Warehouse Distribution from Norfolk. Va., Jackson, Mich., and i ° 
Plymouth, Ohio 


Pacific Coast points. 


























KITCHEN KATCH.-ALL 


The Sanitary Under the Sink Strainer 





Every woman needs and wants this sanitary, 
convenient receptacle for kitchen refuse. Swings 
under the sink when not in use. The Katch-All 
means no more stained sinks nor food refuse in 
the sink. 

Right in your neighborhood there is a great 
number of kitchens without a Katch-All—each one 
a prospective sale. 

The best way to convince yourself is to send $2 
today for a sample, and display it. 


Better 


Machine Screws 
for the 
Hardware Trade 


This attractive polished, aluminum recep 
tacle has an odor-tight cover and inner 
strainer. Swings from a tinned wrought 
iron bracket that readily clamps to drain 
pipe. 


HARVEY HUBBELL= 
Nomoceront QD) ‘Com usa. 


tw YORK. #.¥. 
ww bas comer 


THE OHIO METAL UTENSIL CO. 


Greenwich, Ohio 
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Makes You 
SOCKET WRENCH 


‘5 





With this carefully selected 
Walden- Worcester Assort- 
ment on your counter, your 
trade soon learns that you 
can supply any needed socket, 
handle or attachment. The 
Cabinet offers a convenient 
and attractive medium for 
the display of the stock. 

In a word, an investment 
of only $54 makes your store 
. Ode Socket Wrench “Headquar- 
Oo mids, Shi ters.” 

YOY CY Via” 
No. 1100 Assortment of 118 Parts, 
including 75 CHROME NICKEL 


me os for Hex and Square 
nuts; Speeders, Offsets, Tees, 
Assortment No. 1100 Ratchets, Connectors, Universal 
Joints, Extensions, ete. Graded in 
proportion to demand. All parts 
interchangeable. Net price, in- 
cluding all-steel cabinet, $54. 





Write us for name of the Walden- 
TTT ae eS Worcester jobber and for Socket 
BW Hi gs =. Wrench Catalog No. 27. 


STEVENS WALDEN-WORCESTER, INC. 


Mfre. of Walden-Worcester Wrenches 
and Stevens “‘Speed-Up’”’ Toole 


Worcester, Mass. 








Commerria io} 


Low cost, high efficiency. Built 
with great care and precision. 
Spe eds up to 2 2500 R. P. M. The 
three-point contact design per- 
mits a larger number of balls. 





“Commercial” Annual Ball 
Bearings efficiently withstand 
both radial and thrust in either 
direction. 


ae 


An excellent bearing which 
gives long service and com- 
plete satisfaction. 


Send for Illustrated Catalog, 
Discount Sheets and Samples. 


The Schatz 
Manufacturing Company 
Poughkeepsie New York 


E 
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"HEADQUARTERS 





Sell the Best 
HARDWARE 




















For Hard-wear 
For more than 50 years 
oO fuaaer, Bommer Spring Hinges have main- 
tained their leadership and proven 
Ko) ) their superiority over all others. 
They have kept pace with the 
5 =o | times, because they have been 


kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINCES 


ARE THEBEST 


Replenish your stock with Bommer. 





They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made. 

Your Jobber handles them. 


Send for New Catalog 47. It is a 
big help in ordering. 











Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 
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No Nails—No Bolts 
No Rivets—No Slots 


These things which 
weaken a step ladder 
and cause trouble 
and accidents are 
left out of the 
Trade-Mark 


Super-Strong 


Step Ladder 


What is NOT there can- 
not go wrong. In their 
place we use a Patented 
Steel Step Support 
which firmly trusses the 
ladder, holds each step 
securely and _ insures 
SAFETY with the 
strongest construction 
known. 

A demonstration closes 
the sale. 

Send for Catalog and — Yo 
Prices. Special Sizes 14 to 20 Ft. 





Also manufacturers of all types of ladders for farm and house- 
hold and special scaffolding for contractors and decorators 


The Superior Ladder Company 


516 East Madison St., (Lincoln Highway ) 
GOSHEN, INDIANA 


Agents wanted on commission who handle allied line. 
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fhe SMITH 


BANNER 


COMPRESSED AIR SPRAYER 


S T for over 30 years 





design, 
workmanship, 
improvements, 
service, 
sales =~ 


Dealers who concentrafe on the 
Smith line of sprayers are not 
troubled by competition, either 








fair or unfair. Value is #80 
readily apparent that price never 
governs the sale. Exclusive 


features cause Smith Sprayers 
to stand out so conspicuously 
in any company, that choice is 
a matter of course. National 
advertising is creating universal 
knowledge of the superior Smith 
features. 


HARDWARE 
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A catalog of over 40 styles of 
hand and compressed air spray- 
ers will be mailed to any dealer 
upon request. 

Your jobber will eupply you. 


D. B. SMITH & COMPANY, Inc. 


UTICA, NEW YORK 





Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 


5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 


Department Stores carrying hardware and housefurnish- 
ings in the United States. 


Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 


Automobile Accessories Jobbers. 
Mill, Steam, Mine and Machinery Supplies Dealers. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers. 
— Order Houses handling hardware and housefurnish- 
gs. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Radio and Electrical Goods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail romotion work and also a 
helpful guide for salesmen’s calls. very sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the current edition. 
Hardware Wholesalers find Verified List of great value ia 


“‘ohecking’’ their retail proepect records. 
$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 














A Soldering Flux with Selling Points 


Saves 
Solder 





Rubyfluid will not corrode metal—it never deteri- 
orates—it is economical because a little goes a long 
way. These are only a few of the reasons why 
mechanics, radio fans, and manufacturers prefer 


Rubyfluid. 


Introduce Rubyfluid to your trade—you’ll be glad you did. 
Send for Sample. 


RUBY CHEMICAL CO. 
67 McDowell Street, 





Columbus, Ohio 








Paine Star Drills 


Extremely Tough and Hard 
Carefully Tempered Have Plenty of Clearance 
UNQUALIFIEDLY GUARANTEED 





They will not clog ~ stick. 
Four lengths 8”—12”—18”—24” 
any diameter from 4” “nd 1%” 

All carried in Stock 


Shipments prompt. Prices very attractive. 
Send for Literature and Prices 


THE PAINE COMPANY 
2951 Carroll Ave. Chicago, Iii. 













FAULTLESS CASTER COMPANY ‘ 
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ASTERS 


VANSVILLE 








NDIANA 
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AN TRICKS FR 


Nee at 


When you buy Tacks or Small Nails 
by weight you should know that there 
is often a difference of from 10 to 30 
= cent in the count per pound in 
avor of Atlas products. 


Properly designed tacks are more 
expensive to make than miniature rail- 
road spikes. Do not let yourself be 
cheated or assist in cheating your cus- 
tomers, 


When you buy by count see that 
you get the weight. There is often a 
corresponding difference. 


Make the comparison. 


Every product ot the Atlas Tack 
Corporation has been scientifically 
designed for its purpose and stand- 
ardized. 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 








TWO LONDON PATTERNS 


No. 116 5 inches wide. 
No. 112 5% inches wide. 





W. ROSE Tools 


Crucible steel, 
accurately treated. 

For sale by all wholesale houses. 
Selling Agents 
WIEBUSCH & HILGER, Ltd. 
110 Lafayette St., New York 


WM. ROSE AND BROS. 
Sharon Hill, Pa. 


























GEM JR. 
Nail Clippers SS 


“CELLOPHANE?” Keeps Gems 
Always Bright and Attractive! , 








A wrapper of Du Pont “Cellophane” on every GEM and GEM 
R, Nail Clipper prevents rust, dust, tarnish, fly-specks—and 
eeps the clippers always bright, clean, sanitary. 


Make extra sales by displaying Gems 


A customer comes in for something else—and buys a GEM or 
GEM JR., because the display is irresistibly attractive. Literally 
they “sell on sight.” 

The only nationally-advertised nail clippers. Regularly adver- 
tised in The Saturday en Post, Collier’s, and Judge. Get 
your supply of the new “Cellophane’”—wrapped clippers, from 
your jobber—today! 


THE H. C. COOK CoO., 


Ansonia, Conn. 
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STAR HEEL PLATES 


“PIONEER BRAND” 


They have stood the test for over 25 years, and have 

been and always will be superior to other brands. Why? 

Because they are made of the very best annealed malle- 

able iron and are larger and heavier than other brands. 
Send us vour order today. 


No. 6 
They No. 5 
sell 
and 

No. 4 
sell 
and 

No. 3 
sell 

No. 2 

No. 1 

No. 0 





These illustrations are \%& size. 
STAR HEEL PLATE CO. 
LOUIS SACKS, Inc. 
Newark, N. J. U. S. A. 
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IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices. 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 


For the convenient hand- 
ling of shelf hardware. 
A strong, attractive box 
at low cost. 

Made in an assortment 


of sizes to fit every hard- 
ware need. 





Write for NEW ItUustrated Price List 


THE GREEN CO., 250 W. 57th St., N. Y. 

















Good Signs Bring Trade 


Your clerks can easily 
make them with a 
National Show Card 
Writer outfit. Think 
of the saving over 
what _ professional 
sign writers charge. 
Cost is low—results 
immediate. 

Send for 
Folder. It 
tells all about 
“The National 
way to make 
Signs Pay.” 




















THe xSEYCO 


Stowe ME te 





PATENT APPLIED FOR 


“KEYCO” Sure Grip Pipe Wrench 


Wonderful grip. Super strength. Made from 
Alloy Steel heat treated by our own process. 
Light and handy—can be used with one hand 
on pipe, nuts or studs. Instant release. Sizes: 
7 and 9 in. Widely adaptable. “Keystone 
quality.” Write for Discounts. 


The Keystone Manufacturing Co. 


Sales Representatives—Surpless, Dune & Ce. 














The Soldering 
Paste that has 
satishMed cus- 
tomers for over 
23 years. 





Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 





NATIONAL SIGN STENCIL COMPANY 
Manufacturers of the NATIONAL SHOW CARD WRITER Buffalo, N. Y. 
1602 University Avenue Saint Paul, Minnesota New York Chicago 
—~% iad, 
9 a 
BURN Vaughan's ( eeeq 
INTNCHIERT TOOLS wie hyo? ae 


3211-25 Carroll Avenue 











SOLDE ao" 


The Real METAL solder AS 
in Paste Form— — 
Packed in 
Collapsible 
Tubes 





The Greatest Soldering Con- 
venience Ever Invented ~ 
Every Electrical Connection 


or Intricate Job Needs ~ 
SOLDERALL. 


‘THE SOLDERALL CO., Newark, N.J. 

















Display Stand 

for kitchen tools 
sent with assorted 
order. 


A Silent 


Salesman 


Ask for Catalog 20-H 








Vaughan Novelty 
Mfg. Co., Inc. 





Chicago, Illinois 




















SEYMOUR SMITH PRUNING SHEARS 


x. Full and by se 





Vineyard a 
anufactured 


SEYMOUR SMITH & SON, inc. ‘Oakvill ° 
Seles Representatives : Graham & ‘ ye ae 

















STONE WORKING 
TOOLS AND SUPPLIES 


Illustrated catalog 


TROW & HOLDEN CO., Barre, Vt. 
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FOR Ss’ ; 'N ER BITS One of the Most Remarkable Tools for Wood 

Working Ever Invented for Brace and Machine 

The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 

arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 

expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 

boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U. S. A. 


CRACKPROOEF 
The Garden Hose 

















Every Housewife Wants for Plowgzs that loom in 


es 





| 
One! 



















(ne look at this attractive, sturdy pan, 

With its long handle that saves bend- : 

ing. is enough to sell any woman, Pp il which renders 

And it’s the only nationally advertised Oo y > m4 
article of its kind on the market. Prim Maximum Service 


is advertised in the 


Polly Prim is made of strong. steel, Dust 26 Inch | 

finished in black or blue enamel. The 

black pan retails for $1.00—the “blue Pan Handle SATURDAY 
for $1.25. Our plan offers you a Saves Work | 


liberal margin of profit. Write 
details today. 


EVENING POST 


Write our nearest branch for name of distributor 
in your territory. 


PIONEER RUBBER MILLS 


New York. Chicago, San Francisco, Denver, Salt Lake City. 
Los Angeles, Seattle, Portland, Tacoma. 


Rapidly becoming the world’s largest manufacturer of garden hose. 


for 


Patent Novelty Co. 


Incorporated 


Fulton, Illinois 


“The Fulton Line” 


STAND 


#} BUILT-IN 




















Your Customers 
Expect the Genuine 


For RESIDENCES 
& BUNGALOWS 













MAIL BOXES 4 
The only built-in mail = “W Moore 
box with a_ telescoping Un be Oe chi md 
feature that makes it | | \ TI Push-Pins 


teatu at VN] [76 
adjustable in size to any —& of \\ WY 
wall thickness. } \ (Glass Heads - Stee! Points) 
24 pkts. each No. 1 & No. 2 
48 - 10c pkts. Dealers $3.20 
Nationally Advertised for 26 Years 
Used in Homes Everywhere 
Send for illustrated folder 
and Price List showing many 
counter displays. 





Large mail matter is 
easier to deposit and 
remove because of the 
full capacity of 
STANDARD Built-In 
Mail Boxes. 


The Most Practical 
and Complete Line 
Vanujactured. 
(Wayne Junction) 








For Catalogue and Prices, write to 4 a reamed weu-P ; Philadelphia, Pa. 
nd 8) T ~ . 7 . “ - .° ‘ ; S ] f White 
STANDARD SALES & MANUFACTURING CO. ope | OY Encl Cup Hooks 
Dept. HA . hiss Shee ) on 10c Cards on 
103 Park Avenue, New York, N. Y. % = 


request. 














The Solution to the The 


Housewife’s E 
astman 
Greatest Problem 
The Sexton Underground Garbage Ever-Ready 


Receiver provides a sanitary and sen- CHALK 


sible way to dispose of garbage. It 





sets flush with the ground, opens at LINE 
a touch of the foot; odors cannot 
escape. Animal- and vermin-proof. 50 feet of sturdy cord, reeled inside a neat, dust-proof, metal case 


, ; which contains a year’s supply of powdered chalk, always ready tor 
ag finished in green. Guaranteed use. Entirely eliminates the dirty, tiresome old method of chalking a 
or ten years. line by hand. 


Stock a few of these convenient little time saving items. Sell them 


SEXTON CAN CO. test when you have calls for chalk lines and look at your difference in profit! 








Suggested retail price $1.25. Dealer’s profit 40% 
Add this business builder to your line. Order from your jobber or direct from 


Write for full details. J. F. RYAN & CO., 342 Madison Ave., New York City 

















STRATTON 0 “ccicrs Robertson “Horseshoe Magnet’ Hammers 
HANDLES Permanent magnet which holds Tay gar 






. . ing. Awarded the Silver Medal 
For Small Tools, Utensils, Electrical Goods, Etc. (the highest offered) at the Panama-Pacific Exposition. 
Enameling, both baked and air dried. Good profit. 


Name and derign trade marks registered U. 8. Pat. Off. 


STRATTON MFG. CO. Stratton, Maine ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
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= 
Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section Cr Wc ciccedeadgetee bail $5.00 50% off rates quoted 
- Each additional inch....... ears 4.00 Address your advertisements and replies to 
~~ crate smerny of 5 lines..... $3.00 —— S — eo Hardware Age, Classified Oppor- 
ach additional line........... .60 tunities, 239 West 39th St., New 
All Capitais, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
) Each additional line........... -80 4 insertions, 10% off; 8 insertions, 15% HaRDW4ARE AGp is published each Thursday 
Average 10 words to a line off Forms close Ten Days previous to date ef 
Allow One Line for Keyed Address Remittance Must Accompany Order publication 
Samples of merchandise, literature, me an seed to b more than ordinary reforwarding postage should not 
ddressed to box numbers. 
a ~ 








BUSINESS OPPORTUNITIES 








! CLEAN-UP EXTRA PROFITS 


—with eur Clean-Up and Paint-Up Campaign. 
And this is only one of the many valuable features appeari in 
the April number of the Hardware Age Service, an advertising 
etna pianned especially for Hardware Retailers. Write for infor- 
mation 


Hardware Age Service, 243 W. 39th St., New York City (6th Floor) 


bn v 

















Hardware Stock and Business for Sale (} 


In Village eof Waterloo, N. Y., heart of the Finger Lakes Re 

on main highway New York to Buffalo, population over 4, 

Oldest hardware stand in county and has operated profitably for 

over 60 years. Stock $15,000; will reduce if necessary. Reason 

for selling, non-resident owners cannot devote necessary time to 

7; me Address Pinckney & Hadley, Seneca Falls, 
« Ke sf 











HARDWARE BUSINESS, established in 

arties to date. Located in country town. on railroad and two state 

ighways. Good farming community. Plumbing, heating and tin shop 
in connection. [his part of the business capable of big increase. In- 
ventory abom $6.v00 Buildings and lot $5,000. Address Box H-506, 
care of H«rpware Ace, New York. 


IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
ae to Industries locating in Newton Falls. Three railroads, electric 


1873, continued by same 





t . or main highways for trucking, the best supply of water 
in ok right in the heart of the greatest industrial center 
in ge — TON FALLS BOARD OF TRADE, Newton Falls, 





GOOD GOING hardware business, established over 50 years. are 

tewn in an exceptionally good agricultural territory. Well assorted stoc 

Nicely a. Will invoice about $7,000. Ought to interest oma 

0 an opening. Investigate. Owner retiring. STAHL & 
Y, La Rue, Ohio. 





FOR SALE—Clean hardware stock, best location, new brick building 
in prosperous town of 3500. Located in famous apple district, 70 miles 
from Portland, Oregon. $15,000 stock, going business. A real oppor- 
tunity. Address Box H-504, care of Harpware Ace. New York. 


FREE FACTORY SITE available in Westfield, N. Y., located midway 
between New York and Chicago on three railroads and trolley lines. 
need to W. E. McELHENEY, Secretary Westfield (N. Y.) mber 
ommerce. 








FOR SALE—Four 10-ft. plate glass floor cases, all in good condition 
and will sell at a real bargain if sold at once. THE GRAY HARDWARE 
, Coshocton, Ohio. 





HELP WANTED 


CONNECTION OPEN TO JOIN FIRM selling Builders’ Hardware 
to Architects, Contractors and Owners, on profit sharing plan. Schedules 
and prices made from plans. Have New York City show — and stock. 
Westchester County and Putnam County, N. Y., and part of New Jersey 
are open. Write stating experience. An opportunity to make a success 
and get results of your efforts. Address Box H-495, care of Harpware 
Ace, New York. 


BUILDERS’ HARDWARE MAN familiar with R & E line. Large 
southern city; Gilt Edge references as to character and ability. Give 
full particulars and salary expected in first letter. Address Box H-494, 
care of Harpware Ace, New York. 











One familiar 
Address Box H-474, care of 


WANTED—Experienced bookkeeper and stenographer. 
with hardware end plumbing stock items. 
Harpware Aes, New York. 


HELP WANTED 


WANTED—Young man with retail experience in Mill Supply stores 
and ey B Supply sales, to become salesman for well-known manu- 
facturer o1 steel belt fasteners. Must be free for extensive travelling 
and quick transfers and qualified to sell high — transmission 
to users and manufacturers of machinery. an preferred who_ has 
practical knowledge of belting and other power drive ae — 
stating age, experience, and salary desired. Address 3, 
of Harpware AGE, New York. 








WANTED-—-Salesmen calling on Retail Hardware Trade to sell our line 
of Tool Racks, Rubbish wi" one Ca aopere- Commission basis. Write 
for proposition. GRAND RE PRODUCTS CO., corner 
First and Front, Grand hig Mich. 


THOROUGHLY EXPERIENCED HARDWARE MAN witb a 
edge of paints. One having ability to manage large store. $60.00 week 
Steady position. Address Box H-500, care of Harwpargz Ace, New Y 


WANTED—Good, live, experienced young 
hardware trade; towns 2000 and upwards. 
ddress Box H-496, care of Harpware Acz, New York. 


POSITIONS WANTED 


HARDWARE SAI ESMAN, twelve years’ experience in 1 hard- 
war. and house:urnishing goods. Desires position with reliable manufac- 
turer «1 jobber; at ~resent employed by jobber. Familiar with Philadelphia 
territos v. Excellent road record; salary basis; age thirty-three, nm 
Address Box H-473, care of Harpware Acz, New 








salesman familiar with 


Kentucky and Tennessee. 











EXPERIENCED HAKDWARE MAN IN SHELF, hea and mill 
supply lines now traveling, desires to make connection with manufac- 
turer or jobber for New ork and Metropolitan District. Twenty years 
selling experience. Highest references. Address Box H-501, care of 
Harpware Ace, New York. 





SALESMAN —29 years old desires position with a reliable hardware, 
mill or -_ supply house in or near New York City: 12 years experience. 
me 2 pepeeen fully. Address Box H-491, care of Harpware Acz. 

ew 





HARDWARE MAN with over 2] years in retail wishes position in 
d villa nd or country town. Can furnish Al references. Have been 


paver me manager. Address Box H-507, care of Harnware Acz, 





SALES ACCOUNTS WANTED 


MANUFACTURERS’ REPRESENTATIVE selling several lines—with 
twenty years’ established trade connections. New York and Pennsylvania 
territory. Hardware and department stores, etc. Am making some 
changes, want one or two mg that will sell and repeat, commission 
—- Rs responsible. Address Box H-487, 

ew York. 





care of Harpware AGgE, 





QUEENSLAND (AUSTRALIA) MANUFACTURFRS’ AGENT visit- 
ing United States, June, July, August, desires to connect with Manu- 
facturers of Hardware Specialties, with view to Australian or Queensland 
Ss Write. Address Box H-505, care of Harpware Acz, 

ew Yor 


WANTED—By competent salesman, side line that can go along with 
high grade line of hardware_specialties, which have been on the market 
for the past sixty years. Territory covering Pennsylvania, New York 
State with the exception of New York City, and Eastern Ohio, on a com- 
mission basis. Address Box H-502, care of Harpware Acr, New York. 








RESIDENT SALESMAN for Chicago, Milwaukee, and adjacent terri- 
tory. wants small specialty, hardware and kindred lines of merit, from 
reliable manufacturers for the jobbing and large retail trade. Bank 
reference. Address Box 7211-A, care HArpwar= Acer, Otis Bldg., Chicago. 








BRITISH FIRM with unrivalled facilities and credentials wish to 
act as sole European distributors for a high class American product. 
Address JOHN FRESTON & CO., LTD., St. Albane. Herts, England. 











April 7, 1927 HARDWARE AGE 133 


Classified Opportunities 


SALES ACCOUNTS WANTED SALES REPRESENTATIVES WANTED 























- on eee of high — line of = men inter 
. . ed in representation in unoccupied territories rite full esent ana 
W:* are an organization of Sales Repre- @) | tas jonnections, territory acquainted with, lines, handled, ete Comme. 
: : sion basis. real connection for a producer. ddress -437, 
sentatives with a thirty year record of oF Waees aoe Se Se p on — 
successful selling in heavy hardware and allied 
lines in the inter-mountain territory with Den- WE -'- - coming for mpvemntedion i oqveral Souther, States on 
"= our sme of builders hardware on which trade has been established. In 
ver as headquarters. Our salesmen are com replying state exact territory covered and lines carried. Address Box 
petent, experienced, familiar with the trade, and H-497, care of Harpwarge Ace, New York. 





are equipped to carry one additional line. If ‘sas 








° : ; SALESMAN—We have a splendid side line to offer salesmen and 
your company 1S looking for high-grade Sales | manufacturers’ representatives calling on retail hardware or department 
Representation in this territory you would find store trade. A new household specialty in wide demand. xcellent 
b 2 , commission proposition. Complete details and sample on request. The 
it profitable to communicate with us. Warren Handle Works Company, Cortland. Ohio. 

Address Box H-480, care of HARDWARE AGE 
New York SALES REPRESENTATIVE for Patented Builders’ Hardware Spe 





- anasie ail cialty tor the South. Man who is covering Florida, Georgia, Alabama, 
_ — Louisiana, Mississippi, Tennessee. Write fully past experience, age, lines 


carried at present, etc. Address Box H-478, care of Harpware Acr, 
SALES REPRESENTATIVES WANTED 


New York. 


<= 














MANUFACTURER’S Representative Wanted to handle side line of 





oe 


- “a a ty oe Window ys * Fs mag and Builders’ ene 
rade. Liberal discounts, goo ofit. vise fully territory covered an 
WANTED, SALESMAN references. LOXRITE CORPORATION, Grand Rapids, Michigan. 


calling on the better grade of Retail Hardware Dealers 





SALESMAN WANTED—Valuable territories open. Attractive proposi- 


in the South and Central West. We manufacture line tion for side line salesman calling on hardware and factory trade, to 
of quality forged tools. If you can sell a high priced line represent quality dry cell battery line. Opportunity for right man. | THE 
on a commission basis, write us in detail. Address Box COMET COMPANY, Dept. B, 5100 Superior Ave., Cleveland, Ohio. 








H-492, care of HARDWARE AGE, New York. 

- ala o Sil MANUFACTURERS of full line household specialties want local repre- 
= sentatives in all important cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users. State experience, lines 

WANTED—Salesman to sell retail hardware trade only, mason and | handled and territory covered. We want none but those who can_ “make 
plasterers’ tools; 10 per cent commission. Territory, Centra! States. Ad- | good.” For such our “-h~ is an excellent one. Address “S. H., 
ress Box H-486, care of Harpware AGE, New York. care of Harpware Ace, New York. 























A r | ookin The Classified Opportunities Section of Hardware 
- You 4 for Age is read every week by the kind of men you 


It costs little to tell them your story. 

















Meter of oo Kina | | SAMSON CORDAGE WORKS 


of Screw, Nut and Bolt MANUFACTURERS OF a SASH CORD, CLOTHES 
The American Hardware Corporation, Successor AND COTO TWINE “fe FIC. SLNO FOR CATALOG 
229 High Stree ew , Conn. . 
: af > aaa BOSTON ( Chis MASS. 


Western Factory: Dayton, Ohio 





























seeeeeeeer een eeeeer eer ee eer eee eeeer eee eee eee ee ee eee ee eee eee eee ee eee eee eee e ee eeere eters 


eereeeeeeeeeeereereeer eee eee eee eeeeeeeeeeeeeeee ee eeeeeeeeeeeeeseeeeeeeeeeeeeeeeeeeeees 


screw “TL Fi NOX” orivers 









Confidence in ; ft GRHOM, Brand 





t ornoP 

onsen FORGEO Tungsten Lamps is shown by 20,000 re- 

Quauty BALANCED tailers and 500 jobbers who sell them. 

. a “~ Consolidated Electric 
She Jools in Lhe Pui Bor Lamp Co. 







DanVers, Mass. 


“‘Licensed under the General Wiectric 
Company’s Incandescent Lamp Patents.” 


AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


> MACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS .: 
PETITELETELETIREREREEERER ERIS EERE EEE TEE TELE Ee Pe eee eee eee eee Tee TTT eeET Tee 
























tc Catena J. L. THOMSON MFG. CO. 
. Waltham, Mass. 


‘‘Superior’” Screw Driver Bits Tubular and Bifurcated 
Five Sizes, 144 to 5% inch 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. R I V E T S 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. 
No allowance will be made for errors or failure to insert. 


Every care will be taken to index correctly. 





A 
Acme Shear Co........ ee ae 103 
CS Mo wiceuessavesececawt 31 
Ajax Electric Specialty Co............... 31 
I, Cie eee whe ewe deck ewes 43 
ee a wl eee es dee 31 
Aluminum Goods Mfg. Co................ 44 
Aluminum Wares Association............ 50 
cca dees cettecceeess 45 
CE SE ciccasewesceusceccsssce SS 
American Saw & Mfg. Co................ 133 
ce enneusesnet one’ 40 
American Steel & Wire Co............... 25 
American Telephone & Telegraph Co...... 53 
American Window Glass Co.............. 43 
ES ee ee ery 104 
Be TeeNs TOME Gk. cc ov cecccccecss 5 
Co 54 
i Me i tis ee wbe bens eeem ei 129 
B 
Babcock Co., The W. W.. 122 
RK aera ye 47 
ee 115 
ey Geis: Ts. Biba 6 cb bss ose sdeues 115 
ES, ca cacaccbéee oh 0se eR NeS 110 
I ee ee 115 
Better Homes & Gardens................. 52 
Bissell Carpet Sweeper Co................ 99 
0 100 
Bommer Spring Hinge Co....... 127 
0 124 
Brach Mfg. Ce., L. S......... 130 
Brainerd Mfg. Co.......... 124 
Bridgeport Screw Co...... 125 
NN Gin, Gs Gcecenceecss élite 120 
Brown & Sharpe Mfg. Co..... ~ . | 
Buffalo Wire Works Co., Imc............. 41 
Burnley Battery & Mfg. Co..... 131 
c 
I ae a lip Od wee uke 21 
Se es Tin ccc wceeces 30 
Challenge Refrigerator Co.... 105 
Chamberlain Co. ........ rates 29 
ES eS eee 121 
Clemson Bros., Inc........... 28 
Cleveland Wire Spring Co................ 124 
I 116 
ee i adhe wees 28 
Coldwell Lawn Mower Co................ 35 
ee WN. occ cesccewewssecneen 83 
Congoleum-Nairn, Inc. ..... = 85 
Connecticut Valley Mfg. Co...... 133 
Consolidated Electric Lamp Co........ 133 
Continental Paper & Bag Mills Corp... . .37-38 
DP Gib Minc~escenubecceeecees 129 
Corbin, P. & F...... ; 18 
Cerbin Serew Corp................. 133 
Cordley & Hayes........... 123 
I a ao wis Sead See 1 
Curmanco, Inc. ee as aa achat 115 
Cushman Motor Works............ 126 
D 
De Laval Separator Co.......... Lent aos Ve 
Du Pont de Nemours & Co., E. I... 49 
E 
I Ae Se ke annnen 117 
Elastic Tip Co...... 125 
F 
rr. & N. Lawn Mower Co., The. 120 
Fate-Root-Heath Co. 126 
I. inc 006 6 560 0scceeer 128 
oo 118 





G 
Gilbert & Bennett Mfg. Co............... 16 
eee ee eeee 30 
Good Housekeeping ..................... 95 
NS i eee cese beth bRbCe Os 108 
I, a Nee eb eweeae 130 
SS Ee ee arene 
H 
ee Se Ms nek sb eee tesa wee es 29 
Holmden Lawn Weeder Co............... 125 
es eck eee céneuveswesy ee 10-11 
Hubbell, Inc., Harvey...................2. 126 
I. ag a le ccecawess eens 113 
er er ee oo ee eeeebeeeeees 28 
seat, Gee, Portia B& Ce... ..cccccvsccces 12 
Independent Lock Co..................... 113 
I 
Indiana Steel & Wire Co................. 7 
International Silver Co................... 2 
ND Cs ee iveseskaasad 115 
J 
Jennings Mfg. Co., Russell............... 30 
Johnson Arms & Cycle Works, Iver...... 130 
K 
MR: ee eb oe eae cue bus eee 19-20 
Keil & Son, Inc., Francis................ 124 
Keystone Manufacturing Co............... 130 
L 
ee 113 
ee Wee Ginn sow ccc cceccevecses 123 
IT a a ee le 30 
M 
id ccs ebeetewdeee ee 56 
i es ee ewe ose. 31 
Monarch Metal Products Co............... 42 
a 131 
rn Cin Ce. ccntnceceececesees 28 
Myers & Bro. Company, F. E.......... 27, 115 
N 
ig Pe 42 
ee I, a cc eeecweceseer 87 
National Sign Stencil Co.................. 130 
ee es EE ng cc iccdeccdewccecs 32 
New Method Stove Co.................... 93 
Niagara Metal Stamping Corp............ 111 
I 8-9 
i rr Ce ew ebessebeen 30 
Oo 
Ohio Metal Utensil Co................... 126 
ee ee Gg. cece sce eueces 31 
I 
Osborne & Company, C. S................ 30 
P 
Paine Company icubidinedsite eres cee 
ee 131 
Penn. Lawn Mower Works............... 111 
Peerless Electric Co........ err aT ee 89 
Perfection Stove Co., Inc................. 79 
eee Ge «GUE. . 0. cc ec ccccccces 125 
Pioneer Rubber Mills.................... 131 
I, Mr BI Ona 466 6s ce rccsbeceucessee 26 
Potato Implement Co... 116 





ey ee. ec ccneseneewes 91 
CR a ie Re ada ei 107 
SG cess ces vecederceser 131 
PE GR Gn ccc tec ecccveseuseeve 97 
R 
Richards-Wilcox Mfg. Co................. 81 
i, SY Ts cbs iwi bes wonsetcees 31 
SS ee eee 131 
Se ee I, vse ccccconeccoweses 129 
CE 23 
ON 6 bos v0 006600046 eececwes 128 
SG. MGs wid dia wae tale one Cee ww «ON A 130 
Ss 
ES ne 129 
Samson Cordage Works.................. 133 
og BS EG errr ee 135 
PS Ee BI ves cccccccucewcsvcvees 6 
ee 127 
ee Tn We ccc wsestccceesenecece 15 
Cg ee ee 100 
Segal Lock & Hardware Co............... 106 
ek dee wecle dee ede eens 131 
Shake Proof Lock Washer Co............. 27 
Shapleigh Hardware Co................... 136 
EC i ee eida ew eden dba be® 46 
ey ee ie 6005 4 0686s 0s veseeeoes 128 
ss TD Bic cee ccccccvcvcsens 29 
Smith & Son, Inc., Seymour.............. 130 
ED GUE Gc cceccccctccveccsens 125 
Standard Sales & Mfg. Co................ 131 
SE ED “Setvewowedwescescucseesas 4 
Starrett Company, L. B..........000sccse. 26 
Sterling Wheelbarrow Co................ . 24 
Stevens Walden-Worcester, Inc........... 127 
i a ate dd ini eke 131 
Superior Laboratories, Inc................ 119 
i cued oa o 0 eee 127 
T 
Ci ees Cee eae ee wbke Oe 113 
Thomson Mfg. Company, Judson L........ 133 
Timken Roller Bearing Co............... 48 
a ere 130 
Turner & Seymour Mfg. Co............... 51 
U 
SP I Ga iiwescce csc ceseccee 
Union Steel Products Co.................. 110 
V 
Vaughan & Bushnell Mfg. Ce............. 3 
Vaughan Novelty Mfg. Co................ 130 
CE aoe 128 
I Te cn Ken cncéce ns beneeeeuie’s 115 
Ww 
ey SD Ng ccc cccccceseseee 36 
Walworth Compamy ........-.c cc cccceees 14 
Warren Mfg. Company, J. D............. 121 
Warren Tool & Forge Co................. 39 
Wheeler Radiator & Mfg. Co............. 108 
White Company, L. & I. J................ 29 
Whitney Company, Vincent.............. 115 
Ee ee 34 
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“If you could but see what 
Sand’s ‘Factory Built-in’ accuracy means” 








horse harnesses sold were a fac- 

tory product. The clerk in the 
old-fashioned harness store became the 
Boss and immediately conceived the 
idea that, for some reason, he could cut 
out and build’a better harness than a 
factory. 


‘ y-- years ago not 10% of the 


Making levels has, in some ways, gone 
thru this same process. Many work- 
men have taken Sand’s training and 
gone into business. By price-cutting, 
their only weapon, they aimed at the 
business. But they can neither imitate 
Sand’s quality, service nor “factory 
built-in accuracy.” 


There never was a time when buyers were so 
sold on the results of standardized, efficient, 
American large-scale production methods for 
quality and accuracy. Can any small plant 
compete for quality with General Motors, for 
example? All down the scale of manufactured 
products and it’s the same with levels. 


No small plant can put in “unvarying factory 
built-in accuracy.” A stick stuck up on a 
bench can’t serve as a guide for accura¢ty in 
comparison to a precision tool such asaB&S§& 
straight-edge. Sand’s “factory built-in accu- 
racy” is a question of a whole series of opera- 
tions and dozens of inspections—it’s just there 
like Delco on an ignition system. 


Sand’s Levels, the,standard, fill all demands in 
wood or aluminum. The vermilion or bright 
red finish and Sand’s trade-mark are the job- 
ber’s and dealer’s guarantee. Quick service 
from hundreds of points of stock at jobbers. 


Any retailer, visiting Detroit, is cor- 


dially invited to visit us. Come and 
see for yourself or write for catalog. 


Sand’s Level and Tool Co. 


8629-37 Gratiot Ave., Detroit, Mich. 


Sand’s sole distributors of Stevens line levels! 






Sands Levels, Plumbs & Toals 


Sands Levels Tell the ‘Truth. 
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SHAPLEIGH HARDWARE CO. 


INTERNATIONAL DISTRIBUTORS 
ESTABLISHED 1643 AWN 


DIAMOND EncFe Ke DHUMOND EDGE 
LINE °° Soe oom AAccessovass 


Tesch EDGE IS A O JALITY PLEDGE” 


Shapleigh National Series No. 1457 








